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HUNTER 
EXHAUST FANS 


3 SIZES: 1,000, 1,750, 2,225 C. F. M. 
FOR COMMERCIAL AND INDUSTRIAL USES 





Ask your Hunter distributor or 
write us for catalog and prices 


HUNTER FAN AND VENTILATING COMPANY 
392 S. FRONT ST., MEMPHIS 2, TENN. 





Complete...from A to Ezra! 


YES, SIR, Gedney makes a complete line... a unbreakable MALLEABLE IRON and hot dip gal- 
fitting that’s exactly right for every job. vanized by a special process. 

What's more, Gedney fittings are made com- It's no wonder, then, that each and every Ged- 
ney fitting gives complete satisfaction. Be sure to 


Youll get 


. at the same time you'll 


pletely in Gedney’s foundry and machine shop. 
Every manufacturing step is under continuous. specify Gedney on your next order 
positive control. Accurate machining and_ pre lasting dependability 
cision threading are assured. Gedney fittings are be slashing installation time and costs. 








ELECTRIC COMPANY 


} 


RKO BLDG. + RADIO CITY - NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn 
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here it is! 
A COMPLETELY NEW APPROACH TO 
OVERALL LIGHTING... 


fe ty it) Nani) 

I Ki wine M NOW .. . advanced design fulfills all the possibilities 
i j ZB and benefits promised by overall lighting! Smithcraft Area 
iumination is a complete fluorescent lighting system free 
= — j from all the limitations and mechanical difficulties of pre- 
ee wal vious attempts, yet it is not “custom built’ to each instal- 
— = re ? lation. Skillfully engineered with unbelievable simplicity, 
: Qk ZZ Smithcraft Area Illumination when installed becomes a 
lighting “fixture” of limitless dimensions, shapes and pat- 
terns with unrestricted selection of shielding media and 
varied intensities within the system. For those who plan, 
recommend and install, here is an important new tool and 
business-producer; for the user, Smithcraft Area IIlumina- 
tion opens up exciting new possibilities for effect combined 

with illumination of unequalled quality. 


t 


To the architect, Smithcraft Area Illumination presents a new opportunity for 
freedom of expression in the integrating of lighting inte within interior design 
Here is freedom of choice with no restrictions as to size, pattern, intensity, shield- 
ing, and periphery. 


Engineers can now specify and get any required lev f intensity. Or different 
intensities for different sections of ar 


nstallation may be recommended to permit 
optimum usage of store or office areas. Alternating light, rows of lighting, or 
banks of lighting are possible because of flexibility of switching and a specially 
designed wiring system. 


Ease and economy of installation are truly amazing! Smithcraft Area Illumination 
is actually installed in far less time than any combination of ceiling and illumination 
currently available. No careful dimensioning is required and no special tools, 
rules, or gadgets. From the time the hangers are in position on the ceiling to the 
finished installation, only a water level and sma rewdriver are required. 


Ps 


For those who own buildings and business« f many kinds, Smithcraft Area 
Illumination is a profitable and practical investment. Versatile and adaptable 
here highest quality illumir n combined with appearance and effect that 
sells and produces. Its ease of maintenance and adaptability to future ¢ 
developments are factors that interest any businessman. Yet, its initia 
comparable to that of a suspended ceiling and troffer system. 


Unnerica binest Hucrescml files Smithenaft 


Send now for fur- LIGHTING DIVISION 
ther information ces Nia gees 

on Smithcraft 

Area Illumination. 
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There are two methods of galvanizing armored cable 
—hot-dip galvanizing and electro galvanizing. 
Hot-dip galvanizing used by Triangle, means the steel 
strip which forms the armor passes directly through 
pure zinc held at an extremely high temperature. By this 
method, Triangle armor is thoroughly coated, 
thoroughly protected—inside and out—without so much 
as a pin-point hole to let in moisture. 

This means longer life because destructive elements 
that might cause rust or corrosion, for instance, 
can’t get at the steel. 

The way to be sure to get hot-dip galvanized armored 
cable, is to use Triangle! 


In addition— 

TRIANGLE Armored Cable— 
Bends easily in a short radius 
Cannot open accidentally 
Provides for double-bushing 
Is bonded in sizes 12 and 14 


vs TRIANGLE CONDUIT & CABLE CO., INC. 


Trade Mark 
of Top Quality 


™ NEW BRUNSWICK, NEW JERSEY 


“Glazon"’ Building Wire * ‘‘Glazon’” Non-Metallic Sheathed Cable * Control Wire 

amy a meme Armored Cable © Service Entrance, Service Drop Cables * Varnished Cambric, 

Braided or Leaded * Trioprene Trench, Power & Parkway Cables * Bare Wire « 

“"T MUST BE RIGHT" Rigid Conduit Hot-Dipped Galvanized & Black Enameled « Electric Metallic Thin 
Wall Conduit * Flexible Stee! Conduit. 
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in This Issue 


Selling by showing 

They prove that safety pays 

Busduct is the answer 

Report on aluminum electrical conductors 
Training men for the industry 

Electrical inspectors’ annual conference 
Distribution design for high-density loading 


Raleigh street lighting boosted tenfold 


Economic comment 
News of the industry 
Dates ahead 

Names in the news 


New product news 


(Page 73) 


Successful appliance rental business 
Window demonstrations for housewares 
Home economist is our best salesman 
Salesmen must rehearse 

Service factor in selling space heaters 
Demonstrations: Quick way to more sales 
Keeping the regular customer 


Big business volume from brides 


On the appliance front 
Names and faces 
Silent salesmen 


Product parade 


Copyright 1952, W. RK. CC. amith Pubitaning ta Atianta George 





Architectural firm tells why 


it always specifies CERTIFIED BALLASTS 
for fluorescent lighting 


Fulton, Krinsky & DelaMotte, prominent Cleveland architectural firm specializing in schools, 
requests CERTIFIED BALLASTS in a// fluorescent fixtures they specify. 


Mr. Barton Quarm, their electrical engineer, says, “We always specify Certified Ballasts 
because we want trouble-free installations. Client satis- 


faction is assured by using Certified Ballasts.” cogs € 


More and more CERTIFIED BALLASTS are being speci- — 
fied and used because CERTIFIED BALLASTS assure— acs 


Full Lamp Life Rated Light Output Maximum Ballast Life 


CERTIFIED BALLASTS are made to precise specifications, then 
tested by Electrical Testing Laboratories, Inc., which certifies they 
conform to these high standards. 
Write for complete information on the types of CERTIFIED 
BALLASTS available from each participating manufacturer. 
7] og Participation in the CERTIFIED BALLAST program is open to any 
; a, manufacturer who complies with the requirements of CERTIFIED 





ll CERTIFIED BALLAST MANUFACTURERS. 
~~ 


a /gameiea BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 


2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Ecouomie Comment 





HOW CURRENT EVENTS WILL AFFECT BUSINESS TRENDS 





@ “BUSINESS AS USUAL” will be the 
slogan during the coming presiden- 
tial election. Now that the conven- 
tions and nominations are over the 
candidates selected by both parties 
show characteristics desired by 
business men. 

Two major points have been 
watched very carefully by business 
leaders as the campaign promises 
have been unveiled to the public. 
One is the attitude toward the re- 
tention or repeal of the Taft-Hart- 
ley law. Thé other is the question 
of direct business support for both 
large and small businesses, and the 
degree of government control that 
will be exercised in carrying out 
the selected program. 

Both candidates of the two major 
parties appear to have passed the 
scrutiny of business leaders suc- 
cessfully, for the moment at least. 


Taft-Hartley law 
overemphasized 

It appears to this writer that the 
Taft-Hartley law issue has been 
overemphasized both in the conven- 
tions and in the newspapers cover- 
ing such conventions. The only way 
that either candidate, based upon 
past record, can actually work for 
the repeal of this legislation is to 
reverse his previous stand taken in 
at least partial support of the mea- 
sure. 

Governor Stevenson has followed 
a course similar to most thinking 
business men and many union mem- 
bers in that the law could and 
should be amended but never re- 
pealed. 

General Eisenhower has not had 
time to make his position too clear, 
for his entrance into politics and 
civilian problems was delayed by 
military service. However, he has 
endorsed his platform which clearly 
demands the continuation of an 
amended Taft-Hartley. Actually, 
the thinking of these two leaders 

Dr. Bunting, well-known southern 


economist, is executive vice-president 
of Oglethorpe University. 


by J. Whitney Bunting, Ph.D. 


on this overemphasized issue is 
rather similar. 

One conditioning factor, of 
course, is the platform of each 
party. The Republicans wrote in a 
continuation of the Taft-Hartley 
law. The Democrats endorsed re- 
peal. How well Governor Steven- 
son can merge his own personal 
philosophy with that of the liberal 
Democrats and the labor leaders 
will dictate the final policy to be 
adopted. 

If a guess might be hazarded 
right now, it would be that, regard- 
less of which party wins in Novem- 
ber, there will be no real pressure 
Taft-Hartley repeal, thus 
minimizing the influence of labor 
leaders which for many years 
seemed to be in the ascendency in 
national politics. 

The Democrats have a good 
chance of winning many small busi- 
nessmen into their camp before 
November with the nomination of 
Senator Sparkman, of Alabama, as 
the vice-presidential candidate. Mr. 
Sparkman, as head of the Senate’s 
Small Business Committee, is mak- 
ing a strong bid for their support 
in carrying his hearings on small 
business problems to local areas. 


for a 


Influence of small business 


He believes that such hearings 
cannot be held in Washington be- 
sause of the cost involved and the 
lack of interest of many business- 
men to travel that far for a meet- 
ing. Thus, he carries his hearings 
with him across the nation and re- 
ceives much more direct evidence 
than would be available in the na- 
tion’s capital. 

Certainly, he will create a good 
impression from this tour but how 
much protection and aid the small 
businessmen will get from these 
meetings remains to be seen. 

One factor that continues to 


amaze economists everywhere is 
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the mood of the American buying 
public. With savings at an unprec- 
edented high volume, it was as- 
sumed that Federal Reserve credit 
restrictions were responsible for a 
lack of interest in purchasing con- 
sumer goods, both durable and non 
durable. 

When restrictions were removed 
it was believed that a new wave of 
buying would begin that would soon 
clean out inventories built up in the 
past two years. However, little ef- 
fect has been noticed on sales since 
the removal of the credit curbs 
Merchants openly advertise liberal 
credit policies, yet the credit buyers 
remain absent and only the cash 
buyers are taking merchandise. 

It is hard to find the answer 
Ever since the early days of 1930, 
the American public has been credit 
They have been stimu- 
lated in this direction by the policies 
of the Hoover, Roosevelt, and Tru- 
man administrations. It is hard to 
believe that a few months of Fed- 
eral Reserve restriction could 


conscious. 


change a way of economic life. Per- 
haps a marked increase in credit 
sales may occur in the fall months 
At least, this is anticipated now by 
most credit authorities. 


Southern touriat trade 

An industry that has been slowly 
but steadily increasing as a strong 
item in the economy of the south- 
ern states is the tourist and travel 
business. Previously it was consid- 
ered important only during the win- 
ter months, when weather condi- 
tions in the northern states lent 
added zest to a period of southern 
sunshine. 

The whole pattern appears to be 
changing. Florida, Georgia, Louis- 
iana, and other southern 
report a great increase in summer- 
time tourist travel, an item that is 
putting millions of dollars into the 
hands of southern citizens. One 


states 


reason given for this trend is the 
great increase in air-conditioning 
found in hotels, motels, restaurants, 


5 





“‘SEE YOU AT THE POLLS!‘ 


“SEE YOU AT THE POLLS!‘‘ 


Nobody knows for sure how it started—this line about ‘‘See you at the Polls!” 
we’re hearing all over these days. 

Best explanation seems to be that it came from that state candidate out 
west. . . . His opponent in a debate got all riled up and challenged him to fight 
it out in the alley. 

But he said—‘‘I’ll settle this the AMERICAN way—I’ll see you at 
the polls!”” And the audience picked up the chant. 

Now everybody’s saying it—and on Nov. 4 everybody will be doing it! 


“*SEE YOU AT THE POLLS!‘ “SEE YOU AT THE POLLS!” 
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and the like. Further impetus may 
be given southern tourist travel 
with the introduction of automobile 
air-conditioning next year. 

The southern economy should 
have much enthusiasm for the aid 
given it by the continued research 
and development of the air-condi- 
tioning industry. 


Wholesale trends in 
sales and inventories 

JUNE SALES of electrical goods 
wholesalers jumped 9 per cent 
above the previous month and were 
11 per cent over sales a year ago. 
Cumulative sales for the first six 
months of 1952, however, lagged 
13 per cent behind first half 1951 
sales. 

Most geographic divisions indi- 
cated increases over May 1952 and 
June 1951 sales levels. Exceptions, 
however, were the New England 
Division, which indicated the only 
drop (4%) below May sales, and 
the Middle Atlantic Division, which 
reported a 2 per cent decrease be- 
low June, 1951. The East South 
Central Division, which reflected 
the largest increases over the previ- 
ous month and a year ago, showed 
the only gain (3%) in cumulative 
sales thus far this year over the 
first half of 1951. 

All classes of houses reported 
sales increases ranging from 3 to 
11 per cent over the previous month. 
Compared with sales a year ago, 
full-line and appliances and spe- 
cialties wholesalers were up 9 and 
28 per while 
supplies and construction 
materials distributors indicated a 
slight (1° Over the six- 
month period, all classes of houses 


cent, respectively, 


wiring 


) decline. 


were down 3 to 22 per cent below 
first half of 1951, with appliances 
and specialties wholesalers report- 
ing the largest drop. 

Estimated total sales of all elec- 
trical goods wholesalers in June 
amounted to $434 million 

Inventories (valued at cost) of 
electrical goods wholesalers at the 
end of June were down 8 per cent 
below the May 31 stock level and 28 
per cent under stocks on hand a 
vear ago. At the current rate of 
sales of 648 electrical goods whole- 
salers reporting inventories in con- 
junction with sales, stocks on hand 
represented approximately 52 days’ 
business, about 12 days’ supply less 
than reported for May and 28 days’ 
supply less than on hand at the end 
of June last year. 

Total inventwries of all electri- 
cal goods wholesalers at the end 
of June were estimated at $644 
million. 


The egg and 


the Englishman 


by Geo. S. Benson 
President. Harding College 
Searcy. Ark. 


WHEN AN EGG falls and breaks, 
and its white and yolk run together, 
all the King’s horses and all the 
King’s men cannot jut it together 
again. Events in England today 
seem to be proving that a way of 
life built upon the structure of pri 
vate property, private enterprise 
and the profit system cannot be re- 
constructed once its foundation is 
destroyed and its substance wasted 
away by Socialism. 


It was a year ago that the 


Churchill government took over 
When the Welfare State was being 
Winston 
Churchill opposed every step with 


formed step by step 


all the great power of his leader 
ship. But after six years the Wel- 
fare State was so deeply entrenched 
and the private enterprise system 
so critically injured that in last 
year’s elections the Conservative 
did not abolish the 
Welfare State. They were as help- 


promise to 


less as a man would be trying to 
put the white and the yolk of the 
egy back together. 
Continued wellare state 

The Conservative Party’s princi- 
pal anti-Socialist proposal was to 
turn the steel and iron 
back to 
Labor - Socialist 


industry 
private ownership. ‘The 
government had 
operated the industry only a short 
time, and the Churchill group 
thought it could be desocialized 
without too much difficulty Sut 
after almost a vear the steel and 
iron industry still is owned and 
operated by the government. Eng- 
land remains a Welfare State. Its 
Welfare State functions go on, and 
its once great wealth continues to 
Here is a striking fact 
for the world to see: no matter 


flow away. 


who operates it, the Welfare State 
takes its people down, down, down 
And when halfway down the hill, 
it may be too late to turn back 
Six years of Socialism have so far 
proved to be too damaging. The egg 
white and yolk are too scrambled 
The structure and the substance 
of a broken 


private enterprise 


system have not been put back 


together by the new government 
On my desk is a late report on con- 


Please turn to page 66 





Estimated total sales of 
all electrical goods 


ELECTRICAL 


HOLES LERS—ESTIMATED TOTAL 


SALES AND INVERTORIES 





wholesalers for June. 
1952, amounted to 434 
million dollars, an in- 
crease of 40 million dol- 
lars above May, 1952, 
and 48 million dollars 
above June, 1951, sales. 
Electrical wholesalers’ 
inventories as of June 
1952, were estimated at 
644 million dollars, a 
decrease of 59 million 


saurs— 





WTMLY AVERAGE 








below 


1952. 


dollars May. 
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Are You Making Use 
of Our 


Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve vou. One 
way in which we can help you 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information booklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
lications available, circle the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information you 


want. 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
you on both technical and 
business problems. The ser- 
vices of a number of consul- 
tants are available. Whether 
your problem relates to sales 
promotion, lighting or wiring 
layouts, applications of the 
National Electric Code, or 
equipment application, it will 


receive careful attention. 


‘ < 
<athi ites 
Reader Service 
Bronce 60 Certified ts an rbchievement 
¢ ELECTRICAL SOUTH 


WESTERN INSULATED WIRE CO. 806 Peachtree St., NE 


LOS ANGELES 58, CALIFORNIA Atlanta 5, Ga. 


Address your requests to: 
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no description needed... 


those who use neral switches 
know WHY— 





they are without equal! 
neral 


Switch Corp. 


49 Roebling Street Brooklyn 11, N. Y. 








WRITE FOR CATALOG #5201 





ENCLOSED SAFETY SWITCHES - BRANCH CIRCUIT PANELS - SERVICE ENTRANCE EQUIPMENT 
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Walker 
Safety 
Switches 


For those who want performance with a well appearing 


installation for a group of switches or a single switch. 
Positive-Make with spring actuated quick-break 
Knife-Blade construction 

Enclosures are NEMA type 1 for general purpose 
Ample wiring room with conveniently located knockouts 
Finish is of gray hammertone 


Suitable for use as Service Equipment 


BullDog Master Type “A” 
Vacu-Break Safety Switches 


The simplified line to make switch handling easy, less 
costly, while providing a switch for more safety, longer 


service, fits all type “A” and “C” applications. 


WALKER BULLDOG DISTRICT OFFICES IN ALL 
LEADING CITIES IN THE SOUTHEAST 
Write for Walker and BullDog Bulletins 


on Electrical Equipment 


ATLANTA a 





WALKER BHECWRICAL CO. UNC. 


70 Bennett Street, N.W. ©@ P.O. Box8 © StationD 
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CATALOGS and BULLETINS 


Available Free to Readers of 
Electrical South upon Request 


(Additional items will be found on pages 13, 80 and 81) 


1005—Building Wire, Cable, Conduit. Extensive techni- 
cal data an a comprehensive line of electrical cable, build- 
ing wire, and conduit raceways are provided in a new 86- 
page publication, General Catalog No. 500, issued by Tri- 
angle Conduit & Cable Co., Inc., 1906 Jersey Ave., New 
Brunswick, N. J. Handsomely bound in sturdy leatherette 
to take years of wear, this catalog also contains valuable 
information on electrical engineering and wiring standards 
for the aid of contractors, engineers, architects and indus- 
trial users. 

1011—Conduits. ‘Natural Electric Conduits” is the title 
of the new 30-page Catalog No. 603 which describes and 
illustrates the many types of electrical conduits that are 
manufactured by National Electric Products Corp., Cham- 
ber of Commerce Bldg., Pittsburgh 19, Pa. 


1013—Proper Cable Sizes. A new booklet, “Selection of 
Proper Cable Sizes,” has just been issued by General Elec- 
tric’s Construction Materials Advertising Department, 
Bridgeport, Conn. This publication deals with the method 
of determining cables and cable sizes of asbestos-varnished 
cambric cables, Types AVA, AVB, and AVL. 


1015—SQUEEZON Connectors. The Squeezon, a new 
compression connector for power lines, is fully described 
in bulletin, “SQ” available from the James R. Kearney 
Corp., 4236 Clayton Ave., St. Louis 10, Mo. The Squeezon 
features greatly increased electrical and mechanical effi- 
ciency at approximately half the cost of conventional 
connectors. 


1019—Service Panels. Information and prices on protec- 
tive control centers for homes, apartment buildings, ser- 
vice stations, and industrial applications is contained in 
Bulletin 494, “New Push-Button Service Panels,” issued 
by BullDog Electric Products Co., Box 177, Roosevelt Park 
Annex, Detroit, Mich. 


1031—Heating Units. The new Chromalox Catalog of 
Industrial Electric Heaters, Catalog 50, is available from 
Edwin L. Wiegand Co., 7600 Thomas Blvd., Pittsburgh 8, 
Pa. Four basic Chromalox units—strips, rings, tubulars, 
and cartridges—with wide variations in wattage, voltage, 
and sheath material, are listed, as well as easy selection 
and application data. 


1039—Switches and Guards. Newly released 32-page, 


two-color Catalog No. 49, of the McGill Manufacturing 
Co., Inc., Valparaiso, Ind., contains complete descriptions 
of Levolier switches, McGill lamp guards, and McGill 
electrical specialties. 


1041—Cabinets and Boxes. Thirty pages of catalog 
sheets comprise a new catalog available from B & C Metal 
Stamping Co., P. O. Box 56, Station D, Atlanta, Ga. The 
catalog is divided into three sections: products for elec- 
trical applications in general, products for the utilities 
and the R.E.A., and products for appliance distributors. 


1045—Electric Connectors. General Electric Co., Sche- 
nectady 5, N. Y., has announced a booklet describing a 
complete new line of solderless electric connectors which 
accommodates a wide range of conductor sizes. The new 
line is completely illustrated and diagrammed. This book- 
let is available from the Apparatus Dept., General Elec- 
tric, in Schenectady. 


1051—Air-Cooled Transformer. Bulletin No. 49-ACO is 
now available from Marcus Transformer Co., Inc., 34 
Montgomery St., Hillside 5, N. J., giving descriptive de- 
tails on the company’s new air-cooled distribution trans- 
former. Designed for indoor or outdoor use, the new 
transformer utilizes heatproof class B and C insulation 
which enables it to withstand overloads and eliminates 
the use of oil or other liquids. 


1053—Bustribution Duct. This 23-page bulletin, No 
462, issued by BullDog Electric Products Co., Box 177, 
Detroit 32, Mich., describes in detail the BullDog Feeder 
and Plug-In-Bustribution Duct for bus duct electrical dis- 
tribution. The bulletin is profusely illustrated. The many 
drawings included show details of the duct, the various 
fittings, and the hangers, as well as diagrams of complete 
systems. 

1071—Plugs and Receptacles. Additional loose-leaf 
sheets for insertion in the Pylet Catalog 1100 are avail- 
able from the Pyle-National Co., 1354 N. Kostner Ave., 
Chicago 51, Ill. These pages describe a wide range of 
plugs and receptacles for special purposes. 


1079—Connectors. A 24-page catalog describing K & H 
solderless terminal lugs and connectors may be obtained 
from Krueger & Hudepohl, 5 East Third St., Cincinnati 
2, Ohio. A wealth of information, including specifications, 
descriptive material and illustrations are included 





ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 


Please send me the bulletins and catalogs indicated. 
(Print Plainlv) 


Name 
Company 
Address 


City & State 





September, 1952 


Cirele numbers below. Balletins and 
catalogs will be mailed promptly. 





1011 1013 1019 
1039 1041 1051 
1071 1079 1085 
1093 1095 1099 
1105 1107 Hit} 
1117 1121 1133 
1141 1145 1149 
1153 1155 5 1159 
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LO-X Duct’s scarf-lap joint 
slashes installation costs 





Contracting new bus duct jobs? Then check carefully 
into installation costs. For it is here, with BullDog 
LO-X BUStribution Duct, that you can save time, 
effort, materials, money. 


Here’s why: BullDog’s exclusive, patented scarf-lap 
joint, described below, greatly simplifies installation. 
Makes LO-X Duct faster, easier to install; provides a 
stronger, more rigid system that cuts down time- 
wasting service calls. You and your customers save 
substantially on installation. 


When considered along with other famous BullDog 
features, such as low voltage drop and low operating 
temperature, this reduction means BullDog LO-X 
Duct is a more salable system that brings rock-bottom 
current-carrying costs per ampere per foot. 

Why not contact your nearby BullDog supplie: 
for all the facts? LO-X Duct is used for feeder and 
welder circuits, carries up to 4000 amperes at 600 volts 
ar less. Ask, too,about BullDog Plug-in Duct for branch 
circuits. Free literature available by writing direct 





— 


SCARF-LAP JOINT—One half of each LO-X 
casing extends 14” beyond other half; 
overlaps adjoining casing end to form a 
highly rigid scarf-lap joint. Casings lap 
together simply, quickly .. . save count- 
less installation hours. No splice plates, 
bulky joint covers, or complicated con- 











End view showing staggered-phase 
arrangement of bus bars in LO-X Duct. 





struction to slow down the job and in- 
crease costs. No poor bus bar connections, 
either. 

3us bars overlap also, are bolted with 
splined steel inserts and special spring 
cup washers. Joint stays tight, whatever 
the current or temperature variations 


PAIRED PHASING—Another LO-X plus! Bus 
bars are closely spaced inside ventilated cas- 
ing and arranged in paired phases that neu- 
tralize magnetic fields, assure uniform cur- 
rent distribution all along bus bar. Current 
flows more evenly, voltage drop and tem- 
perature rise are reduced 








') BULLDOG 


1902 TO 1952... SERVING INDUSTRY FOR 50 YEARS WITH FINER ELECTRICAL PRODUCTS 


CONSULT THE FOLLOWING SOUTHERN REPRESENTATIVES 





Walker Electrical Company, Inc. 
70 Bennett St., N.W.—P. 0. Box 8, Station D 
Atlanta, Georgia 


Wilson Electrical Equipment & Co. 
2930 Commerce Street 
Houston, Texas 


BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN ¢ FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 
PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 





Standard Electric Mfg. Co. 
2401 Federal Street 
Dallas 1, Texas 


101 E. Maple Street 
San Antonio, Texas 
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1081—Busduct Data. Various applications of the FA 
busduct for industrial purposes are illustrated in this 31l- 
page bulletin made available by the Frank Adams Electric 
Co., St. Louis, Mo. 

1085—Lighting Fixtures. Eastern presents their most 
complete catalog, 32 pages of engineered lighting data, 
including a variety of fixtures for all architectural, com- 
mercial and industrial applications. Eastern Fixture Co., 
Inc., 170 Vernon St., Boston 20, Mass. 

1087—Connectors and Fittings. The M. & W. Electric 
Mfg. Company, Inc., East Palestine, Ohio, announces a 
new twenty-four page catalog covering Service Entrance 
Cable Fittings, Ground Clamps, Ground Rods, BX and 
Romex Connectors, Staples, Conduit Fittings, Wireholders, 
Insulator Supports, Cable Racks and Watt-hour Meter 
Protectors. 

1093—Magnetic Motor Starters. A new 22-page booklet 
(Catalog No. 6300—AIA file No. 31G3) issued by the 
Monitor Controller Company, 51 Hayward Street, Boston, 
Mass., describes in detail the company’s V-type starters 
and explains the protection inherent in the patented Com- 
pensated Therma! overload. 

1095—Electrical Specialties. The F. D. Kees Mfg. Com- 
pany, Beatrice, Neb., has available upon request, a 20-page 
catalog illustrating various types of enclosures and other 
electrical specialties manufactured. This 76-year-old firm 
supplies the better-known utilities and jobbers throughout 
North America. 

1097—Flexible Cords and Cord Sets. A complete nine- 
page catalog is available from Cornish Wire Company, 15 
Park Row, New York 7, N. Y., containing data on all 
standard electric cords and stock cord sets, including Neo- 
prene-jacketed. Also descriptive data on the new UL 
approved all-Neoprene heater cord “COROPREX.” 

1099—Lighting Fixtures. Fluorescent and incandescent 
luminaires for schools, offices, stores and churches are il- 
lustrated in a series of bulletins issued by Curtis Lighting, 
Inc., 6134 West 65th Street, Chicago 38, Ill. The entire 
series or any individual bulletins may be obtained upon 
request. 

1103—Electrical Connectors. Burndy Industrial Catalog 
52, featuring a complete line of general-purpose connect- 
ors for industrial wiring is available. Complete informa- 
tion concerning application, construction features and di- 
mensions of these connectors are included, as well as sev- 
eral pages devoted to engineering data. Published by 
Burndy Engineering Co., Inc., 107 Bruckner Blvd., New 
York 54, N. Y. 

1105—SnapX Connectors. A new folder on SnapX con- 
nectors is now available from Briegel Method Too! Co., 
Galva, Ill. Illustrated and explained are the three steps 
necessary for connecting cables to boxes with this new 
connector for armored and non-metallic cable. 

1107—High Voltage Portable Cables. The various types 
for use from 600 to 15,000 volts are described and illus- 
trated. Catalog listing including weights and outside diam- 
eters are given. Detailed splicing instructions are in- 
cluded. Copies may be obtained from Simplex Wire & 
Cable Co., 79 Sidney Street. Cambridge 39, Mass. 

1109—Anchoring and Drilling Devices. An illustrated 
32-page catalog No. 65, describing more than twenty-five 
anchoring and drilling devices for making fastenings to 
masonry, is available from the Arro Expansion Bolt Com- 
pany, Marion, Ohio. 

1111—Fluorescent Fixtures. The specifications on all 
fixtures built by the Light & Power Utilities Corp., of 
1035 Firestone Blvd., Memphis, Tenn., are detailed with 
illustrations in the newest catalog issues by this company. 
The cover of this catalog has an interesting wood cut 
called Light through the Ages which depicts the advance 
of lighting from the cave man to modern fluorescent 
lighting. 

1115—Remote-Control Wiring. An eight-page, non-tech- 
nical booklet on remote-control wiring, publication No. 
16-330, written expressly for the consumer, is available 
from the G.-E. Construction Materials Dept., Bridgeport 
2, Conn. The booklet gives a picture story on the con- 
venience, safety, and economy of this new wiring method. 

1117—Fluorescent Fixtures. The Edwin F. Guth Co.. 
2615 Washington Ave., St. Louis 3, Mo., has released a 
new catalog covering their complete line of commercial 
and industrial, fluorescent and germicidal lighting equip- 
ment. A full range of fluorescent fixtures is presented in 
the catalog, No. 47, in a condensed, easy-to-refer-to form. 

1121—“SPIKE-LITE.” a new product of PERFECT- 
LINE Manufacturing Corp., Hicksville, N. Y., is now avail- 
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able. The “SPIKE-LITE,” a weatherproof, adjustable, 
aluminum lamp holder, is ideal for special outdoor light- 
ing for farms, gardens, displays, billboard, etc. lt is com- 
plete with stake, asbestos gasket and 10 ft. or 25 ft. out- 
door cord and plug, and uses PAR 38-150 watt lamp which 
is not included. 

1131—Fluorescent Units for Slimline Lamps. This new, 
illustrated, 20-page bulletin gives complete specifications 
of general purpose, “Magna-F lo” lighting systems for 96, 
72 and 48-inch, T12 Slimline lamps. Describes individual 
units and continuous line systems plus accessories. 8%” 
x 11” page size. Write Benjamin Electric Mfg. Company, 
Des Plaines, Lilinois, and ask for bulletin “mf.” 

1133—Vaportight Fixture. New Appleton “V-51” Series 
Convertible Vaportight Lighting Fixture is fully described 
and illustrated, for pendant, ceiling or bracket mounting, 
with or without reflectors and guards. Wattages, weights 
and dimensional data. Bulletin 5-A, 20 pages and cover. 
Appleton Electric Company, 1701-59 Wellington Avenue, 
Chicago 13, Ill. 

1135—Electrical Wiring Devices. Catalog No. 51, con- 
taining complete electrical wiring device line of Leviton 
Mfg. Co., Brooklyn 22, N. Y., is a 96-page thoroughly illus- 
trated one. Included are such features as the Kwikchange 
line, with wiring diagrams, a general index, and an index 
to catalog numbers. This catalog is completely new and 
revised. Over 1,000 items illustrated. 

1141—Champion Maintenance Manual. The “Champion 
Maintenance Manual”—24 pages of basic data on incan- 
descent and fluorescent lamps, also the “Champion Light- 
rule”—an accurate pocket calculator for problems involv- 
ing various lighting fixtures with incandescent or fluores- 
cent lamps. Champion Lamp Works, Lynn, Mass. 

1145—Wires and Cables. Crescent Insulated Wire & 
Cable Co., Trenton, N. J., has issued a 118-page bradded, 
notebook-style catalog, No. 45, covering their complete 
line of wires and cables. A description of processes used 
in manufacture is followed by illustrations, specifications, 
and descriptions of the entire line. An alphabetical index 
and addendum complete the catalog. 

1147—FLUORESCENT LIGHTING FIXTURES. Com- 
plete catalog of fluorescent lighting fixtures for industrial, 
commercial and residential use. Address requests to Syl- 
vania Electric Products, Inc., 87 Union Street, Salem, 
Massachusetts. 

1149—Insulators. Victor Insulators, Inc., Victor, N. Y., 
has available a complete catalog of Victor high, medium 
and low voltage insulators and pole line hardware. Com- 
plete contour shapes, dimensions, specifications and engi- 
neering data are included. Write for Bulletin No. 4 or us¢ 
reply coupon below. 

1151—Circuit Breaker System. A concise and well-illus 
trated 28-page catalog, No. C. B. 1000, on the new Stab 
Lok Circuit Breaker System has been announced by Fed- 
eral Electric Products Co., 50 Paris St., Newark 5, N. J. 
Advantages of the system comprise headings under which 
are listed complete specifications. Dimensions and knock- 
out locations, purchasing information, and wiring dia- 
grams are features of the catalog. : 

1153—Jiffy Line Electricians’ Tools and Wiring Special- 
ties. A new catalog issued by Clyde W. Lint, 1144 W. 
Washington Blvd., Chicago 7, Ill., discusses details of the 
company’s line of tools and electrical wiring devices, pole 
line hardware, and standard porcelain. 

1155—Wire and Cable. Two new illustrated catalogs— 
Magnet Wire, No. 23, and Power and Control Cables, No. 
24—available from Rome Cable Corp., Rome, N. Y., cover 
variations of wire and cable types in the broad field of 
Rome Cable applications. Magnet Wire catalog has been 
designed to assist in selection and application of proper 
Magnet Wire types. In addition to descriptive data, techni- 
cal information has been included for reference. Power and 
Contro] Cables catalog is intended for utility, construction, 
and industrial engineering and purchasing personnel as 
a guide in selection of proper wire and cable types. 

1157—Transformers. Dongan Electric Manufacturing 
Co., 2998 Franklin, Detroit 7, Mich., has brochures avail- 
able on its various types of transformers, including power 
circuit, control, signaling, machine tool, ignition and neon 
transformers 

1159—“Concentrol” Motor Control Centers. Completely 
descriptive, illustrated Bulletin 400 of the Continental 
Electric Equipment Company, Box 1055, Cincinnati 1, Ohio, 
gives full information on modular standardized “Concen- 
trol” motor control centers. This bulletin features helpful 
layout and specification data of interest to both electrical 
equipment planners and plant production men. 
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Superior Plant Wiring for Hot Spots’... 


Whenever your electrically operated equipment is 
subjected to extreme heat, moisture or corrosive con- 
ditions, it will pay you to wire up” with Rome Syn- 
thinol 901 wires and cables. They have proved far 
superior for equipment wiring as well as for feeders 
and branch circuits in steel mills, chemical plants, oil 
refineries and other “hot spots.” 

A resin plasticized polyvinyl chloride type of insula- 
tion, Rome Synthinol 901 provides longer service life 
under high operating temperatures. It also offers ex- 
ceptional resistance to moisture, oils, greases and 
chemicals. Underwriters approved for 600 volts at 
90° C. when used as an appliance lead wire. 


| 


OTHER ROME SYNTHINOL APPLICATIONS: 


Rome Synthinol, Type TW—This small diameter building 
wire is approved by the Underwriters’ Laboratories, Inc. 
for use in wet locations under the rules of the National 
Electrical Code 

Rome Synthinol Machine Tool and Control Wire—Adopted as 
standard wiring by machine tool manufacturers for ex- 
treme durability and excellent resistance to oils, acids, 
alkalies, common cutting solvents and flame. Under- 
writers’ Laboratories approved as Type TW, with end 
use approval for 80° C. operation in air; 60° C. where 
exposed to oil and in wet locations. Conforms with Na- 
tional Machine Tool Builders’ Association Standards. 
Send for the Rome Synthino! Bulletin 


It Costs Less to Buy the Best 


ROME CABLE CORPORATION, Dept. ES-9, Rome, N. Y. 


Please send me your Rome Synthino! Bulletin. 


ROME CABLE Ty 
Name sca Corporation iS) ¢ 


Company 
Address 
City Zone State 


ROME ee ee ee 


TORRANCE + CALIFORNIA 
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BoM fitings 


When setting E. M.T. in concrete 
you can make each job easier and 
more profitable by using Briegel 
All Steel Indenter Fittings that 
have UL approval as CONCRETE- 
TIGHT. ‘Contractors the world 
over recognize their ‘cost cutting 
qualities and the fact that they 
make each wiring job a better job. 
It is only natural that Briegel 
Fittings are the most widely used 
E. M. T. connectors and couplings. 


@ NICOLL & 


GALVA,* ILLINOTS 


Cross Section 
Showing 
indentations 





The M. B. Austin Co., Northbrook, Iil.; Clayton Mark & Co., Evanston, Ill.; Clifton Conduit Co., Jersey City, N. J.; General Electric Co, 
Bridgeport, Conn.; The Steeld Co., Young . Ohio; Pittsburg Stonderd Conduit Co., Pittsburgh, Penn.; Wegner Molleable 
Products Co., Decatur, lil.; J. R. Richards Co., Carnegie, Penn.; Kondu Mfg. Co., Lid., Preston, Ont. 
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South Station 
Boston, Mass. 


WIRES - CABLES - CORDS 


Fairmont Hotel 


Ben Francisco, — f. 


OVER 


70 


YEARS 
EXPERIENCE 
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There’s money hidden in this picture! 


Yes, there’s money hidden in this picture, lots 


of it! It’s the money a plastics manufacturer saved 
by installing three Westinghouse Dry-Type 
Transformers on each of his presses. 

You can see it...in the economical mounting 

..in the short run of secondary leads to the 

molding press. It’s there... in the savings these 
transformers offer by improving voltage regula- 
tion and simplifying maintenance. 

Tne Erie Resistor Corporation, Erie, Penna., 
installed Westinghouse Dry-Type Transformers 
on all their injection molding presses. They 
utilized existing bus ducts, paid minimum install- 

_ ation costs to step voltage down to the required 
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220 volts. Like Erie, you can meet the demands 
ot changing electrical loads quickly, most eco- 
nomically with Westinghouse Dry-Type Trans- 
formers. Available with or without circuit 
breakers built in. 

Get a more complete story from your local 
Westinghouse representative. Or write to 
Westinghouse Electric Corporation, P. O. Box 


868, Pittsburgh, Pennsylvania. J-70641 


. DRY-TYPE 
TRANSFORMERS 





SEVEN PILLARS 
OF FREEDOM, PROGRESS AND 


TRUE SOCIAL JUSTICE 


AMERICA is more than a land. It is 
a material and spiritual DRIVE to 
achieve, in concrete form, the best 
dreams of the best men and women of 
all time. Every FREE and INDEPEND- 
ENT American enterprise contributes 
toward this achievement. 


Southern Electrical Corporation is glad that it is 
FREE to make the best ACSR Conductors, Gal- 
vanized Steel Strand, Copper Wires and Cables, 
and ACSR. Accessories available for power 
transmission; and INDEPENDENT of the need to 
rely on anything except the QUALITY of our 
PRODUCTS and SERVICE. 


Our QUALITY is unsurpassed and our SERVICE unequalled. 


Write, wire or telephone your needs to 


SOUTHERN QUALITY 
MEETS EVERY TEST 
Phone 7-3325 


< A OS TTS 


: gee SOUTHERN SERVICE 
aot = EXCELS THE REST 


P.O. Box 989 


1M THE HEART OF ciate sOuTH 


Coithewn Lhectuital Comoutton 


CHATTANOOGA, TENNESSEE 
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LARGER SURFACES 


for the WRENCHES —a good-sized 


HEX Top and Bottom 


Connectors, Terminals, Grounding Clamps, and 


The men who use connectors appreciate the 
better design of the Penn-Union - - especially 
when they have to make a splice in close 
quarters, or any unhandy location. 

Better Design is a feature of the entire Penn- 
Union line, which includes Tees and Taps, Straight 


many more fittings . . . every one thoroughly 
dependable, mechanically and electrically. Pre- 
ferred by leading users, who have found that 
‘‘Penn-Union™ on a fitting is their best 

guarantee of unfailing service. 


SOLD BY LEADING WHOLESALERS. WAREHOUSE STOCKS CARRIED BY— 


BEN K. PATTON 
Gulf Sales Agency 
3022 Metairie Road 
New Orleans, La. 


WILLIAM ROBINSON 


Gulf Sales Agency 
524 East 14th St 


Little Rock, Arkansas 


L. MORRIS LANDERS 
624 Spring St.. N.W 
Atlanta, Ga. 


WALTER J. HUEMMER 
Dallas Transfer & 
Term. Warehouse Bidg 
Dallas, Texas 


BECKER DRANE 
Gulf Sales Agency 
731 Wingfield St 
Jackson, Miss. 


PENN-UNION ELECTRIC CORPORATION, Erie, Pa. 


| PENN-UNION 
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IF IT’S PARANITE 
IT’S, RIGHT Wie “ad (tL 


PARAFLEX Non-Metallic Sheathed 


Cable lays flat. Won’t squirm or twist. 
Clean to handle. Plainly marked. 


PARASYN Type TW Thermoplas- 


tic Wire stands exposure too severe for 
rubber insulated wires. Smaller diameter. 








PARA-USE Type “RR” Cable pro- 
vides permanent underground installa- 
tion from power line to meter, and for 
connecting several buildings. Meets re- 

* quirements of CAA Specifications L-824 
as Type A (on all applicable sizes). 


HYDRO-THERM building Wire Van pan 0 esrecrrncccccectteceeeeceeieee 


combines in a single wire the heat-resis- 
tant qualities of Type RH and the mois- Gi HYORO-THERM 
ture resistant qualities of Type RW. 


URC Weatherproof Wire and Cable 

can be relied upon to meet severe cli- yy vas Me <P aa 
matic conditions. Both actual line and : si 

Weather-Ometer tests prove unusual 

ageing characteristics. 


SERVICE ENTRANCE CABLE, 
Type SE Style U unarmoured and Type 
SE Style A armoured. There is also a 
Paranite Service Drop Cable, two con-: 
ductor, Type SD. 





sue PARANITE WIRE AND CABLE... 


THROUGH AND CABLES 


WHOLESALERS Division of ESSEX WIRE CORPORATION SINCE 1890 
FORT WAYNE 6, INDIANA 


EXPORT SALES OFFICE —LIONEL-ESSEX INTERNATIONAL CORPORATION, 15 E. 26th ST., NEW YORK 10, N.Y. 


ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 
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Fort Worth National Bank 


selects 


A 


@ The new Fort Worth National Bank Building, 

which provides the largest office space of any single building 
in the city, is lighted throughout with Leader's OFFICER 
fixtures. According to Mr. John Stanley, building manager, 
the reasons for selecting the OFFICER are that the 


“fixtures proved to be lower in maintenance—offered a 


itt i 
eat 


higher light output—and made a more attractive 


} 8) 2 Se ae ae eee 
btw Ww Sasa ee eee eae 


i} SP 0 aa ee 


it HEP Pe ae eee 


43 


appearance and styling .. .” 


i 


\ 


Thank you, Mr. Stanley! The ever-growing 


ae 
. 


Ram Barer 


popularity of the OFFICER in all parts 


of the country shows that these units 


ua 


meet a widespread need for 
truly fine fixtures that are outstanding in 
efficiency, economical operation, and 


beautiful in appearance. 


New Fort Worth National Bank Building 
Architect, Preston M. Geren. Electrical con- 
tractors, Wills Electric Co. The 2800 Leader 
OFFICER units used in the building were 
furnished by General Industrial Supply Corp 
At left: a typical lighting installation in one 
of the offices. 


Leader’s OFFICER 


The OFFICER is available for 2, 3 or 4 tubes, 
either regular 40-watt or Slimline in 48", 72” or 96” length. 
Translucent plastic side panel and injyection-moulded 
one-piece plastic louver® with choice of 45° or 31° angle. 

Write fer new cataleg show- Plastic will not warp or discolor OFFICER units 
7 . . may be used singly or mounted in continuous rows, 
ing the complete line of fine 2 + 
direct to ceiling or suspended 


*Made under patent No. 2566817 


Yj; : / Yt, Sold and installed by the better electrical wholesalers and contractors 


Leader fixtures! 








LEADER ELECTRIC COMPANY, 3500 North Kedzie Avenue + Chicago 168, Illinois 
Leader Electric—Western: 800 One Hundredth Avenve, Oakland 3, California 
Campbeli-Leader, Lid ; Brantford, Onterio, Coneda 





Fight decades ago 70% of all gainful workers 
in the U.S. A. toiled in agriculture. Today farms 
and factories, put together, account for less 
than 40%. 

Where do the rest serve? Chiefly in distribu- 
tion, which includes the physical movement of 
products to buyers, and all forms of selling, 
advertising and sales promotion at the manu- 
facturing, wholesale and retail levels, as well as 
the widely varied services related to the main- 
tenance and use of American products. 

With over 60% of our total labor force fall- 
ing outside of farm and factory employment, 
obviously salesmen on the front line of selling 
contribute greatly to the productivity, prosperity 
and the world’s highest standard of living en- 
joyed by the U. S. A. 

Without sales a business fails and jobs vanish. 
No matter how good a product may be, it must 
be sold in competition with other goods. A 
salesman sometimes finds his products not truly 
competitive. He then exercises tremendous pres- 
sures on his employer for better products, lower 
prices, or both. Thus, competitive selling greatly 
influences the progress of American prosperity. 

Countries where selling is inefficient, re- 
stricted or eliminated generate far less wealth, 
happiness and security. 

Competition, especially competitive selling, 
is a great American Freedom. Let us preserve it 
to assure Progress For All Our People. 


This report on PROGRESS-FOR-PEOPLE is published by this 
magazine in cooperation with National Business Publica- 
tions, Inc., as a public service. This material, including 
illustration, may be used, with or without credit, in plant 
city advertisements, employee publications, house organs, 
speeches, or in any other manner. 





THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLE 
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Safety Set Screw 
Clamp and Wrench 


Numeral 
designates 
length of Rod 


if They’re 
HUBBARD-COPPERWELD 


You Know the Answer Cross section of %-inck 


Hubbard-Copperweld Ground 
Rod showing approximate pro- 
The time-tested dependability and economy portion of copper and steel 
of Hubbard-Copperweld products have been 
proven in service for 36 years. The permanent 
Molten-Weld completely eliminates the possi- 
bility of harmful electro-galvanic action within the 
rod. There are no microscopic cracks, fissures, 
or pin holes in the thick copper exterior to admit 
moisture and give destructive rust a foothold. Square Head Bolt Clamp 





For permanent grounding protection at lowest 
annual cost, insist upon Hubbard-Copperweld 
Ground Rods, with the rust resistance and con- 
ductance of copper plus the strength and easy- 
driving qualities of alloy steel. 


Hubberd-Copperweld Ground Rods, 
R.E.A. item ‘“TD-ai,"” and Ground Rod 
Clamps, R.E. A. item ““TD-aj,"” are manu- 


factured in all R.E. A. standard sizes. Conical Swaged Point, 


no steel exposed 
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ACCESSORIES 


Alcoa offers a complete line of 
job-proven accessories for alumi- 
num cable and ACSR. 


ALUMINUM COMPANY OF AMERICA 
2104-) Gulf Bldg. + Pittsburgh 19, Pa. 


-and Alcoa Leadershi 


Conductor for the highest voltage transmission line in 
America has been manufactured by Alcoa. Nearly two 
million pounds of 1.6-inch diameter expanded ACSR 
have been delivered and erected in West Virginia. This 
line will operate at 315,000 to 330,000 volts. 

Expanded ACSR is designed to provide economically 
the large diameters required for conductors at supy:r- 
voltages. The customary relationship between strength 
and loaded weight of conductor is maintained. The 
increased diameter of Alcoa expanded ACSR is thriftily 
obtained by introducing strands of processed paper 
twine in the intermediate layers of the cable. 

Alcoa's introduction of expanded ACSR comes after 
twenty years of development and testing. It is the 
product of the same painstaking research, engineering, 
and manufacturing standards which have made Alcoa 
first in aluminum conductor. It is the latest of many 
developments that have established Alcoa’s leadership 
in wire and cable, aluminum and ACSR. 

Alcoa leads in quality, too, for Alcoa ACSR comes in 
but one grade—the best. The uniformly correct strand- 
ing, the high-quality galvanized steel core are evidence 
of this quality. 





he AU AG I OO 


ae 


Look to Alcoa for leadership .. . first with the 
best in aluminum. 


i asa ne eee ee oes ee oe oe ee 


SEE IT NOW” with Edward R. Murrow— 
CBS-TV every Sunday... brings the world 
to your armchair. Consult your newspaper 
for local time and channel. 


FIRST IN 
ALUMINUM é ry € 
FIRST IN 
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ELECTRICAL SOUTHS ANNUAL 
S.E.W.A. INDUSTRY DAY ISSUE! 


December's the month to schedule that extra space in ELECTRICAL 
SOUTH— because that’s the big “Industry Day Issue”! In this issue 
ELECTRICAL SOUTH will set the stage for the important Industry 
Day Meeting of the Southeastern Electrical Wheiesalers Association. 
The added reader interest in this issue will mean a bigger and better 
audience for your advertisements! 


ELECTRICAL SOUTH will provide background for the Industry 
Day meeting with its outstanding features and articles by leaders 
in the electrical industry of the South .. . so here is your opportunity 
to reach deep into the fast-growing Southern electrical market. Let 
the S.E.W.A. Industry Day Issue carry your advertising far and wide 
among wholesalers, distributors. dealers, contractors, contractor- 
dealers, utilities, and REA Co-ops, throughout the South! 





THE S.E.W.A. 


The Southeastern Electrical Whole- 
salers Association is an organization 
composed of the principal electrical 
wholesale distributing firms im the 
Southeast. It was organized three 
years ago to help bring the industry 
together and to be of general benefit 
to it. With its membership limited 
to the Southeastern States, the Asso- 
ciation is able to devote special at- 
tention to the problems of the re- 
gion. The letter at the left gives some 
idea as to the part ELECTRICAL 
SOUTH has played in cooperation 
with it. 





Don't fail to take full advantage of ELECTRICAL SOUTH’S widely read Industry Day Issue . . . 


schedule extra space to give you dominant coverage of the strategic electrical market “down South”. 


ELECTRICAL SOUTH 


806 PEACHTREE ST.. ATLANTA, GA. 
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From Service Entrance to Machine 


oc U'S 


AND FOR GOOD REASON. For more than 60 years 
@® has been producing quality products that are serving the 
needs of industry all along the production line — from service 
entrance to machine — electrical products that have been prov- 


en and time-tested to give maximum safety and performance, 


If power and light distribution is a problem in your busi- 
ness . . . if you want products that are modern in design, 
rugged in construction, easy to install, economical to operate, 
and give long-lasting, trouble free service, then do as scores 
of others have done — install @ a// the way. 


For complete information about all @ products, contact 
your nearest @@ representative, listed in Sweet's, or write 


to Headquarters. 


Srank edam Electric Co. ( 


P.O. BOX 357 ST. LOUIS 3, MISSOURI na ie Yeor 


en ee ee 
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A typical @ Installation is shown in the photo above 
(top left). Features include @ High Efficiency busduct 
to bring power into the plant from service entrance, a 
@ dead front Switchboard, and @ Power Plugin to 
carry power to machines 


GAPE R 


Our 61st 








AIR COOLING Cuts Cleaning Costs 
~~ Lamp Life... 


APPLETON 

















INDUSTRIAL 





Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1754 Wellington Avenue ¢ Chicago 13, Illinois 


Seles Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. © CLEVELAND, 1836 
Euclid Ave. © SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bldg. © LOS ANGELES, 
100 N. Santa Fe Ave. * ATLANTA, 724 Boulevard,N. E. * BIRMINGHAM, 809 Brown-Marx Bidg. 
MINNEAPOLIS, 305 Fifth Street, S. © PITTSBURGH, 412 Bessemer Bidg. * BALTIMORE, 100 E. 
Pleasont St. © BOSTON, 10 High St. © DENVER, 1921 Bloke Street * PHILADELPHIA,.231 South 20th 
CINCINNATI, 608 American Bidg. * HOUSTON, 717 M. & M. Bidg. © HAVANA, Cuba, Malecon No. 9 
BINGHAMTON © DALLAS «© INDIANAPOLIS ¢ KANSAS CITY * ORLANDO «© MILWAUKEE 
NEW ORLEANS © SEATTLE © PORTLAND, ORE. 


Export R ives: In | Standard Electric Corp., 67 Broad St. New York 4, N. Y. 
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LIGHTING 


Now APPLETON Industrial Lighting for high bay 
interiors is available with a new cooling feature 
that cuts deeply into your lighting costs. 

Air vents in the necks of these durable fixtures 
permit air to circulate freely through the full 
depth of the reflector and along the neck of the 
lamp. Dirt and dust keep on moving upward 
through the vents. Deposits on reflecting surfaces 
and lamps are minimized. Operating tempera- 
tures are held at lower levels. Result: Greater 
lighting efficiency, longer lamp life and lower 
cleaning costs. 

APPLETON Vented Industrial Lighting Fixtures 
are available with either porcelain enamel or 
Alzac Aluminum finish, single or twin mounting, 
and for use with either mercury vapor or incan- 
descent lamps. 

For lighting fixtures that meet every industrial 
requirement—including hazardous locations—spe- 
cify APPLETON, The Standard For Better Lighting. 


APPLETON 
ELECTRIC 
PRODUCTS 
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long lived 


From this 34.5 KV substation, Keystone-Hazo- 
prene 5 KV Cables serve as underground pri- 
maries carrying the 2400 volt, 3 phase cur- 
rent to the main switchboard in the boilerhouse. 


Keystone-Hazaprene 600 volt control cables 
operate from the switchboard in this boiler- 
house, underground to the 4 substations that 
supply current to the equip t factur- 
ing famous Yale and Towne lift trucks and 
mochine tools. 
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n excellent example of modern 
design and construction, the new Yale and 
Towne Plant it: Philadelphia is typical of 
current industrial building...here you'll 
find Keystone-Hazaprene Cables. Like new 
plants, cables are an investment, and Key- 
stone-Hazaprene pays off with the premium 
performance and long, maintenance - free 
service that means long term economy. 

For high voltage circuits, Hazard’s Key- 
stone Insulation effectively combines in one 
oil-base compound remarkable resistance to 
ozone, heat, and moisture. Protected with 
a Hazaprene sheath—a tough Hazard- 
developed neoprene compound that resists 
abrasion, oil, moisture and chemicals—Key- 
stone-Hazaprene Cable assures the long, 
reliable service that reduces operating costs. 

In planning new plants or circuit expan- 
sion, you'll find Hazard’s engineering staff 
helpful in selecting proper wires and 
cables. Over 50 years of manufacturing and 
service experience provides a solid back- 
ground of research-tested, field-proven data 
covering every type of installation. This 
assistance is available without obligation. 
Hazard Insulated Wire Works, Division of 
The Okonite Company, Wilkes-Barre, Pa. 





Increase 
Efficiency 
Reduce 
Maintenance |). Xe AARON Wy 
pole line equipment 





NEW KEARNEY RUST CUTTER 


To eliminate time wasted in loosening ferrous nuts, bolts 
and other hardware because of corrosion, simply spray 
Rust Cutter from its self-contained, pressurized can. 
Chemical is automatically atomized. Fine mist reaches 
every rust particle on threads, etc. Action is complete in a 
few seconds. A film of long lasting graphite remains 

thus helping prevent future galling. 


TRANSFORMER GROUNDING LUG 
Fits All Transformers Equipped with Threaded Grounding Pod 


To provide a low-resistance ground connection, Kearney 
recommends this bronze transformer grounding lug. 
Ground wires are securely fastened quickly, easily. 
Accommodates ground wires from No. 6 solid 

through No. 1 stranded copper. 


Serve Guy Wire Strand Ends Permanently 
with the KEARNEY FINGER GRIP GUY CLIP 


To use this clip no special tools are required and it is 
impossible to position incorrectly. These clips are easily 
inserted between the strands, and tabs are bent around the 
wires. Clip is made of aluminum and will outlast the strand 
itself. Faster and neater than using waste strand. 


JAMES R. 


JAMES R. KEARNEY CORPORATION KEARNEY 
4224-42 Clayton Avenue, St. Lovis 10, Mo. ¢ Canadian Piant— Guelph, Ontario 


Stiouis mo 
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to help your linemen do 2 BO iy OO 


Seal Out Oxidation and 
Corrosion on Any Connection 
with KEARNEY AIRSEAL 


Kearney Airseal is a pliable high. dielectric 
compound which is chemically inert. It is 
the most nearly perfect material on the 


or peg, AIRSEAL 


Airseal is applied by kneading it over the 
terminal or connector to be protected, forming 
a protective coating impervious to moisture and 


contaminated atmospheres. For any 
connection protection problem— 
investigate Kearney Airseal. 


Zliminate Radio Interference— 
Use KEARNEY NON-STATIC GROUND WIRE CLIP 


Ordinary staples are entirely inefficient in securing ground wires 
because the contact pressure is dependent upon their hold in 
the wood and loosening causes air gaps to develop between 
staple and ground wire. These air gaps cause radio interference. 
Illustration at right quickly shows you how the Kearney 
NON-STATIC Clip completely eliminates the air gap and 
resultant interference because the pressure between the clip 
and wire is entirely independent of the clip’s grip in the wood. 





wire and starts to 
protrude through 
slot in body. 


j KEARNEY Gives a Little More for a Little Less a 
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Electric has been particularly successful in 
the promotion of automatic garage door actuator sales. 


This combination type light, fan, and heater display 
has simplified demonstration. Sales have been good. 


Selling by showing 


Residential contracts four times larger than basic 


wiring costs are sold through simple demonstrations 


® SHOWING the new home owne) 
how he can benefit from automatic 
electric equipment and other mod- 
ern conveniences when placing his 
wiring contract has increased th: 
returns from each wiring job more 
than 25 per cent for Marion S. 
Evett, owner of the Clayshire 
Electric & Supply Co., 1009 Brent- 
wood Blvd., Richmond Heights, Mo 

His method of timing the selling 
has made important increases in 
his sales volume on automatic elec- 
tric garage door operators, ceiling 
heaters, electric heating panels, 
lighting fixtures, and outdoor post 
lanterns. 

Clayshire Electric is seven years 
old and was established by Evett 
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who named it after a nearby sub- 
division in which they had a large 
number of wiring contracts. While 
they do a lot of residential work, 
they try to avoid specialization. 
Their crews are competent for al- 
most any electrical job—industrial, 
commercial or residential. 

One of the ways new prospects 
are handled is to furnish two bids. 
If the request is from a customer 
or a contractor for a competitive 
bid on a basic wiring job—this is 
done but Evett looks over the 
house, tries to contact the owner 
and submits another bid at the 
same time. This alternate bid in- 
cludes lighting fixtures, automatic 
yvarage door, ground lighting, o1 


anything that the home should 
have in addition to the basic wir- 
ing. Many times the customer 
would be better off with remote con- 
trol low voltage wiring, and Evett 
gives him a bid on that. 

The ideal situation is to get the 
customer to come into the store, 
and Evett likes to deal with the 
customer who is just starting to 
build better than with a contractor 
who is building several houses to 
sell. Naturally he sells both types 
of customers but, as he explained 
it, the contractor is anxious to keep 
the total down, while the individual 
home builder is open to new ideas. 
The home owner contract which is 
completed at the beginning of the 
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building usually produces a total 
business volume 25 to 35 per cent 
more than the basic contract bid. 
Customers come from many dif- 
ferent sources and are often lo- 
cated far from what might be con- 
sidered the regular territory of 
the firm. Some prospects are sent 
in by contractors who had rather 
have the owner handle the electric 
contract than to sub-contract it. 
Others are sent in as a result of 
inquiries to the Adequate Wiring 
Bureau and Clayshire promotes 
adequate wiring at all times. 


Store demonstrations 


Once in contact with the pros- 
pect, Evett brings the customer 
into his store and shows him the 
things he ought to include in his 
wiring contract. He has an over- 
head garage door hooked up with 
automatic control on the ceiling. 
He only sells the controls. The cus- 
tomer can buy the door anywhere 
he wants to. When the customer 
operates the door in the store it 
comes down off the ceiling and 
eloses one of the display windows. 

This unit is priced not installed 
at $249.95. Ordinary installation 
time brings the sale value up to 
$296. The customer can press the 
button that would be on the dash 
of his car and see exactly how the 
door operates. Evett said this 
demonstration was much more 
effective than any number of 
explanations. 

The customer learns that it af- 
fords him protection from weather 
since he can drive into his garage 
without getting out of his car. He 
can remain secure in his car while 
the door operates and turns on the 
lights and he is thus protected 
against assault or robbery. He can 
see for himself that he is protected 
against sprained back, smashed 
fingers, falls on slick pavement, or 
barked shins. 

He is shown how much more 
easy it is to keep the door locked 
against intruders with a convenient 
push button inside. Most garage 

when they 
should be locked because it’s too 
much trouble to close them, Evett 
said. 

Low voltage remote control wir- 
ing, heating panels, lighting fix- 
tures, kitchen equipment—all are 


doors are left open 
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brought to the attention of the cus- 
tomer at the time he is planning 
his basic wiring. This timing is 
important, Evett said, and the 
average customer may be inclined 
to put off a lot of purchases until 
a later date until he is shown that 
it will cost more later. When prop- 
erly approached with simple and 
straight forward suggestions, many 
customers walk out with an en 
tirely different kind of wiring con 
tract than the one they contem- 
plated when they came in, Evett 
said. 

“One customer came to us bent 
on having a simple low cost wiriny 
job in a home that should have 
Evett said. “I told 
him that he could have what he 
wanted but I just wanted to show 
him some possibilities. I showed 
him some of the conveniences i: 
switching with remote control low 


everything,” 


When we finished 
he had bought remote control, a 


voltage wiring. 


yard lighting system, and auto 
matic garage door equipment—a 
job probably four times bigge) 


than the one he had in mind, and 


he was better satisfied with the 
bigger contract than he would have 
been with the smaller one and 
he’s still our customer.” 

Some prospects come in as a re 
sult of 
at home shows 


attending demonstrations 
Clayshire usually 
booth and 


maintains a provides 


demonstrations of equipment at 
most of the home shows held in 
the area 

The trouble with a lot of new 
home owners, according to Evett, 
is that they have not given the 
electrical wiring aspects of their 
new home much study. The furni- 
ture, the paint, the floors, and the 
drapes get all the attention 

It is a comparatively easy mat 
ter, Evett pointed out, to show new 
home owners how they can save 
money or get more for their money 
by planning 


extra conveniences 


early, so they can be completed 
with the basic wiring or fitted into 
the building of the house at the 
most economical 
struction 


period of con- 


Evett sells a lot of outdoor wir- 


Please turn to page 70 


+i+z-—o© vAct 


When Marion S. Evett. owner of Clayshire Electric, demonstrates the overhead 
automatic garage door inside, it closes the left display window. Only the oper- 
ating unit is sold—the customer can get any type door he likes. 
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They prove that safety pays 


by Bob Bray 


@ “SAFETY pays’’—officials of many 
electrical construction firms have 
learned the truth of the old slogan, 
but few have proven it as conclu- 
sively as the Southwest Electric 
Company, of Amarillo, Texas. 

This organization recently passed 
the enviable mark of 360,000 man 
hours of work, more than 85 per 
cent of which dealt with installa- 
tion of high voltage equipment, 
without a single serious injury. 

L. P. Wolfe, secretary-treasurer 
of the firm, says that the record 
for safety built up over a period 
of approximately five and one-half 
years, is without doubt one of the 
best in the United States. “It 
didn’t just happen,” Mr. Wolfe 
said. “We think and work in terms 
of safety at all times.” 

The firm has instituted a com- 
plete program of safety at all times, 
a program that is being almost con 
stantly improved or refitted to meet 
demands of the particular job in- 
volved. 

First step of the program is to 
inform each new employe on each 
job about the company’s strict pol 
icy of carefully following all prac 
tical safety measures. “We would 
much rather take the long safe 
route on any job than the short 
dangerous way, even though w 
may lose money by being more cau 
tious,” Wolfe said 

“Qur employes are asked to con 
sider safety before anything else 
and then our foremen do their best 
to see that all safety instructions 
are carried out to the letter,” he 
added. 

During different phases of instal 
lation work, meetings of the entire 
crew are called so that foremen car 
expressly warn the workers of 
specific dangers that exist in ths 
work immediately ahead. 

“This, I believe, is an important 
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(Top) H. J. Hamilton, right, president of the Southwest Electric Co., of Ama- 

rillo, receives a safety plaque from O. K. Groppe, safety engineer of the Em- 

ployers Mutual Liability Insurance Company of Wisconsin. (Bottom) L. P. 

Wolfe, right, secretary-treasurer for Southwest Electric, discusses importance of 

the firm’s accident prevention program with C. L. 
the firm. 


Surface, a vice-president of 


in the success of our accident do any job required—and they spot 


Wolfe 
“Our foremen all are control spe fore we get to them 


prevention program,” said. he accident hazards on a job be- 


cialists—can take their tools and The firm contracts work through 
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(Top) Roy L. Peters, right, and H. V. Noblitt. two officials of the firm. look over 
one of their jobs recently completed at Belton, Texas, The new Poage plant was 


completely outfitted without an accident. 


Mr. Peters, vice-president and chief 


of field operations, is one of the leaders in the firm's safety program. The photo 

shows the 2,000-ampere Trumbull busduct from substation into plant building. 

(Bottom) A Southwest Electric Company crew makes a final check on their job 

of installing a General Electric turbine at the West Texas Utilities Company's 

Lake Pauline plant near Quanah, Texas. This job. too. was done without an 
accident, 


out the entire central part of the 
United States from the Canadian 
border to the Gulf Coast. It aver- 
ages about $350,000 worth of con 
struction annually and last year hit 
a new high of more than half a 
million dollars worth of work. The 
number of workers it employs 
ranges from 30 to 100, yet each 
superintendent makes it a point to 
try and know his men personally. 


“This point of trying to know 


each man personally,” says Wolfe 


“is also another major step in the 
When we 


hazardous 


firm’s safety program 
get to a_ particularly 
phase of installation, we only let 
our proven hands work on that 
part of the job. Our foremen pretty 
well know which of our men are 
best qualified to handle a danger- 


ous iob.”’ 
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The firm has regular monthly 
safety meetings of all employes to 
keep safety before them at all 
times. “At these meetings we not 
only discuss general safety prac 
tices, but also go into all the mis- 
takes or near accidents we've had 
in recent weeks. We ask the men 
for suggestions they have that 
might help to make the job more 
safe,” he said. 

What is probably even more im- 
portant, the firm shows that it does 
more, and expects the employes to 
do more, than “just talk safety 
Wolfe points out that the company 
demands that workers actually 
practice safety or else find another 
1b. 

“We have been forced to fire sev- 
eral men in the past few years who 
have persisted in being careless on 
Wolfe declared. He said 
that they work on the theory that 


the ob,” 


the safety program is only as good 


r 


the proverbial weakest link in 
chain. If any link appears too 
weak it must be eliminated 
“We figure that when we dis 
al employe who won't co- 
with the safety program, 


operate 


ve are simply taking protective 

steps for all the rest of the men on 

t he ob,” Wolfe said “After all, 

the odds are heavy that the map 

areless is not the one who 

1urt. It will almost always 

ther workers. There 

are doing most 

of our workers a favor when we 

absolutely refuse to tolerate care 

lessness. Practically all our men 

have been glad to co-operate with 

the safety program, but a few have 
refused,” he said 

Another 

foremen to know the men pet 

ally, Wolfe explained, is that 


an usually tell when a man 


important reason for 


ip to par in efficiency. ““May- 
be something is troubling one of 
the workers and causing him to be 
preoccupied. The foremen try to 
spot such things and even urge 
the workers to tell them when they 
mental 
working condition If a worker 


aren't in top physical or 
seems to be all thumbs, the fore- 
man will put him on a job where 
he will not be in danger or put his 
fellow workers in danger,” Wolfe 
explained. 

(Please turn to page 72) 








This weatherproof busduct ser- 
vice boosted capacity of the 
Metal Products Corporation, 
Miami, to 2500 amperes. The 
manufacturer incorporated the 
current transformers for meter- 
ing as an integral part of the 
busduct service, saving valuable 
wall space needed inside for ad- 
ditional main switch serving new 
feeder. 


by Hal M. Newsome 


Busduct is the 


answer 


Installation time had to be short, space was at a premium, 


and flexibility of equipment arrangement was a must on this job 


@ ONE OF THE LARGEST capacity 
weatherproof busduct wiring jobs 
in the South was completed recent- 
ly by R. L. O'Donovan, Inc., elec- 
trical engineers and contractors, of 
Miami, Fla., for the Metal Products 
Corporation, in Miami. 

The installation, which was made 
to permit a large increase in the 
number of electrically-powered ma- 
chines by this important South 
Florida metal-specialty manufac- 
turer, doubled the capacity of their 
wiring system, bringing it up to 
2,500 amperes. 

The rush job was done in two 
overtime days, 28 hours in all, on 
a weekend, without interrupting 
plant operation, and overcame se- 
vere space limitations as well. The 
material was prefabricated, to 
measure, by the Frank Adam Elec- 
tric Co., of St. Louis, and the 
speedy and successful completion 


36 


of the installation was 
plished by close and continuous 
co-operation among contracting en- 
gineer R. L. O'Donovan, field rep- 
resentative of the electrical manu- 
facturing company, Phil Webb, 
and the contractor’s foreman on 
the job, Jesse Conn. 


accom- 


The sound design, and the accu- 
rate and co-ordinated specifications 
and manufacture, enabled the con- 
tractor to match up all sections of 
the equipment perfectly in the 
limited space and time. In addition 
to these obstacles, O’Donovan’s se- 
cured the contract against competi- 
tive bids, where price, as well as 
speed, was an essential factor; and 
the engineer believes that the use 
of busduct was the key angle that 
enabled him to put in the winning 
bid and also do the job so satisfac- 
torily, and so quickly for the price. 

He had to 


survey the whole 


problem of future service needs, 
both for existing and projected 
machinery units, and design a com- 
pletely new and larger electrical 
service to be put in practically 
overnight in the existing space. 
Naturally, this called for a lot of 
preliminary work and planning, 
besides supplying the electrical 
manufacturer with complete data. 
All other materials had to be as- 
sembled and the contractor’s fore- 
man and crew had to be carefully 
briefed 

Mr. O’Donovan made both the 
original design and the estimate 
for the bid, the latter by his own 
system. He says it’s a great help 
and a time saver on a complicated 
contract of this size for one man 
Not only did 
the job go in within the scheduled 


or team to do both. 


time, all sections and parts fitting 
perfectly, but the job cost matched 
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The new basduct feeder serves a plug-in type busduct 
in the machine shop where additional feeder capacity 
was needed urgently. Note method of serving machines. 


the estimate; a very happy circum 
stance, says the engineer. 

The Metal Products people were 
greatly pleased with the job; said 
they could go to work the very next 
day as though nothing had been 
changed, except that they were 
able immediately to hook up extra 
and badly needed machines for use 
on their rushed government con- 
tract. They were also gratified that 
the busduct, besides keeping costs 
and installation time down, inci 
dentally modernized and improved 
the efficiency of their whole wiring 
system, making it more durable, 
rigid, cheaper to maintain, and less 
subject to heating and voltage 
drops than the conduit system pre 
viously used. 

The customer finds that it pro- 
vides adequate wiring with a 25 
per cent reserve capacity above all 
present needs, including the new 
machines just connected. It is more 
flexible for use with portable ma- 
chines and changed locations, and 
cuts down outages due to feeder 
failures. Plug-in ducts, in fact, 
provide 100 per cent flexibility for 
change of machine location, as all 
switches can easily be removed and 


reinstalled in any of the othe 
plug-in outlets, which are spaced 
on 12-inch centers throughout the 
machine area. 

The installation called for 7-inch 
by 14-inch busduct feeder to run 
to and through the North wing of 
the existing building, and to change 
to plug-in type in the machine 
shop. Outside, in co-operation with 
the local power company, the con- 
paralleled three 50-kva 
transformers with the present 
bank. He removed all the old cable 


tractor 


and conduit service equipment, and 
installed a new weatherproof en- 
trance head, current transforme} 
cabinets and 2,500-ampere weather- 
proof busduct feeder; also pro- 


vided two “stub ins,” one to the 
existing 1200-ampere service switch 
and another to a new 1200-ampere 
switch, which acts as a disconnect 
for the busduct feeder 

From the plug-in duct in the 
machine room, motor connections 
were made to 16 motors ranging in 
size from 10 to 40 horsepower 
Each motor drop was protected by 
a plug-in type switch inserted di- 
rectly into the duct 

Mr. O'Donovan had the inside 
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track on the contract because he 
had been servicing the electrical 
equipment for the customer for 
several years, and they knew that 
he was fully qualified. But he be- 
lieves that what really sold the job 
was his plan to use the busduct 
type of installation with its cost 
and space advantages. The bids 
confirmed this opinion, and the en 
gineer feels that a conduit job 
would have cost two or three times 
as much and taken longer to in- 
stall. The rush nature of the work, 
he says, would also have increased 
the costs of a conduit job far more 
than it did with the busduct plan 

One unusual feature of the work 
was the fact that the current 
transformer cabinet was built 
right into the weatherproof out- 
side assembly, partly to save space, 
but also for a durable, good look 
ing, one-piece installation. The 
whole weatherproof service duct, 
with space for metering equipment, 
was especially designed for the job 
and made to exact specifications 
The entire outside job was special, 
in fact, while the inside installa 
tion was more or less orthodox. 

However, even the connections 
into the service switch and out of 
it into the plug-in duct, like the 
whole overhead job, were made 
with bus linkage. 

The drops to the motors were 
put into 1-inch and 2-inch conduits, 
varying from 60- 
to 400-ampere 


and switches 
ampere capacity 
were attached to the plug-in dyct 


to accommodate the motors. 


Capacity doubled 


One of the 
double the capacity of the wiring 


problems was to 


system in the same, limited wall 
switching 
normally 
taken by the current transformer 


space available for 


equipment. The space 
box and meter, which in this case 
was moved outside and integrated 
with the outside assembly, was 
sufficient for the extra switch set- 
up. Thus the engineer was able 
to show the customer that he could 
raise the current capacity without 
any remodeling or shutting off the 
needed light from a pair of win- 
dows that bracketed the installa- 
tion. This also was a help in get 
ting the contract. 

The time limitations, of two 
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Metering equipment moved outside and incorporated into the busduct service 


left suffi it space for new main switch 


d busduct feeder to service new 


motor load. The important factor in this installation was to get it installed with 
a minimum of outage time. Busduct was chosen because it could be fabricated 
to exactly fit available space, and required much less time to assemble into place 


than would have been the case with conduit 


R. L. O'Donovan, left, contracting engineer, and P. J. 
resentative for Frank Adam Electric Co.. St. 


for a service and feeder of this size. 


(Phil) Webb, field rep- 
Louis, Mo., look over the plans for 


this job. Advance planning and careful attention to details made it possible to 


complete the installation in two days. The 
Saturday and 


days for the work, called for care- r 
ful pre-planning, and I 
exhaustive rehearsal of the opera I 


designing, 


tion. The contractor se shon I 


ired 
drawings from the electrical manu- r 
facturer, detailing sizes of all in- 

dividual with and ! 


pieces, SiZes 
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customer was closed down only on a 
Sunday. 


xact holes in the 


locations of bolt 
The 


inserts 


1ousings. various 


hangers, 


olts, and were all 


assem- 
sled in advance, and even the holes 


ut in the outside building walls. 


The plant was shut down Friday 


light, and the crew of seven elec- 


the and 


power 


contractors, 
company, ali 
o'clock on 


for 
the 
moved into action at 7 
Saturday morning. 

All of the individual parts of the 
weatherproof service duct, includ- 
ing the 
inet which the power company had 


tricians 


two for 


current transformer cab- 
shipped to the manufacturer in St. 
for incorporation the 
plan, had been delivered and stored 
These 
bolted on 


Louis into 
sections 
the 
and everything not only fitted to- 


on the job. were 


assembled and wali, 
gether like the fingers in a glove, 
but also matched the cutouts 
fectly 

The 


been designed to fit 


per- 
equipment hac 
the 
side assembly, to present a smooth 


metering 
into out- 
and finished appearance; so every- 
thing went quickly, and the whole 
inside and out, finished 
tested by 9 o'clock Sunday 
floodlights rigged 
from the contractor’s portable gen- 


job, was 
and 
night, under 
erator, which Mr. O’Donovan says 


was the handiest tool used on the 
job. 

Not only did it provide plenty of 
light but 


operated the power drills, hammer, 


wherever needed, also 


and other tools. The contractor pro- 


vided his own scaffolding, and 


there was no special tool problem; 
the usual assortment of modern 
electrician’s tools filled the bill. 

pleased that all 
fitted right to the 


fraction of an inch; for as any bus 


Everyone was 
the assemblies 


duct man knows, there is no 
“stretch” to those copper bars, and 
the measurements have to be right 


Mr. O’Dono- 


the busduct installation 


square on the button 


van 


Says 


will require no maintenance work 


under normal conditions for many, 
manv vears. 

He 
about 10 per cent more as a result 
of its that 
might have run 40 
What 
did hold costs down was not only 


believes the job cost him 


rush nature, but says 


with conduit it 


per cent more than normal. 


the use of the busduct, plus care- 
ful prefabrication, but detailed pre 
planning by all concerned. 
Another benefit of the job that 
black the 
that O’Donovan’s 
having now done several 


doesn’t show in ink on 


books, 


foreman, 


yet, is 


jobs of this character, feels con- 


Please turn to page (0) 
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Report on aluminum electrical conductors 


@ IN A SPECIAL REPORT on the use 
of aluminum electrical conductor, 
the National Electrical Contractors 
Association asserts that at the 
present the use of aluminum in 
electrical wires and cables is eco- 
nomically feasible in only the 
larger sizes. 

Considerable attention has been 
given to the wider use of aluminum 
for electrical conductor due to the 
recent copper shortage. Rivalry 
between the expanding aluminum 
industry, looking for post-defense 
markets for a huge output of the 
light metal, and the copper indus- 
try interest in preserving the 
growing electrical industry demand 
for the red metal, is sharp. 
increased 


In recent weeks the 


flow of foreign copper and_ th 
curtailment of construction due to 
relieve h 


the steel strike has a ne 


copper shortage and } taken 


some of the urgency on the part 
of government material <¢ 1" 
to substitute aluminum 

Choice tween 
now appears 
price. The formula price for cop- 
per as of August 7 is approximate- 
ly 32 cents a po For aluminum 
the price is about 20 cents a pound 
However, «a pound aluminun 
goes alimos twice as 
pound of copper when used in el 
trical conductor. There are some 
special problems involved in using 
aluminum which offset some of this 


apparent economy. 


Problems involved 

Following are some of the prob- 
lems encountered in adapting alu- 
minum to building wiring: 

One, Was that an aluminum con- 
ductor having comparable current 
carrying Capacity to copper must 
be larger. The proper size was ap- 
proximately one conductor size or 
two wire gauges larger. That is, a 
No. 12 aluminum wire was neces- 


sary to conduct electricity as well 


as a No. 14 copper wire, and so on, 
No. 10 for No. 12 copper; 
No. 8 aluminum for No. 10 copper. 


such as: 


That called for larger conduit sizes 
which imposed a problem of basic 
original engineering on any elec- 
trical job 

Second, aluminum wire, being 
larger and more brittle, was diffi 
cult to use and did not handle well 
on wiring devices such as switches 
and terminal points made for the 
smaller, more ductile copper. Then, 
too, aluminum wire of early manu 
facture vias mean to handle. Me- 
chanics complained that it was 


“dirty,” meaning the oxidatior 
stained. 

Third, and perhaps the most seri- 
ous problem was that of the con- 
nection. All equipment, appliances 
and apparatus in use and now being 
made were manufact d th the 
view of being connected coppet 
conductor. And wires and. cabl 
have to be spliced 
Aluminum has certa 
that posed serious 
connection. 

For one thing, alumin 
instantly on contact 
and the thin layer of oxidation is 


insulation sheath. A 


an effective 
means had to be found to overcome 
that. Otherwise, the onnectior 


ld be inefficient; ever 


And another thing, when coppe1 
and aluminum come together in 
the presence of moisture a serious 
electrolytic condition sets in which 


connection and 


could destroy the 
develop a dangerous situation. 

These three problems were ones 
primarily of design and manufac- 
ture—the proper design of the ele 
trical system, sized to accommodate 
the larger sizes of aluminum con- 
ductor, and manufacture to over 
come basic mechanical and electri- 
cal problems. 

These overcome, the application 


of aluminum cable and wire to an 
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electrical design becomes relatively 
simple for the qualified electrical 
contractor and his skilled electrical 
workers. 


Conclusions from the studg 


The National Electrical Contrac- 
tors’ Association lists the following 
ten conclusions in its summary of 
the results of its study of the com 
parative advantages of copper and 
aluminum for building wiring 

1. There are two metals economi 
cally suited to electrical conductor 


They are aluminum and copper 


2. Each of the two metals has 


certain characteristics which, if 
understood and allowed for, make 
them practical and safe 

3. Manufacturers have developed 
products and basic techniques 
which if carefully followed make 
the use of aluminum conductor safe 
and efficient from mechanical and 
electrical standpoints 

1. In the long run the metal to 
be preferred will be that one which 
is the most economically feasible 
for the 


nation of price and adaptability for 


ob which means a combi 


the use intended. 


5. At this 


prices of basic aluminum 


time comparative 
er metals and the limitations 
wiring devices and terminal 
nections now in use and in 


facture indicate that today 


the larger sizes—somewhe 
size range as large as or larger 
than No. 6 wire and cable—is alu 
minum economically feasible. Own 
ers and awarding authorities are 
well advised in considering costs t 

take into account not only the co 

of the material but the installed 
cost. Slight savings in price of alu 
minum conductor in the smaller 
sizes (No. 12 and No. 10 for in 
stance) may be offset much more 
than by costly additional manhours 
This fa 


Please turn to page 70) 


required for installation 
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@ A LONG TERM INVESTMENT that 
pays good dividends is the way 
one District of Columbia contrac- 
tor describes the apprentice train- 





ing program which he is support- 
ing in co-operation with several 
other electrical contractors. 

E. C. Ernst Inc., are electrical 
contractors specializing in indus- 
trial wiring in the metropolitan 
area of Washington, D. C. On their 
local staff of 80, there are always 
at least 12 to 14 apprentices work- 
ing on a diversity of jobs that may 
last from three or four weeks to 
about a year 

A. A. Rickman, vice-president, 
pointed out that the company has 
tried all other sources of labor sup- 
ply, and has found that their con- 
tract with the Apprenticeship and 
Training Committee has worked 
out most favorably in providing 
the company’s present and fu- 
ture needs for reliable, competent, 
skilled labor. 

In stressing his confidence in the 
apprentices, Mr. Rickman said, 
“We are all familiar with the man 
who has responded to an ad for a 


skilled electrician, and then proved 


All apprentices being trained in the 
program of the District of Columbia 
Electrical and Training Committee are 
required to attend classes in electrical 
theory at the Bell Vocational School, 
in Washington, D. C. The lower photos 
show apprentices learning the practical 
phases of electrical work on actual con- 
struction jobs being handled by E. C. 
Ernst Inc. In one instance the appren- 
tice is tying down floor duct; in the 
other he is connecting a panel board. 
An important factor in the success of 
this training program has been the 
fact that the young men are given an 
opportunity to do actual electrical 
jobs; they are not limited to carrying 
conduit, handing up tools, or driving 
trucks, as in some such programs. 
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men for the industry 


to be completely unqualified. Also, 
with the man whose limited ex- 
perience leaves very much to be 
desired in competency. Our ap- 
prentices have proven themselves 
in the initial steps. We are not 
getting drifters. We are getting 
earnest young men who are de- 
voting themselves to a four-year 
training program of classwork and 
on-the-job experience. 

“They are the future labor pool 
who will replace the older skilled 
men later on. Furthermore, from 


close supervision, and direction, 
we are able to notice a man’s spe- 
cial abilities and thus develop him 


into a fine specialist.” 


Good men developed 

Rickman indicated that there is 
a first-rate control man on their 
staff now who had shown early in 
his apprenticeship a special apti- 
tude for control work. In ac- 
cordance with the contract, how- 
ever, this apprentice was shifted 
from one contractor to another in 
order to get diversified electrical 
work, even though his special apti- 
How- 
ever, upon completion of his four- 


tudes had singled him out. 


year course, he was given the op- 
portunity of full-time employment 
with E. C. Ernst, Inc. 

Two of the Ernst foremen are 
graduates of the apprenticeship 
training course. Their supervisors 
noted their progress and ability to 
organize and direct a wiring job, 
as well as their general capabili- 
ties and conscientiousness. 

“IT believe that the job you as- 
sign to the new apprentice is of 
the utmost importance,” Rickman 
stressed. “If a contractor getting 
a new apprentice places him at 
carrying pipes, or driving a truck, 
or some menial job not included in 


by Beatrice Miller 


the study program, it breaks the 
man’s morale, and defeats the pur 
pose of the program.” 

The great volume of electrical 
work available among member con- 
tractors provides the necessary va- 
riety to give every apprentice well- 
experience. At E. C. 
Ernst’s they may place a beginning 


rounded 


apprentice at three weeks of mount- 
ing panels, or three weeks of lay- 
Another 
apprentice may get a couple of 


ing out a feeder system. 


weeks at pulling wires in a con- 
duit, working on motors, meters, 
or floor ducts—depending upon the 
electrical jobs at hand. 

One of their men with marked 
ability studied nights during em- 
ployment with Ernst’s and is today 
employed as an electrical engineer 
On their present staff there are 13 
electricians who have 
from the 


emerged 
apprenticeship course 
There is also an estimator who did 
post-apprenticeship work at night 

“We do not assert that at the 
end of a four-year apprenticeship 
a man is a fully competent and self- 
sufficient electrician,” Ernst point- 
ed out. “Only experience will make 
him that. 3ut he does have the 
basic training in theory and pra 
tice toward that goal.” 

Apprentices are required to take 
night classes four hours weekly in 
applied electricity, experimental 
electricity, electronics, cable splic- 
ing, and code study given by pro 
fessionals in these fields who are 
employed at this work These 
theory, laboratory, and blueprint 
reading classes come to 144 hours 
a year. An examination is given 
every six months which an appren- 
tice must pass in order to qualify 
for his next raise. 

A beginner’s wage is $1.20 per 
hour. Weekly wages average $48. 
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Individual records are kept on each 
appren showing the number of 
hours of work each week on various 
types of work. This condensed view 
of card records shows the classes of 
work. On the other side is space for 
name. ete.. of apprentice. 


With 
successful passing of an examina 


Six-month raises upon the 
tion, an apprentice moves from the 
beginning wage through eight suc 
grades until he reaches 
When he has suc- 


( essive 


$2.25 per hour 


cessfully completed 6,400 hours of 


work over the four-year period, ar 
apprentice qualifies as a journey 
man, at wages of $3 an hour A 
journeyman’s weekly wages come 
to $120. 
During his training, the ap 
prentice is assessed 10¢ an hour or 
(Please turn to page 68 
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Inspectors’ annual conference 


to be held in Nashville 


@ THE OUTSTANDING feature of the 
24th Annual Meeting of the South- 
ern Section, International Associa- 
tion of Electrical Inspectors, will 
be the opportunity this meeting 
provides for proposing and dis- 
cussing revisions of the National 
Electrical Code. 

The preliminary reports of the 
code making panels of the National 
Electrical Code Committee were 
completed recently, and it is antici- 
pated that these panel reports, in 
their preliminary form, will be 
available for study before the 
Southern Section meeting, which 
will be held in Nashville, Tenn., Oc- 
tober 13-15, 1952. 


Code panels featured 


Another important feature of 
the Southern Section meeting, as 
usual, will be the Code Panel Dis- 
cussions. A panel of experts will 
preside over these special sessions, 
and will endeavor to answer any 
questions or problems presented. 

These panel discussions will en- 
industrial main- 
tenance electricians, inspectors, and 


able contractors, 


members of other branches of the 
electrical industry interested in the 
application and interpretation of 
the National Electrical Code to ob- 
tain expert opinion on the many 
problems that confront the electri- 
cal industry as a result of rapid ex- 
pansion, shortages of certain ma- 
terials, and so on. 

Questions can be answered more 
completely if they are submitted in 
advance. A convenient form is in- 
cluded on this page to facilitate the 
submission of questions and prob- 
lems. All problems submitted will 
be given careful consideration and 
as many will be answered as time 
permits at the meeting. 


Make reservations early 


Headquarters for the Southern 
Section meeting will be at the Her- 
mitage Hotel, Nashville. Local ar- 
rangements for the meeting have 
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been under the chairmanship of 
Genera] Chairman R. E. Ward, 
chief wiring inspector, 
Tennessee Department of 
ance and Banking. 


deputy 
Insur- 


Assisting Mr. Ward in local ar- 
rangements are the chairmen of 
the following committees: Finance 
Committee, A. M. Totty; Exhibits 
Committee, Bullock Taylor and 
Tom Harris; Publicity Committee, 
Wiley Bowers; Program Commit- 
tee, A. M. Totty; Registration Com- 
mittee, R. J. Booker, Jr.; Banquet 
Committee, J. C. Hundley; Trans- 
portation Committee, W. B. Doss; 
Hotel Committee, R. E. Ward; and 
Ladies Committee, Bullock Taylor. 

There are many points of inter- 
One of 
these is the beautiful and historic 
home of Andrew Jackson, called The 


est in and near Nashville. 


Hermitage, just a short distance 
from Nashville. This impressive 
mansion of colonial architecture is 
unique among national shrines, and 
its stately halls and chambers are 
furnished throughout with the 
articles used by General Jackson 
and his family. 

The museum, once the nursery 
for the Jackson children, is the 
repository for a comprehensive col- 
lection of the personal belongings 
of the Jacksons, the official papers, 
records, historic swords, and other 
relics of the public and private lif 
of “Old Hickory.” 


Short-form Code 
under consideration 

AT THE REGULAR meeting of the 
Electrical Section, National Fire 
Protection Association, which was 
held in June, the first draft of a 
proposed abridged National Elec- 
After 
discussion, the draft 


trical Code was presented. 
considerable 
was referred back to the Specia! 
Committee for further study, and 
at the present time has no official 
status 

The proposed abridged edition of 
the National Electrical Code com- 
prises only those sections of the 
Code considered necessary for gen- 
Where 


situations arise which are not cov- 


eral wiring and equipment. 


ered by this abridged edition, ref- 

erence would be made to the com- 

plete edition of the National Elec- 
trical Code. 

Those who favor the proposed 

ibridged Code point out that if 

some few modifications were made 

1 the short-form Code, there would 

» sufficient rules to cover at least 

inety-five per cent of all electri- 

llations in this country, 

same time provide 

rr the average elec- 

worker and contractor. 
Those who oppose the short-form 


Code, on the contrary, express the 


that such a 


thought publication 
would tend to confuse rather than 


aid the industry. 


Proposed Code changes 
available for 


@ PROPOSED CHANGES for the 1953 
National Electrical Code have just 
been released by the National Fire 
Protection Association, sponsors of 
the Code. Published in NFPA 
Pamphlet No. 70-PR1, the changes, 


study 


proposals not recommended, and 
items remaining on the dockets of 
the various “Code Making Panels” 
are detailed and circulated for pub- 
lic comment. 


A deadline date of December 1, 
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1952, has been established for all 
comments if they are to receive 
Committee consideration prior to 
the final drafting of the 1953 Code. 

The pamphlet, available for $2.00 
per copy, illustrates the democratic 
method followed by the NFPA in 
preparing its standards. Industry, 
inspection authorities, fire officials, 
governmental agencies, insurance 
national 
Associations participate in develop- 


groups and cooperating 
ing the Code and the general pub- 
lic is afforded this opportunity to 
comment 

Merwin M. Brandon of Under- 
writers’ Laboratories is chairman 
of the NFPA Electrical Correlat- 
ing Committee and the secretary is 
Charles L. Smith, NFPA electrical 
field engineer. Mr. Smith also 
serves as secretary of the Inter- 
Electrical 


national Association of 


Inspectors. 


Many significant changes 

Some of the significant proposed 
changes and additions follow. Elec- 
trical receptacles will henceforth 
be required to be designed so that 
they cannot be used interchange- 
ably in different circuits of differ- 
ent voltage, frequency, or types of 
current (a-c or d-c). 

New rules are proposed to safe- 
guard users of portable equipment 
and electric clothes driers by more 
effective grounding means. Lib- 
eralization of the use of armored 
cable in the air voids of cinder 
block except 
where subject to excessive moisture 


walls is suggested 
or dampness 

An entirely new article is sub- 
mitted on mineral insulated-metal 
sheathed cable proposing its use 
for services, feeders, and branch 
circuits in both exposed and con- 
cealed work,sin dry or wet loca- 
tions, under plaster or embedded in 
plaster, brick, or other masonry. 
Necessary changes in the balance 
of the Code to incorporate this type 
cable are also detailed. 

Proposed revisions in the use of 
new types of non-metallic sheathed 
cable are specified with comments 
by the Panel members on the feasi- 
bility of the changes. 

A revised set of markings for 
flexible cords and fixture wire is 
prepared to eliminate obsolete and 


include new types, affecting par- 


ticularly heat-resistant, rubber- 
covered fixture wire, latex-rubber 
insulated wires, tinsel cords, heater 
cords, and range cables. 
Provisions are proposed to pre- 
vent the installation of fixtures and 
outlet boxes in contact with con- 
ducting 
thermal insulation. Gas piping is 
to be deleted as a method of ground- 


surfaces of conductive 


ing electrical circuits. 


Appliances get attention 

The NFPA Code Making Panel 
dealing with electrical appliances 
recommends that it be made man- 
datory for flatirons to be equipped 
with temperature limiting devices, 
which action will undoubtedly go 
far to eliminate fires caused by ac- 
cidental overheating of such ap- 


pliances, responsible for many fires 
Most manufac- 
turers have already 


in years gone by. 
incorporated 
this safeguard on irons. Tempera- 
ture limiting means are also to be 
made mandatory for water heaters, 
the absence of which is noted as 
having caused several fires 

A special subcommittee is sub- 
mitting to the NFPA and the pub- 
lic a proposed new section on fixed 
electrical space heating equipment 
in recognition of the growing use 
of such means of home heating. 

Another appliance also receives 
attention; the 1953 Code will re- 
quire that refrigerator motors 
have adequate ventilation to pre 
vent overheating, a change in Sec 
tion 4310 of the 1951 Code 

Significant changes are proposed 





Mr. A. M. Miller, Secretary 
Southern Section, LAEI 
910 West 30th Street 
Richmond 24, Va. 


Name 


Address 





To Get Your Question Discussed, Write It Below 
and Mail at Once to the Secretary! 


—________ 


Dear Mr. Miller: Please have the questions below discussed at the 
Annual Mecting of the Southern Section. [AEI: 








This form may be used to suggest questions on application and interpre- 


tation of the National Electrical Code for use du 


1g the Code discussion 


periods at the forthcoming meeting of the Southern Section, LA.E.1. The 


panel of Code experts who will 


supervise this portion of the program 


will give consideration to questions on the Code submitted to Mr. Miller. 
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for the section of the Code dealing 
with “hazardous locations,” parti- 
cularly Articles 500 and 510. Rec- 
ognition has been given to positive 
pressure ventilation arrangements 
to reduce the area considered haz- 
ardous when such ventilation is 
safeguarded by duplication § of 
equipment or interlocked with the 
electrical supply. 

Definitions of hazardous atmos- 
pheres are more closely defined to 
aid in applying the rules. In order 
to avoid undue restrictions on cer- 
tain equipment in “Class I, Divi- 
sion 2” fixed 


resis- 


locations such as 


lighting, instruments, and 
tors, there is a proposal that where 
temperature limitation, based on 
80° of the accepted ignition tem- 
perature of the flammable gas or 
vapor involved could be secured, 
general purpose type instead of ex- 
plosion-proof enclosures might be 
used. Specific temperature limita- 
tions are suggested for surface 
temperatures of electrical 
ment in involving 
Class II or III dust explosion haz- 
fards, that is atmospheres laden 
Pwith combustible dusts, fibers or 


equip- 
atmospheres 


flvings. 

Perhaps the most sweeping 
'changes of all are in Article 510 
‘where complete new rules are pro- 
posed for commercial garages, resi- 
‘dential garages, aircraft hangars, 
yasoline bulk 
liquids, 
paint, lacquer and similar finishing 


service stations, 


plants storing flammable 


process areas, and where combus- 
tible anesthetics are used. The last 
mentioned text is 
NFPA 
Operating Rooms. 

Other complete revisions affect 
Motion Picture Article 
530, and Article 620 
The latter article also is broadened 


based on the 


Standards for Hospital 


Studios, 


Elevators, 


to take care of dumbwaiters and 
moving stairways (escalators). A 
completely new Article 680 is pro- 
posed to cover hermetic sealed re- 
frigerating machines. 

Emergency lighting systems, as 
are generally required for hotels, 
theaters, sports arenas, hospitals, 
and similar institutions also re- 
ceives a complete new treatment in- 
asmuch as Article 700 of the 1951 
Code has been completely revised. 
Requirements for emergency power, 
as needed for essential refrigera- 
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tion, breathing apparatus, power 
for hospital operating rooms, fire 
pumps, and _ industrial 
where current interruption would 
have serious consequences, are add- 


processes 


ed to the previous rules which cov- 
ered only lighting. The-new Code 
proposals feature how emergency 
systems should be installed leaving 
to other NFPA Standards, specifica- 
tions as to where and when such 
systems are needed. The NFPA 
Building Exit Code is the principal 
standard defining the latter require- 
ments. 

A general revision of Article 710, 
applying to circuits and equipment 
operating at more than 600 volts 
between conductors, is also pro- 
posed, this particular section need- 
ing clarification to indicate clearly 
its intent. 

Article 725 is broadened to in- 
clude low voltage circuits not used 
remote control cir- 
cuits to which previously this Ar- 
ticle was restricted. 

Article 810 has had its title 
changed to clearly indicate its ap- 


for signal or 


plication to television as well as 
radio equipment and important re- 
visions are made to more specifi- 
cally help installers on the installa- 
tion of antennas and to detail 
methods of grounding. 

Copies of the pamphlet are avail- 
able by addressing NFPA Publica- 
tion Services, 60 


Street, 


Batterymarch 
3oston 10, Mass. The cost 
is $2.00 per copy, necessitated by 
the high printing expense of the 
pamphlet by the non- 
profit technical Association 


226 page 


Code interpretations 
and interim amendments 


THE ELECTRICAL Section of the 
National Fire Protection Associa- 
tion has issued one official interpre 
tation and two interim amend- 
ments on the National Electrical 
Code, through its secretary, Charles 
L. Smith. 


Interpretation No. 383 

(Issued June 4, 1952) 
Section 2405. Overcurrent pro- 

tection, multi-phase systems. 
QUESTION—Is it the intent of 
Section 2405 that the following 
type of device be accepted as the 
overcurrent protection on a 3-phase, 


4-wire system: A circuit breaker 
assembly having three poles oper- 
ated by a single common handle 
mechanism but with an individual 
automatic overload tripping mecha 
nism for each pole, which automatic 
mechanism operates only the pole 
or poles carrying the overload cur- 
rent? 

ANSWER—No, such circuit break- 
ers may be used only for lighting 
or appliance branch .circuits sup- 
plied by 3-phase, 4-wire systems 


Interim Amendment No. 96 
(Adopted June 9, 1952) 

Article 210. Branch Circuits, 
Section 2113, Voltage. 

Change to read: “Branch cir- 
cuits supplying lampholders, fix- 
tures, or receptacles of the stand- 
ard 15-ampere or less rating shall 
not exceed 150 volts to ground, ex- 
cept (1) in industrial establish- 
ments the voltage may exceed 150 
volts to ground, but shall not ex- 
ceed 300 volts to ground for branch 
circuits supplying lighting fixtures 
only that are equipped either witn 
mogul-base screw-shell lampholders 
or with lampholders of other types 
approved for the application, 
mounted not less than 8 feet from 
the floor, which do not have switch 
control as an integral part of the 
fixture; (l-a) in industrial estab 
lishments, office large 
schools and stores, the voltage of 


buildings, 


branch circuits which supply only 
the ballasts for electric discharge 
lamps in permanently installed fix- 
tures mounted not less than eight 
feet from the floor, which do not 
have manual switch control as an 
integral part of the fixture, may 
exceed 150 volts to ground, but 
shall not exceed 300 volts to ground: 
properties as de- 
1111; (3) for 
infra-red industrial heating appli- 


2) in railway 


scribed in section 


ances as described in section 4237. 
In dwelling occupancies, the voltage 
between conductors supplying lamp- 
holders of the type, 
receptacles, or appliances, shall not 
exceed 150 volts, except that the 
voltage between conductors supply- 
ing only, (1 


ed appliances, or (2) 


screw-shell 


permanently connect- 
portable 
than 1,380 
watts, or (3) portable motor-oper- 
ated appliances of 14 horsepower or 


appliances of more 


(Please turn to page 68 
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Distribution design 
for high-density loading 


@ THE TYPE of high load-density 
area considered here is that found 
in large towns, small cities, or in the 
outlying shopping centers of large 
cities. A typical area might com- 
prise several blocks along one or 
two main streets, or it might in- 
clude commercial loads within an 
area several blocks on a side. 
Load densities to be anticipated 
in areas of this type might lie be- 
tween one hundred and several 
hundred kva per block, or from 
about 200 kva per thousand feet 
of secondary circuit on up. This 
density, centered around 200 kva 
per block, is believed to be repre- 
sentative of the likely loading in 
certain commercial areas; it is a 
density for which several types of 


t 


i 


iy a Block 


° 


e i 


ehars por Faak Ava 
t 


+ 
t 


Li 


Gi os, 


distribution systems appear work- 
able though not equally appropri- 
ate 


Subtransmission circuits 

Subtransmission voltages may be 
in the range from 11 kv to 69 kv. 
15 kv is the most frequently used 
subtransmission voltage at pres- 
ent, but in many new installations 
a higher voltage is being intro- 
duced. The second most popular 
voltage is 34.5 kv, and this volt- 
age appears to be adequate unless 
very heavy load densities in ex- 
tensive areas are encountered, o1 
distances trans- 
mission substations exceed about 
eight or ten miles. Subtransmis- 


unless between 


sion lines may be arranged as 


ane 


by J. S. Williams 
Westinghouse Electric Corp. 
East Pittsburgh, Pa. 


radial, loop, tapped tie, or 
circuits. 

The tapped tie and the grid 
types of subtransmission circuits 


grid 


are used quite generally today for 
subtransmission circuits because 
this permits use of the lines for 
both transmission and subtrans- 
mission purposes, and because in 
simple cases the primary system 
investment and losses are lower 
on these double-purpose lines than 
on other systems. However, in 
realistic situations the complexity 
and interdependence, which are 
inherently a part of the tapped tie 
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system, often increase to the point 
where it becomes preferable to 
utilize some lines as transmission 
circuits only, and other lines for 
loop or double radial subtransmis- 
sion circuits. 


Below 


use in 
tems: 


are 


listed 


five 


distribution 


(a) Single-Feeder Type 
(b) Primary Network Type 


(c) Spot Network Type 


Distribution substations 
The small distribution substa- 
tion, 1000-6000 kva, is quite gen- 
erally used in modern distribution 
designs, and has been so widely 
accepted that the selection of this 
size station need 

justified here. 


(e) 


All 
for 


these 


not be further 


one or 


types 
manufacture as 
factory-assembled gear, in which 
form they would likely consist of 
more 


(d) Duplex Type 
Double-Bus 
Type 


Spot 


are appropriate 
metal-clad 


three-phase 


distinct 
types of substations suitable for 
modern 


Network 


changing transformers with the 
high-voltage switching 
equipment and low-voltage switch- 


gear. 


necessary 


sys- 


A bus-regulated station is best 


used in an where loads 
and the primary 
feeders need not extend far, and 


this is surely the situation in com- 


area are 


concentrated 


mercial areas as defined here 

It is important to note that some 
types of subtransmission circuits 
require much more elaborate sub- 
stations than others; for example, 


tap- the grid-type subtransmission sys- 





Basic cost data on specific distribution system components 
for comparison of various types of systems 





Costs include 3: 


Type of System 


Radial Spot Network, 
Primary Network 


Spot Network, 


Network 
Banked Secondary 
Overhead Network, 
Light-Duty 
Overhead Network, 
Conventional 
Underground Network 


Primary 


Spot Network, 


Spot Network, 
Spot Network, 


Substations 


®» per cent for real estate, steel structures, auxiliarie 


Type of Distribution Substation 


, and installatior 


34.4-4.16 kv 34.4-13.2 ky 
$ 99,130 $118,766 


58,2 70,406 


99,156 





Primary Feeders 
Costs include poles, insulators, hardware, copp 
and installations. 


Wire Size Cost per Mile 

$ 7,760 
8,200 
8,950 
10,100 
10,900 


3,100 


er 





Secondary Mains 
For secondaries added to existing primary 
pole lines: 
$0.35 per pound for copper, plus 
35 per cent for installation and 
miscellaneous. 


Co 


(th ree-phase, low 


Distribution Transformers 


ltage 208 Y/120) 


ts include $150 per 


ts include $300 per 


structure. 


Ty pe 


(CSP) 
(S) 
(CSPB) 
(CSP) 
(S) 
(SL) 
Network 


(Subway) 





Underground Facilities 
Vaults $2500 each 
Manholes $1500 each 
Ducts $10 per foot for trench, plus 
$1 per foot for each duct. 











CM-R&8 
CM-44 
CM-44 


Network Protectors 


150 kva, Weatherproof $1,000 
1,550 


Submersible 2,500 


£00 ampere, Weatherproof 


s0U ampere, 








ELECTRICAL SOUTH for SEPTEMBER, 1952 





good reasons to, turn to Leviton on your jobs 


Guuproved 


— 
no. Il 
_ eee 


CS 


EARS) 


Ko no. 1030 





BRAND NEW DESIGN! 
no. 1331 


(PLASTER EARS) 


no. 1231 





THREE ‘gi 
WAY _P 
SWITCHES 


for residential 
and commercial installation 


@ These switches are completely new. 


@ They are side wired with terminal screws 
staked and backed out. 


@ Have double wiping contacts with snuffer fast 
acting mechanism. 


© Strap rivetted to bakelite cup. 


© These switches are the last word in Design 
for Quality production. 


a SINGLE POLE 
SWITCHES 


for residential and 
commercial installation 


e These improved switches, which 

are now in production, have the strap 

rivetted to the bakelite cup for extra 
strength and endurance. 


© The double-contact, fast acting mech 
anism has been improved to attain greater 
accuracy. 


@ The entire assembly has been perfected 
for added quality and dependability. 


the new Leviton 
no. 51 Catalog 
— yours 


eines 
for the asking vein wiring BENE 


el 


NEW ¥oe« 


LEVITON MANUFACTURING COMPANY 
a eo mom ant 22 


warehouses: “Chicage and Los Angeles 


X 
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_ .see the complete Leviton Line at all leading distributors 
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tem requires substations with a 
high-voltage bus and several] high- 
voltage circuit breakers. By con- 
trast, the radial subtransmission 
system requires no high-voltage 
circuit breakers, and the loop 
subtransmission system requires 
no high-voltage bus and few high- 
voltage breakers. 


Primary feeders 

The choice of primary feede: 
voltage for any of the systems to 
be discussed can be reduced to 
two alternates, one in the 4-5 kv 
range and one in the 12-15 kv 
range. The higher voltage for 
overhead primary circuits is com- 
ing into relatively greater usage 
throughout the country. However, 
the greatest margin of cost bene- 
fit as provided by the higher volt- 
age primary circuits may not be 
found in an area of limited extent. 
but rather in a medium- or low- 
density load area of wide extent. 
It follows then that a prominent 
attractive feature of the higher 
primary voltage in a concentrated 
area is the possibility that ex- 
tended feeders may be run to ad- 
jacent residential or rural areas, 
or that additional feeders may be 
taken from the same substation 
bus, all at a uniform voltage level. 


Secondary voltages 

Commercial load is assumed to 
be the kind that will necessitate 
installation of three-phase sec- 
ondary circuits throughout. The 
alternatives are: 

(a) Three-phase three-wire 240- 
volt delta secondaries and also 
single-phase 120/240 
volt circuits. 


three-wire 


(b) Three-phase four-wire 240- 
volt delta secondaries, including a 
mid-tap on the delta to supply 
single-phase 120/240 volts. 

(c) Three-phase four-wire wye 
secondaries, 120/208 or 126/216 
volts. 

It is a well-accepted fact that 
present residential loads do not 
yet justify complete provision for 
three-phase service; however, any 
considerable concentration of com- 
mercial-type loads leads to the 
necessity for some type of three- 
phase service. The four-wire delta 
system (‘“‘b” above) is somewhat 
less costly than the wye system 
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in many instances, and particu- 
larly so in areas where single- 
phase three-wire 120/240 volt 
services and equipment already 
exist. When economic comparisons 
are based on an equivalent sec- 
ondary voltage range, the wye sys- 
tem suffers some handicap com- 
pared to the delta system because 
of its inherently lower line-to-line 
voltage (208 volts compared to 
240 volts). On the other hand, the 
universal use of the wye system 
in secondary networks is a power- 
ful incentive to build other distri- 
bution systems for commercial 
areas to the same secondary pat- 
tern. 


Distribution systems 
The following types of systems 
are each considered for supply to 
the high-density commercial area: 


Radial—A simple radial over- 
head system is the least compli- 
cated and least expensive system 
that can be built into the com- 
mercial area. However, the con- 
tinuity of service for this system 
may not be sufficiently good to 
meet requirements. This deficiency 
of the simple radial system is 
often partially corrected by the 
use of reclosing breakers, or by 
providing duplicate circuits with 
provision for automatic or manual 
switching. 

Light flicker is most pronounced 
in the radial system; if lighter 
transformer loadings or larger 
secondaries are used to reduce 
flicker, then the radial system is 
apt to lose its attractive cost in 
comparison with banked secondary 
or network systems. 

Radial systems may be either 
underground or overhead, but it 
is usually not justifiable to plan a 
radial system for underground in- 
stallation in ducts because operat- 
ings results from a simple radial 
system will not be commensurate 
with the high cost of underground 
facilities. 

Primary network—The primary 
network normally has certain ad- 
vantages over the simple primary 
radial system, such as improved 
continuity and reduced 
voltage flicker; however, these in- 
herent advantages of the primary 
network do not show to greatest 
advantage in an area of high load 


service 


density and limited extent. Two 
primary network substations are 
sufficient to supply the type of 
area we are considering here, 
whereas a normal primary net- 
work would have several substa- 
tions. Sectionalizing breakers for 
the primary feeders are normally 
installed at the substations. 

Banked secondary—Banked sec- 
ondary systems are widely used, 
and appear in several forms de- 
pending en specific type and loca- 
tion of the secondary protective 
and sectionalizing devices. Bank- 
ing is of advantage compared with 
simple radial secondaries because 
it reduces voltage flicker, and per- 
mits more diversified loading of 
distribution transformer. A _ sec- 
ondary bank or loop may continue 
to supply load even though one of 
the transformers on the bank is 
faulty; also, secondary faults are 
more likely to burn clear on a 
bank because of the higher fault 
current available compared to that 
for a simple radial system. Pro- 
tected transformers with two sec- 
ondary breakers may be used to 
overcome operating difficulties that 
sometimes arise when secondary 
fusing is used. 


Overhead secondary network— 
Secondary networks may be in- 
stalled as overhead systems in 
areas where continuity of service 
is important but where no compul- 
sion exists to put conductors or 
equipment underground. Two ver- 
sions of the overhead secondary 
network are possible; one is a 
light-duty type, using pole-mount- 
ed transformers and _ protectors 
rated in the 75-150 kva range; the 
other is a conventioal type, using 
pole or platform-mounted equip- 
ment. The latter is believed to be 
the logical intermediate step, for 
the area chosen, in the develop- 
ment from an existing overhead 
radial system toward an ultimate 
modern distribution system. 

The transformers may be either 
standard network transformers, or 
standard three-phase distribution 
transformers. The network trans- 
former is more versatile in this 
service, because it is suitable for 
either overhead or underground 
service, and its long narrow shape 
is well adapted to platform mount- 

(Please turn to page 65) 


ELECTRICAL SOUTH for SEPTEMBER, 1952 





ot weakling " 


cat les haunt “you 


As with every other product, there can be weakling cables and robust cables. 
Weakling cables are those that can be classified as having anemia of the insula- 
tion. In other words, they do not have the insulation stamina to stand up under 
the electrical and physical conditions to which they will be subjected. It’s this 
kind of cable that will haunt you. 


Simplex-ANHYDREX XX Cables come from a robust family. They have 
a guaranteed water absorption of only 15 milligrams of water when tested in ac- 
cordance with U.S.C.G. specifications. They will not crack when exposed to severe 
ozone conditions. Simplex Anhydrex XX insulation is so robust that it will with- 
stand these tests before or AFTER the insulation has been aged for 
250° F. (121°C.). Simplex-ANHYDREX XX Cables are recommended 


tion at copper temperatures up to 176°F. (80°C.) in either wet or 


7 days at 
for opera- 


dry locations. 





Here is an insulation that doesn’t ask for special favors. It’s the kind of 
insulation you should have on your important feeder, network, and station cables 
that operate in the voltage range of 2,000 to 17,000 volts. These cables won’t 
haunt you. 


Want to know more about this robust insulation? Simply send your re- 


quest to the address below. 


SIMPLEX-ANHYDREX XX 


SIMPLEX WIRE & CABLE CO. 
79 Sidney St., Cambridge 39, Mass. 
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New mercury vapor street lights on Raleigh’s main street, 
Favetteville, looking north toward the capitol building. 


Raleigh street lighting boosted tentold 


@ RALEIGH, capital of North Caro- 
lina, boasts one of the best-lighted 
business districts in the Carolinas 
since the recent installation of 139 
General Electric mercury vapor 
street-lighting fixtures on its main 
street and the immediate vicinity. 

Installed by the Carolina Power 
and Light Company, the new lights 
replace 212 oid fixtures, and supply 
more than ten times the amount of 
light provided by the old system. 


Level of illumination on downtown 
intersections now exceeds 250 per 
cent of the value recommended by 
the Illuminating. Engineering So- 
ciety. 

The mercury vapor lights, G-E 
Form 101, are mounted at a height 
of 27 feet on the main street—an 
increase of 13 feet in height over 
the old installation. Power for the 
main street lights is furnished by 
four separate circuits—with most 


These views show lighting of principal cross streets in the right is Hargett 


downtown section of Raleigh, N. C. 
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Left is Martin Street; 


of the cable carrying this power 
buried in the poles, adding a neate 
appearance to the installation. 

City officials say that “It’s the 
best thing that’s happened to our 
town in many, many years.” They 
believe the improved lighting will 
reduce pedestrian traffic casualties 
in the business district since both 
motorists and pedestrians will be 
able to see more clearly. 


Please turn to page 68 


Street. Raleigh's street lighting exceeds 
IES recommended values by more than 250 per cent. 
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WIREMOLD ANNOUNCES 
PLUGMOLD 2000 


ONE Plugmold Raceway For THREE Wiring Services 
Faster to Install, Easier to Install, Cheaper to Install 


PLUGMOLD 2000 has 
been tested in all types 
of construction 


Proved best method yet de- 
vised for providing unlimit- 
ed convenience outlets for 
homes, business, industry. 


Here—for the first time!—is a 
single raceway for all 3 services! 
Plugmold 2000 is Wiremold’s 
new, improved raceway base and 
cover assembly designed to accept 
Snapicoil with NEMA grounded 
receptacles, 2-wire “hot” Duplex 
receptacles, or 3-wire Duplex re- 
ceptacles with one side switched 
and one side “hot” ....For homes, 
office buildings, factories, stores 
—for new construction or the 
modernization of existing build- 
ings—Plugmold 2000 has proved 
itself to be a far better, more 
modern way of providing more 
convenience outlets, more con- 
veniently located. With Wire- 
mold’s famous Snapicoil pre- 
wired receptacles, Plugmold 2000 
saves time and labor costs, be- 
cause 3 simple steps complete any 
Plugmold 2000 installation. 


PLUGMOLD 2000 
is EASY to install! 


Required lengths of Plugmold 
2000 base are mounted in one 
continuous run. The proper 
Snapicoil pre-wired receptacles 
are quickly snapped into the race- 
way cover. Then the cover, with 
receptacles all inserted, is snapped 
into the base. A few simple fit- 
tings complete the job! 
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NEMA grounded 


2-wire receptacles 


A 








Plugmold 2000 Holecut Cover 
accurately spaced to receive Snapi 
coil re« eptac les. 











ye) 
Duplex 2-wire 


=i “hot” receptacles 


Duplex 3-wire 
w=) receptacles—one 

side switched, one 

side “hot”. 

—all pre-wired in 





Plugmold 2000 Base . . 
of knockouts for mounting and 
feeding . . 
needed for feeding . . . 
and cover supplied in easy-to- 
handle 5-foot lengths. 


. plenty 


. no special fitting 
pase 








50-foot lengths of 
Snapicoil 

















ELECTRICAL CONTRACTORS 
WELCOME PLUGMOLD 2000 


Plugmold 2000, with Snapicoil, saves 
the time you usually have to spend pre- 
i ing the wiring job! All your 

n needs on the j 

engths of Plugmo 
*r, and Snapicoil with proper 
in one package for your 
—and a few simple fittings. 
The only tools needed are a screw driver 
and a hacksaw! Plugmold 2000 reduces 

cutting and fitting to a minimum. 


Write today for new FREE 

PLUGMOLD 2000 Book! 

Tells the whole Plugmold 2000 story! 
. shows the many applications of 

Plugmold 2000 . . 


is to install, and how easy it is to specify 


. shows how easy it 


and order Plugmold 2000 in units. 


THE WIREMOLD COMPANY 


HARTFORD 10, 


CONNECTICUT 








INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical 


Two-day meeting for 
Exehange engineers 

ARRANGEMENTS have been com- 
pleted for the annual fall meeting 
of the Engineering and Operation 
Section, Southeastern Electric Ex- 
change, to be held at the Atlanta 
Biltmore Hotel, September 25-26, 
1952. 

A wide range of topics important 
to the member 
been scheduled for the general ses- 


companies have 
sions to be held on the first day. 
Chairman J. M. Oliver, of the 
Georgia Power Co., Atlanta, and 
Vice-chairman, S. L. Muths, of the 
Mississippi Power Co., of Gulfport, 
Miss., will preside at the first day’s 
sessions. 

Among the speakers featured on 
the first day’s program are E. W. 
Robinson, vice-president in charge 
of operations, Alabama Power Co., 
Birmingham, whose topic will be 
“Efficiency and Economy in Opera- 
tion”; A. A. Johnson, manager, 
electric utility engineering, West- 
inghouse Electric Corp., East Pitts- 
burgh, Pa., who will present his 
paper on “Effects of Expected Load 
Growth in Planning System Ex- 
pansion’; and Howard P. Seelye, 
manager of engineering, The De- 
troit Edison Co., Detroit, who will 
discuss “Standardization in the 
Electric Utility Industry.” 

Other speakers at this first ses- 
sion will include Harllee Branch, 
Jr., president, Georgia Power Co., 
Atlanta, presenting a 
“The New South”; H. C. Leonard, 
president of the Southeastern Elec- 


paper on 


tric Exchange and vice-president 
of the Gulf States Utilities Co., 
Baton Rouge, La., who will address 
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manufacturers 


and their agents. 


a luncheon meeting; W. F. Brown, 
chairman, Edison Electric Institute 
Accident Prevention Committee, 
Consolidated Edison Co., of New 
York, who will discuss “Trends in 
Utility Accident Prevention’; and 
super- 
visor, Southern Bell Telephone and 
Telegraph Co., Atlanta, who will 
present a discussion of “Economy 
of Chemical Brush Control of 
Right-of-Way.” 

The meetings on the second day 


S. G. Pugh, construction 


will be a series of concurrent ses- 
sions by the various committees. 
These committees include the Dis- 
tribution 
mission and 


Committee, the Trans- 
Large Substations 


Committee, and the Production 


Committee. At these committee 
meetings, time has been reserved 
for discussion following each pres- 
entation, so that all problems and 
questions can be answered. 


Electrical Leagues 
annual conference 


THE 17TH ANNUAL conference of 
the International Association of 
Electrical Leagues will be held at 
the Radisson Hotel, in Minneapolis, 
Minn., October 1-4, 1952. John G. 
Waddell, president of the associa- 
tion, will give the keynote speech, 
after Harry S. Davis, secretary of 
the North Central Electrical In- 
dustries, gives the address of wel- 
come. 

A series of conference session: 
are planned for the four days of the 
meeting to cover various phases of 
the electrical industry. Among the 
speakers at the opening session will 
ba £2 
manager for 


Coward, merchandising 
Nash-Kelvinator 
Detroit, and Carl T. 
Bremicker, vice-president in charge 


Corp., of 


of sales for Northern States Power 
Company. Mr. Coward’s topic will 
be “Better Merchandising to Cre- 
ate Consumer Demand.” Mr. 
Bremicker will speak on “Working 
with Electrical Leagues to Main- 
tain Aggressive Sales Programs,” 


ON TO CHICAGO—These piggy banks. complete with pigtail and wirenut, carry 
the slogan “Fatten Me for °53” They are on their way to electrical inspectors 
throughout the country to help them start saving now for the International 
Association of Electrical Inspector's Silver Jubilee at the Edgewater Beach Hotel 
in Chicago, in September, 1953. Prizes will be awarded at the convention for 
the best dressed pig. The drover-banker is Vince Mulligan, merchandising 
manager, Ideal Industries, Inc... Sycamore, Il., which donated the pigs. 
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KEEP IT BRIGHT 


IT’S YOUR LIGHT OF LIBERTY 
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GENERAL OFFICES YOUNGSTOWN 1, OHIO 
Export Offices - 500 Fifth Avenue, New York City 


Manufacturers of 


ALLOY AND YOLOY STEELS 


i 


ff 
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Youve Got Ie 
Hand It To 


The SOUNDNESS of REVERE Design 
is reflected in ALL UNITS—Airport, 
Street, Service Station, Sports, Outdoor 
Theater, Marine and Industrial Light- 
ing. The QUALITY is evident. REVERE 
units put New Life in the Lighting Busi- 
ness. Tie up with the COMPLETE 
REVERF LINE of Business Builders. 


FAMOUS 4200 


750-1000-1500 Watt En- 
closed Flood. Truly a 
Masterpiece for long 
range lighting. Has 
degree markings —ro- 
tates for easy servic 
ing. 


FAMOUS 
3800 
The Pace Setter in Open 
Type Floods for 300 to 
1500 Watt General Ser 
vice Lamps, also 750 
1000 Watt Bi-Post Lamps 
Degree marked — Enam 
eled Steel or Alzrak Alu 
minum. 7 


COMPLETE STREET LIGHTING LINE 


} 


7 


| 


ONE PIECE 
STEEL POLES 
Single or 
Double Arms 





REVERE 
Hinged 
Poles for 
Street 
Lighting 
and 
Industrial 
Applications 
Write for Literature 














REVERE ELECTRIC MFG. CO. 


6005 Broadway ca Chicago 40, Ill. 
Lighting Equipment for Every Need 
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The program for the subsequent 
meetings will include addresses on 
the electric industry’s objectives 
and promotions, as well as numer- 
ous presentations by leaders in the 
electrical field with 
concerning industry operational 
and sales methods. One of the high- 
lights of the program will be an 
open forum devoted to short talks 
and open discussions among the 
conferees themselves 


information 


IHuminating engineers 
technical conference 


APPLICATIONS ranging from the 
lighting of hair-thin wires to the 
lighting of airfields will be de- 
scribed as part of the five sessions 
when the Illuminating Engineering 
Society holds its 44th National 
Technical Conference in Chicago, at 
the Edgewater Beach Hotel, Sep- 
tember 8-12, 1952. Authorities in 
the field of illuminating engineer- 
ing will present over thirty tech- 
nical papers in the nine technical 
sessions. 

President S. G. Hibben, Westing- 
house Electric Corp., completing his 
term of office in September, will 
present his report to the opening 
session. The President-elect, Prof. 
E. M. Strong, of Cornell University, 
will be presented to the delegates at 
the Society’s annual banquet. 

The welcoming ‘address to Chi- 
cago will be made by Major Lenox 
R. Lohr, president of the Museum 


of Science and Industry, of Chi- 
cago, and president of the Centen- 
nial of Engineering. Another fea- 
ture of the opening session will be 
the presentation of the Society’s 
Gold Medal to H. H. Magdsick, of 
the General Electric Co., for his 
meritorious achievements in the 
field of illuminating engineering. 
The programs to follow will in- 
clude discussions on _ fluorescent 
lighting, covering its operation and 
evaluation; a report of lighting 
progress, reviewing all of the ad- 
vances during 1951-52 in light 
sources and equipment and their 
applications; and a lighting service 
forum that will bring together the 
winners in the Society’s regional 
contests for the most interesting 


lighting jobs. 


Pressteel expands 
plant and production 


dollar 
expansion 


A NEW 
plant and 


HALF-MILLION 
production 
program has been recently com- 
pleted by Pressteel Company, of 
Berkeley, Calif., manufacturers of 
Prescolite contemporary lighting 
fixtures The Prescolite fixtures 
are divided into three series: re- 
cessed, swivel lite, and architec- 
tural. 

A model of production efficiency, 
the Pressteel production area in 
the plant is laid out in a U-shape, 
with the raw material from the re- 


ceiving docks and warehouse moved 


: 


aa ** en ite co 22 «ar ' 
eo ana oo ee - 


This is a portion of the 700-foot conveyor system used on the production Ine 
in the new plant of the Pressteel Co., Berkeley, Calif., manufacturers of Presco- 


lite contemporary 


lighting fixtures. 
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by motorized handling equipment Measure current instantly without shutting 
through the various fabrication de- down equipment or making ammeter connections! 
partments to the final assembly. Save costly man-hours by carrying this pocket- 
The new plant has increased its pro- size tool on every call. Balance loads, locate 
feet, in adddition to about 10,000 grounds, trace shorts. Determine load conditions. 
square feet devoted to showrooms Check motor overloads, start and run current, 
and administrative offices. relay settings. Check open windings in motors, 
check out controllers, check voltage losses, etc. 


duction area to about 65,000 square 


Wholesalers confer 4 
at Savannah. Ga. Remember, “‘you’re the doctor 


THIRTY-TWO member companies when you walk in with an Amprobe. 


of the Southeastern Electrical 
Wholesalers’ Association were rep- 8 

resented at a recent meeting held size U 

in the General Oglethorpe Hotel, 

Savannah, Ga. President J. P. Car- 


son presided at the meeting which 4 ° 

included one guest speaker, H. E. P. fay S U ion a a g ance- 
Clifford, treasurer, The Securities 

Co., Kingsport, Tenn. Mr. Clif- 
ford’s subject was “The Golden 
Rule of “Business,” and included a 
discussion of the principals and 
ethics of all business and their ef- 
fects on our everyday life. 

The next meeting of the associa- 
tion will be the Third Annual “In- 
dustry Day” meeting which will be 
held at the Atlanta Biltmore Hotel, 
January 15-16, 1953. The industry 
day portion of the meeting will be 
open to all branches of the electri- 
cal industry. 


Copper restrictions 
to be relaxed in 1953 
PROPOSED relaxations of construc- 
tion regulations, to become effective ; 
% et . complete with cow- 
April 1, 1953, which would permit hide cose and 
recreational construction and in- voltage test leads 
crease amounts of controlled mate- AMPROBE “300” 
; ‘ ; 0-6/15/30/60/150/300 amps A-C 
rials that can be self-authorized for 0-150/300 /600 volts A-C 
most types of construction, were 
a ee ats : AMPROBE “600” 
discussed at a recent meeting of the (spain AO 
Construction Industry Advisory $595° -omplete 
Committee. UC 
NPA said that the regulations AMPROSE “1380” 


I . ‘ . (to 1200 amps A-C) 
would be amended in the immediate $672 complete 


future with the relaxation pro- sic tlie a: i WRITE TODAY: 

Visions to become effective on April Rit bos Meena, OF) 

1, 1953. However, it was agreed 

that at another meeting of the task nae 

group, scheduled for October 29, R seen 

consideration would be given, in the AM oe RO 8 & ss ( Amprobe Models 600 & 1200 

light of the materials supply situa- (0 Amprobe Mode! 300 

tion at that time, to making the re- the only 

laxations effective at an earlier . 

feta pocket-size 
Effective April 1, 1953, a new Di- snap-around 

rection 8 to revised CMP Regula- volt-ammeter = 


tion 6 would permit self-authoriza- City Zone___ State 
tion up to the following amounts: 





PYRAMID INSTRUMENT CORP., 
Dept. ES92, Lynbrook, New York 


Nome 


Compony 
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SPECIALIST 


IN 


CUSTOM MADE 


AND 


STANDARD 
MOTOR 
CONTROLS 





Special control panel for 
controlling sequence of a fully- 
automatic sheet tearing ma- 
chine developed for the textile 
industry. Monitor engineers 
worked closely with the ma- 
chine designers and arrived at 
a practical solution to a com- 
plex problem involving timing, 
operation of air cylinders, mo- 
tors and safety interlocks. 


The 


MONITOR 


CONTROLLER CO. 


Braintree 84, Mass. 


REPRESENTED BY 
ELECTRICAL CONTROL COMPANY 
525 North Kentucky 

Oklah City 7, Oklah 
B. S. WOODMAN 
1570 Northside Ave 

Atlante, Georgia 


L. L ROUSSEL LYNN ELLIOTT CO. 
312 E. Livingston Pil. 322 M & M Buliding 
New Orleans, La. Houston 2, Texas 
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1. For recreational, entertain- 
ment and amusement construction 
per project per quarter: 5 tons of 
carbon steel (not to include more 
than 2 tons of structural shapes 
500 pounds of copper and copper- 
base alloys, and 300 pounds of 
aluminum. Previously, no self-au- 
thorization was permitted for this 
type of construction 

2. For elementary and secondary 
schools, per project 50 tons of car- 
bon steel (not to include more than 
7 tons of structural), copper—5,000 
pounds, and aluminum 1,000 
pounds. 


The present limits are 5 
tons of steel, 1,000 pounds of cop- 
per and 2,000 pounds of aluminum 
per project, per quartet 

3. For one-through-four family 
houses, per dwelling unit: 1,500 
pounds of structural steel in addi- 
tion to materials now permitted. At 
present, 275 pounds of aluminum, 
200 pounds of copper and 2,300 
pounds of carbon steel are per- 
mitted for homes with steel pipe 
water distribution systems, and 275 
pounds of aluminum, 400 pounds of 
copper, and 1,950 pounds of carbon 
steel for homes with copper pipe 
water distribution systems. The 
present extra copper allowance for 
forced hot water heating and ra- 
diant heating are continued un- 
changed. 

4. For multi-unit residence 
(walk-ups), per dwelling unit: two 
tons of carbon steel (not to include 
more than 500 pounds of struc- 
tural), 200 pounds of copper and 
275 pounds of aluminum. At pres- 
ent, no self-authorization for this 
type of construction is permitted. 

5. For multi-unit residences (ele- 
vator-type) per dwelling unit: 3 
tons of carbon steel (not to include 
more than 600 pounds of struc- 
tural), 225 pounds of copper, and 
275 pounds of aluminum. No self- 
authorization for this category of 
construction is allowed at present. 


Maleo moves to 
new location 

THE OFFICES and warehouse of 
the Malco Wholesalers, Inc., have 
been moved to a new location. They 
are now conducting all of their 
business transactions from 2154- 
24th Place, NE, Washington, D. ( 
Malco Wholesalers are electrical 
equipment distributors in the 
Washington area. 
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Dates Ahead 


Southeastern Electric Ex- 
change, Engineering and Op- 
eration Section, Fall Meeting, 
Biltmore Hotel, Atlanta, Ga., 


Sept. 25-26, 1952. 


National Association of 
Corrosion Engineers, South 
Central Region, Jung Hotel, 
New Orleans, La., October 


1-3, 1952. 


International Association 
of Electrical Inspectors, East- 
ern Section, Hotel Statler, 
Washington, D. C., October 


-4, 1952. 


National Electrical Con- 
tractors’ Association, Na- 
tional Convention, Morrison 
Hotel, Chicago, Ill., Oct. 7-10, 


1952. 


IAEI, Southern Section, 
24th Annual Meeting, Her- 
mitage Hotel, Nashville, 
renn., October 13-15, 1952. 


American Institute of Elec- 
trical Engineers, Fall Gen- 
eral Meeting, New Orleans, 
La., October 13-17, 1952. 


Southeastern Electric Ex- 
change, Employee and Public 
Information Section, Thomas 
Jefferson Hotel, Birmingham, 
Ala., Oct. 29, 1952 


National Farm Electrifica- 
tion Conference, Statler Ho- 
tel, Detroit, Mich., October 


20-21, 1952. 


Edison Electric Institute, 
[Transmission and Distribu- 
tion Committee, Hotel Adol- 
phius, Dallas, Texas, Oct. 23- 
24, 1952. 


Southeastern Electric Ex- 
change, Accounting Confer- 
ence, Jung Hotel, New Or- 
leans, La., Oct. 16-17, 1962. 


Southeastern Electric Ex- 
change, General Sales Con- 
ference, Thomas Jefferson 
Hotel, Birmingham, Ala., Oct. 
29-30-31, 1952. 


National Electrical Manu- 
facturers Association, Had- 
don Hall Hotel, Atlantic City, 
N. J., November 10-18, 1952. 


Southeastern Electrical 
Wholesalers Association, “In- 
dustry Day” Meeting, At- 
lanta Biltmore Hotel, At- 
lanta, Ga., Jan. 15-16, 1953. 
M. L. Tice, managing diree- 
t 421 Rhodes Building, At- 
lanta 3, Ga. 





SEE committee heads 
named for 1952-53 


THE HEADS of sections and the 
chairmen of committees of the 
Southeastern Electric Exchange 
for the administrative year 1952-53 
have been announced by H. C. 
Leonard, president of the Ex- 
change, through its executive di- 
rector, John W. Talley. 

Accounting Section—Chairman, 
R. B. Carpenter, treasurer, Caro- 
lina Power and Light Co., Raleigh, 
N. C. 

CUSTOMERS’ ACTIVITIES COMMIT- 
TEE—Chairman, J. M. Gasque, asst. 
controller, South Carolina Electric 
and Gas Co., Columbia, S. C. 

PLANT ACCOUNTING COMMITTEE 

Chairman, A. C. Heron, asst. 
auditor, Florida Power Corp., St. 
Petersburg, Fla. 

Engineering and Operation Sec- 
tion—Chairman, J. M. Oliver, vice- 
president and general manager, 
Georgia Power Co., Atlanta, Ga. 

DISTRIBUTION COMMITTEE—- 
Chairman, P. C. O’Shee, asst. supt. 
distribution, Alabama Power Co., 
Birmingham, Ala. 

PRODUCTION COMMITTEE—Chair- 
man, H. W. Sterling, manager pro- 
duction, Eastern Shore Public Ser- 
vice Co., Salisbury, Md. 

TRANSMISSION AND LARGE Sus- 
STATIONS COMMITTEE Chairman, 
H. L. Deloney, asst. chief engr., 
Louisiana Power and Light Co., 
New Orleans, La. 

BUSHING STANDARDIZATION COM- 
MITTEE — Chairman, T. J. Allen, 
supt. transmission, Georgia Power 
Co., Atlanta, Ga. 

Personnel Administration Sec- 
tion — Chairman, E. A. Werner, 
system personnel manager, Gulf 
States Utilities Co., Baton Rouge, 
La. 

Power Coordination 

Chairman, E. D. Early, power 
pool mgr., Southern Services, Inc., 
Birmingham, Ala. 

Sales Section—Chairman E. C. 
Easter, vice - president, 
Power Co., 


Committee 


Alabama 
sirmingham, Ala. 

AGRICULTURAL DEVELOPMENT 
COMMITTEE Chairman, J. R. 
Lester, manager, rural and towns 
division, Alabama Power Co., Bir- 
mingham, Ala. 

COMMERCIAL LOAD BUILDING 
COM MITTEE—Chairman, W. P. Mc- 





YOUR ELECTRICAL WHOLESALER 
CAN USUALLY SUPPLY FROM STOCK— 
PATRONIZE HIM AND ASK FOR THESE LINES— 
STAR-A ELECTRIC MFG. CO., INC. 


CONDUIT 
FITTINGS 


DIVISION 


PRESSED STEEL CAR 
COMPANY, INC. 


Malleable tron Thin Wall Fittings 


(Compression type up to 2 inches inc.) 
(Set screw type up to | inch inc.) 


CONDUIT FITTINGS, ANGLE, GREENFIELD 
ROMEX and 8.X. CONNECTORS—E.M.T. and 
HEAVY WALL CONDUIT STRAPS—LOCK 
NUTS — BUSHINGS — ENTRANCE ELLS and 
CAPS — OVAL SERVICE CABLE CAPS 
STRAPS, and CONNECTORS 


WIRING 
DEVICES 


CORD SETS 
SPECIALTIES 


é. 


A COMPLETE LINE 


COMMERCIAL ENCLOSED 
FUSE COMPANY 


PLUG FUSES 
NON-RENEWABLE FUSES 
RENEWABLE FUSES—LINKS 


USED BY SOME OF THE BIGGEST INDUSTRIAL 
PLANTS. THEY MUST CE GOOD. 


AAMOUNT 
eas Lights 


N 

Meed No Extra Safety ~ 
Devices... They Are Safe! 
Underwriters’ Approved 
for indoor and Outdoor Use hhh 

At All Good Stores a 


RAYLITE ELECTRIC CORP. 
305 Rider Avenve, Bronx 51, N. ¥. 





All fittings made of Malleable tron 


OHM 
WIRE AND CABLE 


BROOKLYN, N. Y. 


POT, Thermostat Cable, and Bell Wire 


PROMPT SHIPMENTS 


MERIT 


MOLDED PLASTICS CORP. 
PROVIDENCE, R. |. 








The reliable design | 
for wall plates. 
Ask your whole- 
saler about the 
premium offer. 








NEWART MFG. COMPANY 


Complete Line of Switch Boxes 
Outlet Boxes and Covers in all 
standard types and sizes 


~——— 


See your wholesaler or write us for details! 


JULES J. DREYFUSS’ SONS 


ELECTRICAL FACTORY AGENTS 


New Address: 

1361 N.W. 23rd St 
P.O. Box 187, Allapattah Sta 
Miomi 42, Florida 
Phone 2-6736 





MEMBER 


324 PETERS ST.. S.W 
ATLANTA 3, GEORGIA 
MAIN 6886 


WE MAINTAIN STOCKS OF ELECTRICAL DEVICES IN OUR WAREHOUSES 
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Pherson, sales 


Light 


commercial 
Carolina Power 
Raleigh, N. C. 
INDUSTRIAL POWER COMMITTEE 
Chairman, B. D. Painter, 
industrial and commercial 
Electric 


mgr., 


and Co., 


system 
supr., 
Appalachian Co 
Roanoke, Va. 
RESIDENTIAL 
COM MITTEE 


Power °9 
AND RURAL SALES 
Chairman, Howard J. 
Wilson, manager, merchandise div., 
Georgia Power Co., Atlanta, Ga. 
Publie 


tion 


Informa- 
Chairman, J. K. 
Flanagan, director of advertising 


and Employee 
Section 


and publicity, Florida Power Corp., 
St. Petersburg, Fla. 

Accident Prevention Committee 
H. E. Hatfield, 
supervisor of safety and training, 
Georgia Power Co., Atlanta, Ga. 


Chairman, 


asst. 


Allis-Chalmers names 
Texas distributor 

A NEWLY named distributor fo 
the various Allis-Chalmers general 
division products, the 
Sweetwater Electric Co., of Sweet- 


machinery 


water, Texas, has recently been an- 
the 
Manufacturing Co., of 
Wis. 
The 
pany 


Allis-Chalmers 
Milwaukee, 


nounced — by 


Electric Com- 
distributor 
yp for Allis- 
Chalmers motors and transformers 
in Nolan, Scurry, Mitchell, Borden, 
Howard, 


Sweetwater 


has been named 


and certified service sh« 


Fisher, and Taylot 
The con 
tablished in 1937 and 
W. B. Whisenant. 


coun 


ties in Texas. ern 


Was es 


is owned by 


New manager named 
for Kansas City Assn. 


ANNOUNCEMENT has been made 
by John D. Hilburn, president of 
the Electric Association of Kansas 
City, that John S. McDermott has 
been named executive manager of 
the association to succeed Robert J. 
Samson, who has resigned to accept 
a position with Arthur Young and 
Co., a national firm of certified puk- 
lic accountants. 

Mr. McDermott was for five years 
with Radio Station 
events, promo- 


associated 


KMBC in 


special 





90% 


ONE 
Excl 


EFFICIENCY 
MAN LOUVER INSTALLATION 
USIVE “VIBRA-LOCK” END SECTION 


CONFORMS WITH A.S.A. REQUIREMENTS 
SIMPLE LOW COST MAINTENANCE 
AVAILABLE IN 3 CUTOFFS 


35 


- 25°,35° - 45°, 45° - 45 


FLUORESCENT OR SLIMLINE, 4, 6, 8 FOOT UNITS 


a colorful NEW CATALOG 
about the ‘'N*' Series. 


SHEET with complete 
Write for yours today. 





EASTERN FIXTURE COMPANY 


170 VERNON STREET 

BAGBY CO 

822 West Morehead St 
Charlotte, N.C 


$. & 


+ BOSTON 20, MASS. 
FRANK E KEENER 

169 Feld Ave 
Decatur, Ga 











Prior to that he 
was publicity director for over four 
for 
merce of Kansas City. 


tions, and sales. 


the Chamber of Com- 


He 


affairs in 


years 
has been 
active in civic Kansas 
City for a number of years and cur- 


rently is president of the Junior 


Chamber of Commerce 


NAMES IN THE NEWS 


Several sales department appoint- 
ments have been announced recently 
by L. F. Riegel, vice-president of the 
Gulf States Utilities Company. H. C. 
Le Vois superinten- 
system. He 
work in Beaumont, 


Mr. Riegel ir 


has been named 
industrial 


continue to 


dent of sales 


will 


and will assist special 
assignments 
C. B. Barron, director of 


lighting and municipal sales, 


formerly 
nas beer 
appointed director of commercial sales 
system. His duties will be to 
direct sales of lighting, municipal, and 
all 


now 
commercial sales. 

0. G. Floyd has been appointed di- 
industrial 
and 
tem. Prior to his 
Mr. Floyd 
mercial 


commercial 
sales, sys- 
appointment, 
supervisor of com- 
Beaumont. 

T. O. Charlton was named superin- 
tendent of sales, Beaumont 
Formerly Mr. Charlton 
tendent of residential 
Beaumont division. 

R. A. McAlpine, former senior com- 
mercial sales Beau- 

I appointed supervisor 
Beaumont divi- 


and 
cooking 
new 


rector of 
and heating 
was 


sales in 


division. 
was superin- 


sales in the 


representative at 


mont, has been 


of commercial sales, 
sion 


John R. 
president 
Electric 
} 


nas 


Conrad, formerly vice- 
and treasurer of tie S&C 
Company, of Chicago, IIL, 
been named president, succeed- 
his father, Nicholas J. Conrad, 
who has been elected chairman of the 
board. 

After 


ing 


attending Yale and the Uni- 


J. R. Conrad 
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versity of Chicago, John Conrad 
spent many years in the aircraft in- 
dustry. Initially in the engineering 
department of the Douglas Aircraft 
Company, he moved on to financial 
work, and then manufacturing. He 
has been with S & C since 1945. 


James F. Crist, president of the 
Gulf Power Co., Pensacola, Fla., and 
vice-president of the Southern Co., 
with offices in Birmingham and At- 
lanta, has been elected president of 
the Southern Association of Science 
and Industry, the region’s foremost 
development body. Mr. Crist will 
fill the unexpired term of New Or- 
leans business leader A. B. Paterson, 
who passed on recently. 


Carey W. Chapman, president, Ful- 
wiler and Chapman, Inc., 702 White- 
hall St., S.W., Atlanta, Ga., announces 
the appointment of Paul H. Powell as 
a new representative for his organiza- 
tion. He will locate in Birmingham 
and serve Tennessee and Alabama 
(except Mobile) for the lines handled 
by Fulwiler and Chapman. Mr. Powell 
was formerly with Braid Electric and 
Anderson’s, both of Nashville, Tenn. 


Paul H. Powell 


He has been in the electrical industry 
nine years contacting the contractors, 
architects, engineers, and industrial 
plants. 

Mr. Chapman also announced the ap- 
pointment of Delmar C. Scivley, Jr., 
who will manage the New Orleans of- 


D.C. Scivley 
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SAVE TIME FOR SKILLED HANDS 


“The strap with the built-in bump” 
BLACKHAWK SNAP-STRAP 


For rigid or thinwall conduit. Exclusive 
self-holding feature saves time on the 
job, eliminates fumbling and dropping, 
makes difficult installations easier. Made 
of heavy gauge steel, zinc plated after 
fabrication. Wide range of sizes for rigid 
and thinwall conduit. (Patent Pending.) 


Blackhawk No. 470 Connectors 


Made of special cast alloy. Strong, durable and non- 
rusting. Precision finished with full positive threads. 
Formed steel clamp and solid steel locknut with positive 
locking feature are heavily zinc plated. Full length filister 
head tapered point screws make installation quick and 
easy. No. 470 for “ABC” or flexible conduit. No. 425 
for non-metalic cable. 


Blackhawk No. 1426 
Conduit Entrance Caps 


Special high strength non-corrosive aluminum alloy. 
Easy and positive to position. Filister head cap 
holding screws, All threads are clean and full cut. 
For 2, 3, 4, or 5 wire service. 
Blackhawk No. 
Blackhawk No. 711 3626 Steel Cled 
Service Entrance Wire Holders 
Coble Heads ., Made with heavy 
Features cast alloy body with steel base and sup- 
separate cover. Heavy steel porting strap. No. <% 
cable clamp, Large keyhole 2 square shoulder * ; 
saves time, permits quick screw. All metal parts are 
and easy attachment 0 hot dip galvanized. Por- 3 
building. celain has compression i 
strain only, Smooth round- 
ed surfaces protect wire 
insulation. REA approved. 


Blackhawk No. 514 Yard Lights 


Highest quality porcelain enamel reflector, independ- 
ently mounted. Zinc plated cast iron head and flange, 
galvanized conduit extension. Wired with porcelain 
socket and No. 14 TW wire. 


WHEN YOU BUY ASK FoR B= 
Sold Only Through Electrical Wholesalers 


|\F BLACKHAWK INDUSTRIES, DUBUQUE, IOWA 
Plecthaw Entrance Cable Fittings . Staples Yard Lights 





Sill Plates . Locknuts ond Bushings Wire Holders 
Industries Cable and Conduit Strops . Fluorescent Brackets 
Connectors . Box Supports . Conduit Entrance Cops 





1952 











fice and warehouse of Fulwiler and 
Chapman, located at 213 S. Front St. 
The area served from this office is that 
of Louisiana, Mississippi, Mobile, Ala.. 
and Pensacola, Fla. Mr. Scivley has 
been in the electrical ~ over 
seven and was formerly con- 
nected with American Steel and Wire 
at Birmingham, Ala. 

The Fulwiler and Chapman organ- 
ization has been serving the electrical 
trade of the Southeast as 
turers’ 


business 
years 


manufac- 
representatives for more than 
29 years. In addition to the offices and 
warehouses in Atlanta and New Or- 
leans, they maintain a fully staffed 
office and warehouse in Greensboro. 
N. C. Lines handled include those of 
Barbrook Mfg. Co., Collyer Insulated 
Wire Co., Enameled Metals Co., Fed- 
eral Electric Products Co., Fullman 
Mfg. Co., Hankscraft Co., Plymouth 
Rubber Co., R. J. Richards Co., Royal 
Electric Co., Sylvania Electric Prod- 
ucts Co., and Victor Electric Products. 


D. E. “George” Therrell, assistant 
general superintendent of the Electric 
Distribution Division of New Orleans 
Public Service, Inc., and long time 
general foreman of the line section, 
was promoted to general superinten- 
dent of the division recently. Mr. 
Therrell succeeds L. L. Newman, who 


takes on new responsibility as the 


L. R. Love 


company’s electrical research consul 
tant. 

Mr. Newman came to Public Service 
in 1923 and has been associated with 
the company since that time as the 
general superintendent of the Elec- 
tric Distribution Division. In his new 
position, Mr. Newman will work di- 
rectly with Clayton Nairne, genera! 
superintendent of operations, on spe- 
cific research and consulting assign 
ments. 

Mr. Therrell joined New Orleans 
Public Service as a foreman nearly 
29 years ago, and a few months late: 
was appointed general foreman of 
overhead lines. 


R. B. Steinmetz 





Snap-in Blanks 

(Knockout Closers) 

6 sizes to close ... 
“ee 1 


2 
2 


HAND OPERATED 


1 outfit cuts 

any diameter 34” 

6” in steel 

plates, etc., 

easily and accurately 
Standard equipment for 
past 35 years. 


DRILL PRESS TYPE 


For use on slow-speed 
Grill-press. Same size — 
same knives as hand oper- 
ated type 





MOST POPULAR with the 
MAN ON THE JOB — 
Always Dependable Quality 











Jiffy FISH TAPE 


No Breaking. 
No Kinking. 
No Sharp 
Edges. 
No Reel 
Needed. ' 
1000 Lb. Test. | 


Pushes 
Or 
Pulls 
Easily 


Jiffy SLIP STICK 


The wire lubricant that reduces 
friction, makes your 
pulling job easy. Non- 
caking, Non-Toxic. Try 
it once. See what you 
have been missing. 


wire 


New "Jiffy" Folder ES just off the press. Write for it! 


ClydeW Lint 


1144 WEST WASHINGTON BOULEVARD 
CHICAGO 7, ILLINOIS 





D. E. Allen 


At a recent meeting of the Ana- 
conda Wire and Cable Company, of 
New York, N. Y., H. Donn Keresey, 
president, announced the appointment 
of R. B. Steinmetz as vice-president 
in charge of manufacturing opera- 
tions, and L. R. Love as vice-president 
in charge of sales. 

Mr. Steinmetz was formerly gen- 
eral manager of mills, and Mr. Love 
was general sales manager, prior to 
his new appointment. D. E. Allen has 
been appointed to succeed Mr. Love 
as general sales manager. 


T. W. Martin, chairman of the 
board, Alabama Power Co., recently 
announced the following changes in 
the executive personnel of Alabama 
Power Company: 

James M. Barry, president, resigned 
to become chairman of the Executive 
Committee of The Southern Company, 
and Lewis M. Smith, who is now vice 
president and general manager of the 
company, was elected president of the 
company, succeeding Mr. Barry. 

E. W. Robinson, operating vice- 
president was appointed general man- 
ager of the company. 

Walter Bouldin, presently a mem- 
ber of the law firm of Martin, Turner, 
Blakey Bouldin, was elected to 
the new position of financial vice 
president 


and 


A graduate of the 
Alabama in 1916, Mi 
with 


1923, as a 


University of 
Smith began his 
Alabama Power Co., in 
draftsman. He 


caree! 
became 
electrical engineer in 1939 and 
that capacity until 1944, 
when he became director of the Public 
Relations Department of the company. 
In 1945 Mr. Smith was elected vice- 
president. He named general 
manager in 1949, and the same year 
vecame a member of the company’s 
board of directors 

Edgar W. Robinson, operating vice- 
president of Alabama Power Company 


chief 


served in 


was 


until his appointment as general man 
ager, is a native of Columbus, Ohio. 
He was graduated from Ohio State 
University in 1911 as mechanical and 
electrical engineer and for the next 
two years was employed as research 
engineer for the Westinghouse Elec- 
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tric Corp. From 1913 to 1923 he was 
electrical engineer for the E. W. 
Clark Management Corp., and in 1923 
was employed by Alabama Power 
Company as assistant superintendent 
of distribution; later becoming super- 
intendent of distribution, and in 1936 
he became operating manager. He 
was elected operating vice-president 
in 1937 and became a member of the 
board of directors in 1940. 


Charlie Woodyard, southeastern rep- 
resentative for Pressteel Co., of Berke- 
ley, Calif., reports that he has recently 
established a warehouse and will now 
carry a complete stock Prescolite re- 
cessed and swivel lighting equipment. 
The new warehouse and office is lo- 
eated at 627 East College Ave., De- 
ecatur, Ga. 

In addition to representing Pressteel 
in the states of Georgia and Alabama, 
Mr. Woodyard represents Revere Elec- 
tric Mfg. Co., Leader Electric Co., and 
Blackhawk Industries in these same 
states. Plans are included to maintain 
a stock of products of these manufac- 
turers as well as Pressteel at this 
same location 


The Electric Machinery Mfg. Co., 
of Minneapolis, Minn., recently an- 
nounced the appointment of W. R. 


WwW. BR. Shook 


Shook as manager of the new E-M 
Southeast district office. 

Mr. Shook, who was formerly in the 
Cleveland office, will have his offices at 
84 Peachtree St., NW, Atlanta 3, Ga. 


Announcement has been made by 
National Electric Products Corp., of 
Pittsburgh, Pa., through R. C. Ben- 
nett, vice-president and general sales 
manager, of the appointment of J. L. 
Bauer as assistant to the vice-presi- 
dent and general sales manager 

Mr. Bauer, who has been with Na- 
tional Electric since 1923, was named 
assistant service manager in 1934 and, 
since July, 1947, had been service 
manager, with headquarters at Na- 
tional Electric’s home office in Pitts 
burgh. 





@ how you can replace six lamps 
for the cost of replacing one? 

@ at what point you can save 
money by group lamp re- 
placement? 

@ which lamp cleaning cycle 
brings you the greatest net 
gain? 

@ how you can eliminate 83% 
of your lamp burnout$? 


means THE BE 


Mail the Coupon and we'll mail the Folder. 


472 No Charge — No Obligation. 


AMPION LAMP WORKS 


LYNN, MASSACHUSETTS 


Please mail Free File Folder ES on planned cleaning 
and group replacement. 

Name Position 

Company 

Street 


City : Zone 
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NEW PRODUCT NEWS 


CFI industrial fixture 


Comrort for industrial lighting 
has been incorporated into the CFI 
Day-Line fluorescent fixture, intro- 
duced by Day-Brite Lighting Ince., 
5411 Bulwer Ave., St. Louis, Mo. 

Standard features on every CFI 
Day-Line fixture include 10 per cent 
upward light distribution; a _ one- 
pie all white porcelain enamel re- 
flector; cool, clean operation provided 
by apertures around the lamps; and 
strong construction in the 20-gauge 


steel, truss-like channel. All units 


have the turret sockets which cut 
down vibration and allow trouble-free 
lamp mounting. They are also made 
in open end models for continuous 

ins, thus giving more light per line. 


Apparatus digest 


THE DISTRIBUTION Apparatus Di- 
gest for 100-page catalog 
which presents complete data on dif- 
ferent types of transformers and cir- 
cuit breakers, meters, 
etec., is available from the Westing- 
house Electric Corp., through local 
The catalog includes 
a section featuring conversion tables 


1952, a 


capacitors, 


representatives. 


and formulas, approximate discounts, 
a Quick-Finder index, and a discus- 
sion of standardized substations for 


distribution systems. 
= 


File for blueprints 


4 CABINET that files blueprints 
safely, neatly, and conveniently with- 
out wrinkles, creases, or curled edges, 
gned by the Empire De- 
Row, New 


has been de 
velopment Corp., 15 Park 
York 38, N. Y. 

The Draw-In-Dex cabinet 
modates 1,250 prints Each 
hangs smoothly, and the index file lo- 
instantly. Suspen- 


accom 


print 


cates the prints 





Quick installation? Yes sir, the extra-large hub 
shoulder completely seals knock-out opening. 
Projections in connector prevent distortion of 
bushing when hex-nut is tightened down. Dur- 


casting 
longer-lasting installation 


tight Connectors 


Romex Connectors 


Saleavle? The year 
round! For oval er round cable. With or without cable rubber, forms an 
Duxseal under hex-nut. Write for Catalog 20-B. 


Ground Clamps — Service Entrance 


vice Entrance Caps, Straps and Sill Plates — BX and 


eet 


ocAL " 
able? You bet! Top quality, non-rusting aluminum Yes, the compound does 
vith tapered rubber bushing for faster, it! Pressure applied in 


tightening hex-nut 
squeezes Duxseal around 


extremely weather - resist- 
ant, watertight seal 











Gtinhtiiings 


EAST PALESTINE, 


CTRIC MFG. CO., Inc. 


OHIO 





sion rods support the drawings that 
easily attached to manila 
These newly developed alu- 


are very 
hangers. 
minum hangers permit the filing of a 
large number of drawings together. 

The cabinet is designed so that 
when the front panel is opened, any 
drawing may be immediately filed or 
removed. 

Two model sizes ar available. 
Model 27-B is 48 high, 30 
inches wide, and 20 inches deep. Model 
27-C is 48 by 39 by 20 inches. Both 

manufactured with 18 
gauge steel tops, 16 gauge reinforced 


inches 


models are 
steel sides, and come equipped with 
index cards and manila hanger strips. 


Bulletin on dead-ends 


COMPLETE INFORMATION about the 
efficiency and economical features of 
Performed dead-ends is available in 
Sulletin 35-200, put out by Preformed 
Line Products Co., 5349 St. Clair 
Ave., Cleveland 3, Ohio. It also tells 
in detail how these dead-ends develop 
the full strength of all grades of 
strand and conductor without any 
concentrated pressures that could 


ause conductor deformation, some- 
thing that varticular importance 


with all-: i conductor 
= 


“Lint-tight™ starter 


4 LOOM MOTOR starter featuring a 
t-tight” enclos » he been an- 
Co. De- 
pecifically textile in- 
the heavy 
provide 


bration 


The cover is inter- 
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locked to prevent opening when the 
starter is “On.” 

This protected type overload relay 
permits group fusing of several mo- 
tors on a single branch circuit. Me- 
chanical linkage is provided to permit 
forcing contracts open with direct 
pressure from the handle. The mech- 
anism is trip-free, making it impos- 
sible to hold the contacts closed while 
an overload condition exists. 


Locking devices 


A COMPLETE LINE of handle locking 
attachments for circuit breakers was 
announced by the Square D Co., De- 
troit, Mich. These convenient devices 


Typical 
Locking 
Attachment 


without lock 


Typical 
Locking 

Attachment 
with lock 


permit electricians to work on circuits 
or feeders, with the assurance that 
the circuit breaker is locked in the 
“Off” position. A padlock may be in- 
serted to prevent removal of the safe- 
ty locking device until the electrician 
has completed his work on the circuit. 

The locking devices are also ideal 
for locking circuit breaker handles 
in the “On” position on continuous 
duty circuits such as emergency 
lig 


ing fountains, etc. Protection against 


hts, alarm tems, clocks, drink- 


accidentally “turning off” the circuit 
s provided while still assuring the 
vverload mechanism to operate be- 
cause of the trip-free handle design 
in Square D circuit breakers. 
© 

CO protective relay 

A SLOW SPEED, overcurrent type 
CO protective relay with “inverse” o1 
“very inverse’’ time characteristics is 
now available from the Westinghouse 
Electric Corp., Pittsburgh, Pa. Used 
principally for protection of transmis- 
sion and distribution lines, the relays 
are available in one of three ranges: 
0.5 to 2.5 amperes, 2 to 6 amperes, 
or 4 to 12 amperes. 

Accuracy, flexibility, and reliability 
are its three most important features. 
Its accurate timing is provided by ad- 





Cavalier 


gives you 


LEAN HEAT from 
CLEAN HEATERS 


You clean Wall Insert and 


Surface Mounted Cavaliers this way— 


IN 3 MINUTES OR LESS! 


No screws to remove, plenty of 


hand room. Requires only a soft cloth. 


The Cavalier 


heavy duty Portable Heater is 


COMPLETELY CLEANED IN 
FIVE MINUTES OR LESS! 


Simply turn knurled knobs 
at bottom and lift off 
outer case. All cleaning 
surfaces readily accessible. 


@ WRITE NOW FOR 
DESCRIPTIVE LITERATURE 


make them easy tO 
to windows 


install under 


QUALITY PRODUCTS SINCE 1865 


CAVALIER CORPORATION, Electric Heater Division 


CHATTANOOGA 


TENNESSEE 


Automatic electric wall insert, surface mounted and portable heaters. Bathroom heaters 
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POWER CIRCUIT 
TRANSFORMERS 


The most economical way of providing low 
voltage circuits for the lighting and operat- 
ing of machine tools is to run a branch 
line from the power line, using a trans- 
former to step down the voltage. 

For use on circuits of 600 volts or less. 
Sizes: 50 V.A. to 37!/2 K.V.A. Primary and 
secondary are in separate compartments, 
eliminating the necessity of additional 
wiring boxes. 


Send for NEW CATALOG 
DONGAN ELECTRIC MFG. COMPANY 
2998 Franklin Detroit 7, Mich. 


Southern Representative: 
George R. Koeln 
144 Walker St., S.W. 
Atlanta 3, Ga. 


The Dongan Line. 1 
Since Nineteen-Nine | 


4 














FOR THE BEST APPROVED 
FLUORESCENT LIGHTING 


WHETHER IT'S 


COMMERCIAL 
INDUSTRIAL 
OR 
SCHOOL TYPE 


FOR YOUR EVERY LIGHTING 
NEED WE HAVE THE 
RIGHT FIXTURE 


QUICK DELIVERY 
PROMPT SERVICE 


WRITE FOR OUR 
CATALOG AND PRICE LIST 


LOUISVILLE LAMP CO. 


724 W. Breckenridge St. Louisville 3, Kentucky 





justable magnetic plugs in the newly 
designed “E” element electromagnet. 
The relay can be changed in the field 
from one time characteristic to the 
other; and metal-to-metal contact be- 
tween tap terminal and tap plate, as 
provided by the positive action tap 
block with “self-positioning” taps, 
add to the reliability of the new re- 
lay. 
e 


Varnish catalog 


HELPFUL INFORMATION on varnish 
selection and use, incorporated in an 
attractive 20-page catalog, has been 
issued by Insulation Manufacturers 
Corp., 565 W. Washington St., Chi- 
eago, Ill. 

Varnish composition, types, fune- 
tions, colors, processing, and care 
are covered by this literature. Data 
on solvents is also included, as well 
as detailed descriptions of Pedigree 
and Dow Corning brands of electrical 
insulating varnishes for all types of 
applications. 

» 


Uni-Flow troffers 


A SELECTION of 2,442 different light- 
ing combinations is available to archi- 
tects and contractors in a new line 
of recessed troffers introduced by the 
Commercial and Industrial Fluores- 
cent Lighting Division of the Mitchell 
Manufacturing Company, of Chicago, 
Ill. 

This new line, called Mitchell Uni- 
Flow Troffers, offers a complete sys- 
tem of matching troffers in every use- 
ful length for every conceivable type 
of ceiling. 

The Uni-Flow units are available 
with or without flange; and a com- 
plete choice of shielding equipment is 
offered in the available lengths. The 
new troffers are also available with 
one, two, or three lamps. 

The use of special hangers called 
Uni-Hangers greatly reduce installa- 
tion time. A single hanging device 
allows the troffer to be installed in a 
T-bar ceiling, lath and plaster ceiling 
with a wood gro ind, or a U-channel 
or plaster frame 


Portable plaster cutter 


A PORTABLE electric plaster cutter 
has been introduced by the Wodack 
Electric Tool Corp., 4627 W. Huron 
St., Chicago 44, Ill. This tool cuts 
clean straight grooves in plastered 
walls and ceilings in much less time. 

The new plaster cutter weighs 13 
pounds, and operates two 4-inch abra- 
sive cutting wheels at a speed of 1400 
rpm. By adjusting the spacing wash 
ers, the wheels can be set to cut 
grooves of different widths up to 1% 
inches. The depth of cut can be ad- 
justed to the thickness of the plaster 
and adjustment can be made to allow 
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No. 3202-— No. 3200-Sin- 
Two Single gle Pole T Rated 
Pole T Rated Switch and 
Switches.Com- double contact 
mon Feed. 5A.- receptacle. Sep- 
250V., 10A.,- arate Feeds. 
125V.T. Brown Switch 5A.- 
or Ivory. 250V., 10A.- 

125V.T. Recepta- 

cle-10A.-250V., 
Brand new 15A.-125V. 
3200 line... Brown or Ivory. 
Fits one gang =No. 3201-— 
switchbox! Common Feed. 


“@ AN PE 
aN 
(i . 
TRENTON 4 <\ o) NEW JERSEY 
=, & 
L LY 
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for wear on the cutting wheels. 
Single cuts in walls can be made by 
using only one abrasive wheel. 


Distribution design 
(Continued from page 48 


ing. If transformers are platform 
mounted, then the weatherproot 
protector may well be mounted di- 
rectly on the transformer. 

Often it proves difficult to build 
a completely interconnected over- 
head secondary grid, because large 
secondary cross-ties cannot always 
be carried across main streets. In 
this circumstance the secondary 
circuits may be built in the form of 
rings or loops, with somewhat less 
effective load balance among trans- 
formers. 


Underground secondary network 
—The underground facilities are 
estimated here to include a com- 
plete system of transformer vaults, 
manholes, and duct banks. These 
items are quite costly and cannot 
be competitive with overhead sys- 
tems; other factors such as ap- 
pearance, restricted rights-of-way 
or local ordinances must be weigh- 
ed to justify the underground fa- 
cilities. 

At present the underground net 
work is an ultimate system for 
very highly loaded areas; a sys- 
tem selected for supply to a less 
densely-loaded city area should be 
compatible with the underground 
secondary network so that conver- 
sion can be foreseen in the future 
without complete revamping of al! 
the loads, meters and services 


Cost comparison among systems 

Some of the comparative charac 
teristics of the six systems de 
scribed above can be reduced to 
approximate costs, both of equip- 
ment and of ducts, manholes, and 
vaults. To make the comparison as 
specific as possible, a commercial] 
area was set up as being typical, 
and all systems were fitted to this 
area. The assumed area is rec- 
tangular, six blocks on each side, 
comprising 310 foot by 510 foot 
blocks and 50 foot streets. Sub- 
stations, primary feeders, distribu- 
tion transformers, and secondaries 
were selected for each type of sys 
tem by approximating the most 
economical sizes and ratings, but 
with modifications based on volt- 





HE'S GOT 
SOMETHING New! 


Saees 
\ 


~ 

a 

4 
re & 


No. 32081-B No. 3210-— 
—Pilot Light & Two Single 
Single Pole T Pole T Rated 
Rated Switch. Switches. Sep- 
Pilot Light arate Feeds. 
takes S-6 Bulb. SA. - 250V., 
10A.-125 V.T. 10A, - 125V.T. 
Brown or Ivory. Brown or lvory. 


Takes standard duplex recep- 
tacle wall plates. 


ai 
Circle F Mfg. Co. 


TRENTON 4, NEW JERSEY 











age drop or voltage flicker 
tions where 
assurance 
particular 
ments 


limita- 
No final! 
can be offered that these 
combinations of 
the most economical 
that are possible, because there are 
many controversial factors to con- 
sider in a 
analysis. 
The equipment and their 
installation costs are defined and 
tabulated in the 
table. The bold estimates made in 
order to evaluate real estate, vault, 
and duct costs are exposed in 
table. A summary of the 
for the various 
shown in the accompanying chart 


necessary. 


ele- 
are 


meticulous economic 


items 


accompanying 


this 
relative 


costs systems Is 


Conclusions 

1) The 

as anticipated, is least expensive 
of all systems, 


overhead radial system, 


but is more suscep- 
tible to service 
flicker. 

(2) The primary network is only 
about & per cent 
than the radial, 

susceptible to 


the 


outage and voltage 


more expensive 


but is only slightly 
and 


less 


outage 


flicker than radial system in 


this special circumstance. 
The banked 
about 6 or 7 per 
than the radial, but in 
form assumed here, it 
ceptible to voltage flicker. 

(4) The light-duty network pro- 
vides service continuity 
dent of transformer and primary 
feeder faults, and good flicker coa- 
ditions. 


(3) secondary is 


cent more expen- 
the 


is less sus- 


sive 


indepen- 


The cost is only about 30 


per cent higher than a radial sys- 
tem, 
than a conventional 
work. 


(5) 


and about 20 per cent less 


overhead net- 
The conventional overhead 
network is about 50 to 70 per cent 


cost than a radial sys- 


higher in 
tem. 

6) The 
ground 


under- 
1450 per 
over- 


conventional 


network 18 about 


cent than an 


It is 


approximately 


higher in 


cost 


head radial system. wortn 


ing two- 
thirds of 


not 
this 


increased cost 1s 
underground 
the cost of 


equipment for 


chargeable to con- 


struction; electrical 


the network is com- 


parable with that in the overhead 





R&S Ty 


ing a construcuon and 


simplicit operate very cool way 


lowable tempe ires for 
Iwo exclusi design features, in 
vantages common to other 
tight fixtures 
and relamping. They're 


ned with st 


made of cast 

desit 
to prevent 
Write for 


eamlined simplicity 


ion Data Sheet No. 


RUSSELL & STOLL COMPANY, INC. 


g Fixtures contribute outstand- 
installation 
below al- style of fixture 
this type of installation 

addition to basic 
well-constructed 
assure faster, easier installation, cleaning 
aluminum 
and shaped a 
us accumulation of dust particles 


DUST-TIGHT 
LIGHTING 
FIXTURES 


... for hazardous locations where 


flammable or explosive dusts are 
present. Class Il, Groups E, F, G 
and Class Ill. 


within che 
sembly of 
junction 
ting installa 
without 


and wiring 
regard to size of 





2 All fixture globe — Re- 
flector assemblies fit either 
base and are easily attached 
or interchanged by means of 
simple bayonet slot and 
Screw arffangement, without 
disturbing electr I 
tions 


dust- 


alloy 





125 BARCLAY STREET, NEW YORK 7, N.Y 


USSELL & STOLL 


PRECISION BUILT 


ELECTRICAL EQUIPMENT 


SINCE 1902 
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Egg and Englishman 


Continued from page 7) 


ditions in England. When Churchill 


took over, Britain's gold and dollar 


reserve was $3.5-billion, considered 


low. less 
that amount. the 
of 1951, the national 
budget produced a $47-million sur- 
plus; but the first 
in 1952 found a $5 


alarmingly 
than half 
first quarter 


Today it is 
In 


quarter budget 
46-million deficit 
The Churchill government hasn’t 
the Welfare State 
than the Socialists did. 
the 


operated 
better 
a result 


any 
As 
electorate 
of turning 
Labor-Socialist Party, 
the Welfare State. 
London’s most conservative 


nation’s 


gives every indication 
again to the 
the 


One of 


creator of 


publications foresees the crumbling 
of the Churchill party. “As a party 
of half-hearted planners and only 
quitters, it 
Tablet 


reluctant 
the 


rather 

has 

says. 
The 


all recent 


more 


no future,” London 
have 
tests. If 


returned to power, 


Labor-Socialist won 
they 


the way of 


election 
are 
life 
and 
likely 

lifetime of any of The 
Tablet defeated 
next general election the 


> . 
tive Party 


founded upon private property 


individual freedom will not 
the 
London 
in the 
Conserva- 


hold 


return to England in 
us 
says that il 
“will never again 
is that 
which 
the 


promises ot 


foreboding fact 


population was 


ars ago by glitte; 
‘-Socialist 
ind vernment 
choosing 
extremely radical 
Bevar 
be gaining power iu 
He 


to 


Bevan seems 
ialist Party 
nd America 
the ( 


only by mmu- 


hould become Prime 


tain under a radicai 


government he would be 
Strong-Man 
and we see the 


e Welfare 


alism d 


type 
historic 
> Stat First 
sguised as 
ther 
then the 
government 


ind ¢« eco- 

id aids; 
t won 
gradually abolishing 


The 


bad to 


private property. Socialist 


economy went from 


worse 


1952 





HAVE YOU TRIED THIS FINEST OF PLASTIC TAPES? 


Wf: 
y PL 


PLYMOUTH 
PLASTIC 


PACKED INDIVIDUALLY CONVENIENT FIVE-PACK 
One 66-ft. roll, 34" width in TAP 7 Five 30-ft. rolls, 34" width 
single pocket-size metal can in handy container 

RECOMMENDED IN PLACE OF FRICTION AND 
RUBBER TAPES IN THE FOLLOWING SITUATIONS: 
. Where tape is subject to abrasion (resists abrasion). 

Where space is limited (makes neater job, as in terminal box). 


pS 
3. Where tape is subject to water, acids, alkalies, corrosion (resists all). 
4. Where time must be saved (does the job much more quickly). 


PLYMOUTH RUBBER COMPANY, INC. 


Manufacturers of SLIPKNOT — The World's Largest Selling Friction Tape 
CANTON, MASS. 





DIXISTEEL 


HOT-DIP GALVANIZED 
GROUND ROOS for Lead, Rubber, Braid or 


Synthetic Covered Cables 





” Nothing clse gives ‘slip’ to electric cables like Y-Er 
5 Eas. This creamy, non corrosive lubricant simplific 
“ cable pulling, especially through saddles and sharg 


6) 
8 The finishing touch -_ 


jn Y-er Eas is never harmful to cables or conduit. It 
to a first-class job pertorms its slipping tunction, then dries out and 


hrinks in volume leaving only a light film of powder 





THE MARK of a good electrical job well 
done isa DixisTEEL Galvanized Ground Rod. Never messy or greasy to use 

Sharp-pointed for easy driving . . . hot- Never harmful to hands or clothing 
dip galvanized for positive protection / ee ee acai 
against rust, %’’x 8’ size carried in stock. Facilitates removal of cable at later date 
Other sizes available. 


Write or telephone collect for prices. 


Only Y-Er Eas has all these features 


Improved Y-Er Eos hos been tested and appro 
by the Underwriters’ Laboratories. Inc 


At all leading Electrical Supply Houses 





Atlantic Steel Company 


+ DIXISTEEL 


ATLANTA, GEORGIA 
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under first one party and then the 
other. The last step in the pattern 
would be for the people to turn, in 
desperation, to a totalitarian “Lead- 
er” who would sooner or later es- 
tablish an iron dictatorship. 

But could such a thing happen in 
England before our very eyes! Yes, 
it could. And it could happen in 
America—in the bog of a Welfare 
State. 


Code interpretations 
(Continued from page 44) 


greater rating may exceed 150 


volts.” 


Interim Amendment No, 97 
(Adopted June 9, 1952) 

Chapter 9, Construction Specifi- 
cations, Section 92403. 

Change to read: “Marking 
Fuses shall be plainly marked with 
the ampere and voltage ratings, 
and the name or trade mark of the 
maker. The ampere rating and the 
voltage for which the fuse is de- 
signed shall be in bold type. The 
markings shall be either by direct 


printing on the fuse barrel or 
means of an attached label.” 


Interpretation No. 386 
(Issued July 22, 1952) 

Section 4542. Transformer vault 
construction. 

STATEMENT—It is proposed to 
use in the walls and roofs of. trans- 
former vaults a fire resistant type 
of reinforced concrete not less than 
6 inches thick. 
sistance results from the substitu- 


The extra fire re- 


tion of an insulating material, 
known as perlite, for the usual sand 
and gravel aggregate so that the 
bearing strength of the 
concrete will be approximately one- 


half that of standard concrete, but 


resulting 


with approximately eight or nine 
times the heat 
The bearing strength of this perlite 


insulating value 


concrete would be greater than that 
of the hollow tile or hollow con- 
crete building units now mentioned 
in Section 4542. 

QUESTION—Would the use of 
such a material meet the intent of 
Section 4542? 


ANSWER— Yes, 





CUTOUT BOXES 


PUL, Dep aiel, Ba -tep 4+. 


AL Si, iced celtics f 


TELEPHONE CABINETS 


WEATHER-PROOF CABINETS 


WEATHER-PROOF SEAM 
WELDED JUNCTION BOXES 
& FLOOR BOXES 


PEDESTALS & FLOOR BOXES 


TRANSFORMER CABINETS 


SPECIALS TO CUSTOMERS 
REQUIREMENTS 


fl BUILT 


by 


METAL 
FABRICATING 
SPECIALISTS 


ne ee as 


STAM PING/ 


NEW ADDRESS—590 MEANS STREET N. W.—ATLANTA, GA. 
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Street lighting 


(Continued from page 50) 


That the efficiency of the new 
system surpasses the old is shown 
by statistics which point out that 
formerly it took 575 watts of elec- 
tricity to supply 10,000 lumens of 
light, and now only 475 watts are 
needed to furnish 21,000 lumens. 

Carolina Power and Light Com- 
pany’s installation cost was ap- 
proximately $50,000. 

Training men 
(Continued from page 41) 


$4 a week for a 40-hour work week. 
This amount is not increased as his 
hourly wage rises 

The member contractors agree 
that abusive practices such as put- 
ting apprentices at menial labor, 
or confining them to pulling wires 
or conduit work and nothing else, 
would be destructive to their own 
ends and benefits. They further 
agree that only by sticking to the 
letter of the contract can a well- 
rounded and experienced appren- 
tice be developed. 


Varied experience 

An apprentice brings to the con- 
tractor a card bearing his name, 
phone number, classifica- 
tion, and the number of hours and 
the amount of pay he is to receive. 
On the reverse side of the card 
there is a listing of 22 groups of 
electrical assignments including 
BX old work, BX new work, con- 
duit, thin wall, metal mold, floor 
ducts, pulling wires, connecting, 
meters, etc., with space for the 
entry of the number of hours given 
to each classification of work 

At E. C. Ernst, Inc., an appren- 
tice gets experience, especially in 


address, 


industrial wiring. But he is shifted 
contractors in 


order to get residential, 


to other membe) 
commer- 
cial, and other types of wiring ex- 
perience. 

“This program is not of a kind 
that saves money immediately for 
the employer,” Rick- 
man, “for as everyone knows, train- 
ing on the 


commented 


job is always costly to 
an employer. But this is a long 
term investment that pays good 
future dividends. This pool of 
skilled labor to replace old-timers 
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How to be Sure 


You don't get 


“SHORT-CHANGED” 


- « « NEXT TIME YOU BUY TAPE. 


While minimum length can be depended on to be 
accurate in any roll of tape, it’s the weight of the 
roll that you must watch. It is important for you to 
know: Does the No. 4 Roll actually weigh 4 ounces, 
as it should: and the No. 8 Rol! 8 ounces? 


For weight reveals whether tape is full strength 
in substance, or whether its protective and ad- 
hesive properties have been weakened due to 
skimpy materials. Underweight tape means you 
must use more of it, and take the extra time to roll 
more on, when a job requires maximum tape pro- 
tection. 


You can always weigh every roll you buy, of 
course, but why bother when HAARTZ-MASON 
publicly makes you a DUAL GUARANTEE —a 
guarantee covering both weight and length, and 
prints this information boldly on every roll and 
container. 


So get full measure the next time you buy tape 
by accepting none but the DUAL GUARANTEED 
HAARTZ-MASON brands: 


Haartz-Mason, Inc. 


WATERTOWN 72, MASS. 


PARAPLASTIC Tape 
does the work of 
both friction and 
rubber 


Note: Weight and length information are 
printed boldly on every roll and container. 











American Blower Ventura Window 
Fan. Capacity $200 cfm, free delivery. 


PERFORMANCE SELLS 


Ability to move air in sufficient quantity and to do it 
quietly—that’s the kind of performance which sells 
American Blower Ventura Window Fans 


Without exception, customers who have purchased 
these reliable fans have been delighted with their excel- 
lent performance! 


Customer acceptance like this, backed by products 
that are quality built, reasonably priced and easy to 
install, are more reasons why you can build a better 
reputation, earn more profits with American Blower 
Ventilating equipment. 


Ask your nearest American Blower Branch Office for 
data. 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


Division ot Amemcan Raoiaroe & Stardard Savitary cosroeance 
Sell quality! 


AMERICAN @) BLOWER 


Air Handling Equipment 


sé 




















ELECTRICAL SOUTH for SEPTEMBER, 1952 


Packaged Ventura 
Attic Fan—Built for 
vertical operation in 
low bridge attics. 
Only 10 easy steps 
to install. Ratings 
are Certified. A real 
profit maker. 


Model AVenturafans Utility Sets—Fine as 


—Smartly styled 
No exposed wiring 
Smooth, easy-to 
clean surfaces. Built 
in capacities from 
1000 to 9700 cfm 
free delivery. 12 sizes 


supply or exhaust 
fans in stores, schools 
etc. Have Aileron 
Control for regula 
tion of air flow. Ca 
pacities from 517 to 
17,925 cfm at 4” SP 


AMERICAN STANDARD « AMERICAN BLOWER « ACME CABINET 


+ KEWANEE BOILERS 


RO 


HEATER + TONAWANDA IRON 








DALLA 


FOR ALL TYPES 
OF MASONRY 


eae | 





ARRO FLEXO-FLUTE SPIN DRILL 


Cemented carbide tips. Cleans 
dust from holes automatically. 


ee —_ 
o — TT 
oo 


ARRO HAND STAR DRILL 


ARRO 3-FLUTED DRILL POINT 
Type 
aan » 
ARRO 4-FLUTED DRILL POINT 
Type 300 


SS 


ARRO TWIST DRILL POINT 
Type 100 


RUBBER GRIP DRILL 
POINT HOLDER 
FOR TYPES 100, 200 and 300 
DRILL POINTS 


Saor- 


PLAIN STEEL DRILL POINT HOLDER 
FOR TYPES 100, 200 and 300 
DRILL POINTS 
ARRO offers a complete 
line of drills for masonry, 
especially designed for 
their specific jobs. Made 
of the finest materials 
and produced by skilled 
craftsmen....ARRO drills 
are conveniently avail- 
able from your ARRO 

distributor. 


Sold only through Gobbers 
ARRO EXPANSION BOLT CO. 
MARION, OHIO 





as they retire will be invaluable.” 

Other Washington electrical con- 
tractors using the apprentice train- 
ing program are Truland Service, 
Harry Alexander, Biggs and Kersh- 
ner, Bowen Electric, Walter Doe, 
A. P. Foley, and a number of 
others. 


Report on aluminum 
(Continued from page 39) 

for tends to decrease as the size of 
the wire and cable increases. How- 
ever it will decrease if the price of 
copper continues to rise and the 
price of aluminum continues to 
decline. 

6. Extensive surveys of suppliers 
of basic metals of manufacturers 
of wire and cable electrical mate- 
rial, equipment, apparatus and ap- 
pliances, which have been made by 
the National Electrical Contrac- 
tors Association, show conclusively 
that at this time aluminum con- 
ductor is not an economically feasi- 
ble conductor for branch circuit 
wiring, which is the wiring that 
distributes electrical current in 
homes, commercial buildings, pub- 
lic structures, and light industry 
from the panelboards to the vari- 
ous outlets. There appears, barring 
large-scale war, sufficient copper in 
prospect to meet all branch circuit 
needs and, accordingly, manufac- 
turers of materials, apparatus and 
appliances are generaly foregoing 
large investments necessary to 
change terminal connections to ac- 
commodate aluminum conductor on 
branch circuits. 

7. On larger wires and cables 
and bus even down to service en- 
trance cable for homes aluminum 
is being widely accepted and used. 
For outside conductor on transmis- 
sion lines it has become the domi- 
nant type of conductor. 

8. The degree to which alumi- 
num conductor is used will be de- 
termined by the simple economic 
factor of price. If the electrical 
contractor can provide a safe and 
efficient installation entirely or in 
part of aluminum conductor at a 
price that costs less than a system 
of some other metal he will be an 
advocate of aluminum for the long- 
range volume of his business de- 
pends in his highly competitive 
field on providing quality installa- 


tions at as low a cost as possible. 

9. But before the electrical con- 
tractor can use aluminum or even 
bid on an aluminum job, provision 
for its use must be made in the de- 
sign. Use of aluminum requires 
major design considerations which 
must be taken into consideration in 
the initial stages of planning. 

10. For the owner or awarding 
authority to obtain the maximum 
benefits accruing from the availa- 
bility of aluminum conductor it is 
important that the services of de- 
sign be closely integrated with in- 
stallation at the very start of the 
planning. The services of the 
qualified electrical contractor are 
available for this important work. 
Many of them are equipped and 
perform a completely integrated 
service of design and installation 
engineering and thus they can 
render a complete specialty elec- 
trical service. 


Busduct application 
(Continued from page 38) 
fident enough to be responsible in 
the future for many measurements 
that formerly had to be made by 
the engineer. So the _ perpetual 
training program of the organiza- 

tion goes on. 

Already a big laundry job of the 
same type is being figured, and 
each time in the future it will be 
easier for the shop to estimate and 
install the new jobs in the modern, 
maintenance-saving manner. 

What the contractor loses in 
maintenance work, Mr. O’Donovan 
feels sure they will more than make 
up in new efficient installations for 
the rapidly-expanding light indus- 
try of fast-growing Greater Miami. 


Selling by showing 
Continued from page 33) 

ing this way, especially post lan- 
terns and barbecue wiring, because 
it is easy to show them how much 
better it is to get these jobs done 
before the landscaping is com- 
pleted. In some cases underground 
wiring can be done by dropping the 
wire on ground that is to filled 
and thus eliminating excavating 
expense. 

Building contractors are not in- 
terested in building up a big wir- 
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CEILOHEAT 


ELECTRIC RADIANT CEILING CABLES 


$0, EASY TO Specify! 


$0, EASY TO 


Satisfy! 


“It's So easy to specify accurately Ceil Heat 
installations to assure warmth in coldest 
weather. ‘Proof-of-the-puddin’ was during 

4 near zero cold spell when | checked 

50 users—all 50 had warm-cozy homes— 
complete satisfaction!" 


MARKSTONE 


is pleased to announce the appointment of 


45-47 ALABAMA ST., S. W. 
ATLANTA, GA. 





as representatives for the World's most complete 
line of Low Priced, High Quality Fluorescent 
Fixtures for Residential, Commercial 
and Industrial Requirements in: 


ALABAMA MISSISSIPPI 
FLORIDA SOUTH CAROLINA 
GEORGIA TENNESSEE 


J. B. Carson 
Kingsport Electric Co., 
Kingsport, Tenn. 


NOW everyone can enjoy better living through Ceil Heat, the 
revolutionary electrical ceiling cables that provide invisible 
radiant heat—like the healthful rays of the sun. Yes, Ceil Heat, 


the new standard for cleaner, more comfortable heat—is 


WAREHOUSE STOCK IN ATLANTA 


MARKSTONE MANUFAGTURING CO. 
2460 W. George St. - CHICAGO 18, ILL. 








DON’T COMPROMISE ON QUALITY . 
GET OUR PRICES FIRST! 


NATURLITE 


Reg. U. S. Pat. Off. 


Fluorescent Fixtures 


Deliver maximum efficiency and economy . . 
maintenance costs . . . Bonderized* 
light for the same dollar. 


*Parker Rustproof Co. Reg. U. S. Pat. Off 


LIGHT & POWER UTILITIES CORPORATION 
1035 Firestone Bivd., Memphis, Tenn. 667 Madison Ave., New York 21, W. Y. 
Southern Representatives 


736 Georgia Ave P. 0. Box 759 
Chattanooga, Tenn. Shreveport, La. 


. low original and 
at no extra cost. . ore 


Chas. K. Ramond Co 
1021 Carondelet Bidg. 
New Orleans 12, La 


Cc. B. Bastin 
126 Thomas Road 
Decatur, Ga. 











CONOR ED) 
BRUSHES ¢* (:) 


He fa CARBON 


x) PRODUCTS 


2536 N. 30th St., aa 10, Wis. ) 
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economical for homes in all price ranges! 


THOUSANDS OF USERS 


nessee and adjoining states—homes of 


in Ten. 
varying sizes—all say they “wouldn't 
swap Ceil Heat for any other com 
fort in the home!" Compared to con 
ventional heating systems, the com 
bined installation and operation of 
Coil Heat actually costs less in’ the 
low-power-rate arcas—costs very little 
more in most of the high-power-rate 
areas! There's no wasted heat—each 
room is individually controlled. Ceil 
Heat is the fastest, cheapest and 
simplest way you can build a modern 


heating plant into a house. 


NEW FREEDOM OF DESIGN—Ceil 
Heat makes it easier for architects 
to design more beautiful, more effici 
ent homes by utilizing space formerly 
needed for registers, radiators, pipes, 


furnace, fuel storage, and cellar. 


"Cable, thermestats 


SUPPLY CO 


able. Write today 


Jackson, Tenn 
CO.. Kingsport. Tenn 


EASY TO ESTIMATE * 
STALL— 


ing base 


EASY TO IN- 
Just staple the cable to @eil 
and cover with plaster or 
wallboard. Quickly installed by a 
local clectrical contractor. Easyto 
follow instruction manuals furnished 
all eli- 
heat 
losses and cable required. Ceil Heat 


—contain simple tables for 
matic conditions to calculate 
is truly casy to specify, casy to @pti 


mate and casy to install! 


TROUBLE-FREE—Ccil Heat is water. 
won't Bilis 
ter paint or paper, or crack plaster. 


proof and non-corrosive 


Nothing to get out of order—no Fe- 
pairs needed if installed according to 
simple directions. Five-year guaran 
Acceptable for FRA 


mortgage financing 


CEIL HEAT IS THE STANDARD—in 
radiant cciling heat . pertected 
solely by Ceil Heat Division of Homes, 
Inc. Sold only through electrical dis 
tributors to approved licensed clec 


trical installers 


Staples and all materials for above instal- 
following distributors:—HAR 
Nashville, 
: tT 
AZIER 


KINGSPORT “ELECTRIC 
Limited FRANCHISE areas avail- 


www ww mw em eww wwe m nr nr eK KF 


§ CEIL HEAT Division, Homes, Inc., 
= P.O. Box 10066, 


Please send me 


—complete 
NAME 
FIRM 
ADDRESS 
uci = 


CLIP AND 


MAIL TODAY! 
Onis 


Dept. E.S. 9 


Knoxville, Tennessee 


without 


literature or 


ZONE ne DATE 


71 











REGISTER TO-DAY 
FOR 
NOVEMBER ELECTION 


2901 
Non Metallic 
Connector 


$523 
Entrance Cap 











ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 


UNIVERSAL Tap Connector 
Made in 3 Surface Finishes 


Approved by Engineers and 
Contractors doing R E A work 


Effectively used as guy line ground, or 
transformer and lightning arrester con- 
nection to A.C.S.R. or copperweld con- 
ductors where the diameter may be 
from 8-A copperweld to .595” A.C.S.R. 
armour rods, 


— TO A WIDE RANGE OF USES 








KRUEGER & HUDEPOHL 


) 
+ Vimt at? 








ing contract and, in fact, gener- 
ally have little actual knowledge of 
extra equipment. Extra units must 
be sold by the electrical contractor 
to the customer who has need for 
them and who is going to use 
them, Evett commented 

Evett said that the proper time 
to do this selling is when the basic 
contract is being negotiated. If 
such things get put off at this 
stage, they may never be sold. 


Safety pays 
(Continued from page 35) 


The firm, which began business 
in Amarillo in 1943, always has 
recognized that top-quality safety 
equipment in ample supply is a pre- 
requisite of any successful accident 
prevention program. “We never 
attempt to save a dime in buying 
safety supplies,” Wolfe said. 

Possibly the firm’s attitude on 
safety was best summed up in a 
recent letter from Wolfe to the 
business manager of an electrical 
workers’ union, with whom the 
company had done business. It 
read, in part: “The company con- 
siders the personal safety of its 
employes to be of primary im- 
portance on any job. We want our 
workers to consider safety before 
anything else as they work. Cash 
losses have resulted in some of our 
jobs due to our taking the long, 
safe way of work instead of the 
dangerous way. But, the knowl- 
edge that we have not lost or 
crippled any employes on the job 
has far exceeded any monetary loss 
we ever sustained .. .” 

Wolfe says there is no question 
that safety has paid as far as they 
are concerned. As he mentioned in 
the letter, there is no way of tell- 
ing how much it is worth to know 
that no man has been “lost or 
crippled on the job.” 

Nor is there any doubt that it 
has paid directly in dollars saved 
in insurance payments and through 
no working time lost on the job due 
to accidents. “Our workmen’s com- 
pensation and general liability in- 
surance costs have been cut in half 
Wolfe said. 
He estimated that this alone rep- 
resented a savings of $10,000 to 
$12,000. 

The firm’s insurance 


in the past five years,” 


company, 


the Employers Mutual Liability In- 
surance Company, of Wisconsin, re- 
cently recognized it for “estab- 
lishing an unequalled safety record 
in the electrical construction field.” 

“That record certainly does not 
hurt us when it comes to employ- 
ing men nor in getting additional 
contracts,” Wolfe said. “Elec- 
trician unions, which look into our 
record, are quick to help us get men 
for our jobs.” 

Most of the credit for the suc- 
cess of the safety program goes 
to H. J. Hamilton, president of the 
organization, and to the superin- 
tendents, according to Wolfe. 

Hamilton has always strongly 
advocated the safety program, 
leaving it mainly up to Roy L. 
Peters, vice-president and chief of 
field operations, and Harvey 
Rhines, assistant to the field chief, 
to see that it was carried out. 

“Safety begins the day all mem- 
bers of the firm realize what can 
result from carelessness and start 
thinking in terms of preventing 
accidents,” Wolfe said. “When 
safety really becomes a habit, an 
organization becomes a reasonably 
safe working unit,” he added. 








DISTRIBUTION 
ENGINEER 


If you are a distribution engineer or a 
distribution superintendent with 10 to 
15 years of electric utility experience 
and can meet our requirements, and if 
you are willing to live in a foreign 
country for three years we can make 
you a very attractive offer. Ability to 
get along with people, operate a power 
system and supervise contractors build- 
ing a power system are prime require- 
ment Submit resume of experience, 
education, availability, etc., to Box 674, 
Electrical South 806 Peachtree St., 
N.E., Atlanta 5, Ga 











STA-BRITE SETS THE PACE 
* IN THE SOUTH * 
If it’s fluorescent 


MAKE IT SLIMLINE 


STA-BRITE FLUORESCENT MFG. CO 
325 NW 22nd Lane, Miami, Fia 











SALESMAN 


Electrical South 








Atlanta. Ga 
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"In Oklahoma City, dealers who sell 
window fans with the 
ikimg Night Air Cooling Principle 
earn healthy profits 


says CHARLIE ROLLINS, 
Cordial Viking Representative 
My jobbers and dealers know from experience that 
customers really go for a big quality fan that really 
moves warm air out and cool night air in.” 


“I find that early purchase and distribution of fans pays off, because 
then | have fans in the right spots when the selling season arrives 
| always analyze my fan market before the end of the year and 
estimate my needs so that | can have good distribution among my 
dealers and availability when the first hot spell hits 


K. B. RANDLEMAN, Ken Mor, Inc., HERE’S WHar 
222 E. Main St., Oklahoma City, Okla OKLAHOMA CITy DEAL 
ERS 


HAVE TO say 





GET ON THE BAND WAGON 
GET THE VIKING SALES PLAN PHILLIP BAYOUTH, Phill’s, 508 N. W. 23, Oklahoma City, Okla 
Unique Viking Vadnits 

Increase net profit with Viking’s unique 
Co-op Advertising Program. With each 
Viking Fan you buy, you get a VADNIT 
(Viking ADvertising uNIT) redeemable 
for $3 towards your local advertising 
Ask your jobber, or write Viking Air 
Conditioning Corp. for full details today. 


Viking is the lowest priced quality fan on the market. In either 
single or two speed models, the big 22 blade gives steady pe 
formance at pinch-penny cost. All the fans | sold this year 
going to be great salesmen in selling even more fans 5 


| know the Viking window fan is a shot in the arm for my summer 
business. It's an easy-to-sell fan. And why shouldnt it be? Its 
Viking Window Fan Display simple to install, economical to run, and really does drop thot 
Shows customers how the fan works in temperature 20 to 25 degrees in just a few minutes. | like it 
the home; demonstrates the benefits of . especially because Viking cuts down on profit-killing call-backs 

night air cooling; SELLS FANS! Cost is HARRY A. SCHWARTZ, Southwest Refrigeration Co 


3 VADNITS. Write for name of near 800 N. W. 3rd, Oklahoma City, Okla 
est jobber. 


HUMIDIFIERS 


AIR CONDITIONING CORP. 
5601 Walworth, Cleveland 2, O. 


iking 


= PACKAGE 
BLOWER WHEELS LOWERS 
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> Top Billing! 


IN ELECTRIC HEATERS 


Arvin, the world’s largest maker of portable electric heaters, presents 


the most sensational line in Arvin history—a heater for every purse 


and purpose—and every model packed with fast-selling features! 


Get set for the peak season just ahead! 


Model 5600 Arvin Automatic — Thermostat Con- 
trolled! Set thermostat; heater maintains the 
temperature you want. Operates at either 1320 
or 1650 watts. Safeguard Switch cuts current if 
heater is upset. No TV or radio interference 
Red signal light. Bronze finish, ivory plastic 
trim. Guaranteed 1 year $34.95 


Model 5100 Hot-R-Cool Heater Fan, 1650 Watts 
Extra capacity develops 5600 B.T.U.; moves 
200 cu. ft. of warm air per minute. Doubles as 
cooling fan in summer, moving 600 cu. ft. of cool 
air per minute. Exclusive Safeguard Safety 
Switch. No TV or radio interference. Finished 
in bronze with bright metal base. Listed as stand 
ard by Underwriters’ Laboratories, Inc. $21.95 
Model 5000 Hot-R-Cool —same features as —< 
but 1320 watts, $21.1 





Model 223 Arvin Cus- 
tom-Safety Fan-Forced 
Heater Tan finish, 
on-off toe switch, car- 
rying handle. Safe- 
guard Switch cuts cur- 
rent if upset. Under- 
writers’ listed. $14.85 


Model 224 Arvin De- 
luxe Fan-Forced Heater 

Greenenamel finish; 
1320-watt unit. No 
TV or radio interfer- 
ence. Beautifully 
styled at a budget 
price. $12.95 


Model 91A Arvin Stand- 
ard Fan-Forced Heater 
compact, conven 
ient, economical! 749’ 
square, 5” deep. 1320 
watts. Underwriters’ 
listed. World's best 
heater value. $11.40 


Model 52B Arvin AC- 
DC Radiant Heater 

Most efficient radi 
ant heater, for use 
where DC prevents use 
of Arvin Fan-Forced 
Heater. Underwriters’ 
listed. $11.95 


Top Billing! IN ELECTRIC HOUSEWARES 


Arvin Lectric 


Arvin Electric 
trons $9.95, 
$10.95, $11.80 


$12.95 


Electric Housewares 


i i Ny Arvin Automatic 
Cooks $24.95 \ Coffee-Perk 
ond $29.95 | $29.95 


a= 


Division ARVIN INDUSTRIES, 


Arvin Automatic 
Toaster 
$22.95 





tributor! 


(Formerly Noblitt-Sparks Industries, Inc.) 


Make the most of Arvin’s 
great national advertising 
campaign! Get ready for 
the heavy spending season 
just ahead. Get this fast- 
selling, glamor-appeal, fat- 
profit Arvin line out where 
early holiday shoppers 
can’t resist it! Write for 
name of your Arvin dis- 


INC., Columbus, Indiana 
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BETTER SALES FOR 
YOU... BETTER 
HEATING FOR YOUR 
CUSTOMERS! 


Now—a new dependable electric floor heater 
to solve your construction problems. Just cut 
the hole in the floor, insert the furnace, wire it 
up and turn it on. This simple procedure will 
save you time and money whether you build 
one or one hundred houses. 


Sales Representatives 


°. eeene SALES asensy 
311 Chlehamevoe Aven ossvile, Georgie 


y % love, Factory Sales Agent 
. SW tanta, Georgia 


375 Whitehall ‘Str 
—— “sueuenaness t surety, Inc. 
P. ©. Box icnapolis, Indiana 


automatic - electric 


a hele): FURNACES 


5. on): 





Model Number 
Kilowatts 
Floor Opening 
Overall Grille 
Depth 
Approx. BTU 


Output per Hr. 


Ampere Rating 
Approximate 
Shipping Wt. 





FF-333 FF. = FF. “ 


3 
14Y4"124Y/." | 
16"x26" 
20 


141/,' 2304/4" 
16’ al 


| 20Y4! 3044" 


10,002 26,672 


34.7 


| 
16,670 
12.6 21.7 . 


35 Ibs. 50 Ibs. 100 Ibs. 








230 Volts A.C. Only 


W.L. JACKSON MANUFACTURING COMPANY 


1222 East 40th Street 


CHATTANOOGA, TENNESSEE 
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Thor Franchise Dealer 
Hector A. Gauthier 


Gauthier’s Good Housekeeping Shop, Worcester, Mass. 


‘Sells 22 


Washers in 
Week! , 


a 
A 


AT. OFF 


Try this quiz on your Thor distributor’s salesman 


Stump him and win a genuine Cameo Gold Ring! 


QUESTION SCORE 


1. How does the Thor 5-Year Guarantee differ from those offered 
by other washing machine manufacturers? 


2. Why is Thor the only manufacturer able to offer this compre- 
hensive 5-Year Guarantee ? 


3. What Thor product will help me exploit the least developed 
but fastest growing appliance market today? 


What is the ‘‘Homemaker’s Quiz’ and how can it be used to 
increase my profits? 


My Name 
M. R. WILSON 
Firm Name . General Sales Manager 
Thor Corp., Chicago 50, Ill 
Street 
5 I stumped my Thor 
City Zone State , ray 
: Salesman. Send me a 


My Thor distributor's salesmar’s name is ‘ = 
y Cameo Ring! 
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how he did it: 








Early in March, Northeastern Distribu- 
tor's (Thor) salesman Ralph Tupper called 
on Hector Gauthier, gave him news about 
the coming Thor Spring Beauty Promo- 
tion. Gauthier immediately spotted it as a 
winner. Quipped “It’s a BEAUT!”” 








He left nothing undone to make his win- 
dow identify his store as the place to take 
advantage of this sensational new Thor 
offer. The Lilt home permanent give-away 
for watching a demonstration—and the 
Week-Ender Kit—got top billing along 
with Thor Washers. 











Gauthier went “all out’ for a tie-in with 
the Promotion. Checked his inventory of 
washers, ordered big supply of Week-Ender 
Kits and that terrific give-away—Lilt Home 
Permanents—and then used plenty of Thor 
ad-mats in his local newspaper. 








Thor radio announcements worked hard 
for Gauthier! Five days per week, local 
women were urged to get a FREE pac kage 
of Lilt home permanent—and to get a 
$39.50 value Week-Ender Kit as a gift 
with the purchase of a new Thor Washer 











Only two women at a time were permitted 
to watch each Thor Washer demonstra- 
tion, in the belief that each woman could 
thus be given more individual attention 
Women stood in line to see demonstrations 
and get free package of Lilt 


‘25” REWARD 


for your successful Thor selling story! 


Thor Franchise Dealers, 
Attention! Thor Corporation 
will pay $25 each month, un- 
til further notice, for the most 
interesting and unusual sto- 
ries of success in selling Thor 


L, 


Washers. If you have a story, 
we'd like to feature you. Just 
give the story to your Thor 
Distributor's Salesman — he'll 
handle the details from there 
on in. 


CORPORATION, Chicago 50, Illinois 


Automatic, Spinner & Wringer Washers « Dryers 
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Each woman who received package of Lilt 
for watching demonstration was asked to 
fill out card with her name and address 
Within a week after the demonstration 
Gauthier's salesmen made followup calls 
on these women — scored many sales 


P.$. The man on the right is me. I'm hand 
ing a crisp $25.00 to Mr. Gauthier for his 
interesting and inspiring story of good 
salesmanship and good merchandising 
Why don't YOU get into the act, too! 
(Signed) BOB WILSON 
General Sales Manager 

















This chart shows you the 
rate of market saturation 
for each individual appli- 
ance. Today's low-satura- 
tion appliances offer you 
your greatest sales poten- 
tial. In the not too distant 
future the low-saturation 
appliances will be in as 
great demand as today's 
refrigerator. 











81.3% 20.6% 12.7% 11.8% 8.6% 7.1% 2.2% 1.8% 


LEADERSHIP in the Promotion of 


Low-Saturation Appliances! 


Today's modern homemakers are demanding all-electric liv- 
ing. No longer are they satisfied with the ownership of just 
one or two electric appliances. Their sights are set on com- 
plete all-electric kitchens and home laundries. Hotpoint's ag- 
gressive promotion of all the ingredients of the all-electric 
kitchen and laundry has paced this great transition and has 
established upsurging markets for the full and complete 


Hotpoint has predicated its postwar expansion program on 
the newer appliances—appliances which hold a great future 
—a future with virtually unlimited marketing potentials. 
Electric ranges, automatic dishwashers, automatic clothes 
washers and dryers, electric water heaters, freezers, and food- 
waste disposals are all moving into the acceptance stage. 
The future of any successful appliance dealership lies in the 





Hotpoint line. All-electric living has arrived! active promotion of these low-saturation appliances. 


The future belongs to those who prepare for it. Hotpoint has paved the 


way for every American home to enjoy the benefits of electrical living. 
Hotpoint dealers are in a position to cash in on this upsurging trend. 
Have a talk with your Hotpoint distributor and prepare for greater 
profits today and tomorrow with Hotpoint’s Full-Line Franchise. 


The tovemett Tranchite ‘athe ludutty! 


RANGES © REFRIGERATORS © DISHWASHERS © DISPOSALLS® ¢ WATER HEATERS 
FOOD FREEZERS © AUTOMATIC WASHERS © CLOTHES DRYERS © ROTARY IRONERS © CABINETS 
HOTPOINT CO. (4 Division of Genero! Electric Company) 5600 West Taylor Street, Chicago 44, Illinois 
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THE LOOKED-UP-TO LINE 


IN GAS AS WELL AS ELECTRIC 


Dealers who sell both electric 
and gas automatic water heaters 
feature SAF-T- HOT because 


both are outstanding in their fields. 


DRAFT DIVERTER HOOD 
prevents down drafts 





WHITE ENAMEL FINISH ————o+ 
electrostatically sprayed. 
infra-red baked 


EXTRA HEAVY CORROSION 
RESISTANT INTERNAL FLUE 


FIBERGLAS INSULATION, ————> 
blonket type in extra 
generous amounts 
@ minimum of 
two full inches on 
all sides and 
five full inches on top 


MAGNESIUM ANODIC ROD 
(optional equipment 
at extra cost 


GRAYSON UNITROL ——————= 
dial the heat you want 


DRILLED, RAISED 
PORT BURNERS 


centered on tank 


100% SAFETY SHUTOFF 


ALL ADJUSTMENTS 
easily accessible but safe 
egainst accidental changes 











HOT WATER OUTLET 
at top of tank for silent 
withdrawal 


SPIRAL BAFFLE 
gets extra heat value 
from the fuel 


SIDE INLET and OUTLET 
conceals unsightly pipes 


HEAVY GAUGE HOT DIP 

GALVANIZED TANK 
ndividually tested of 
355 pounds pressure 


COLD WATER INLET 
disperses water uniformly 
over bottom of tank 


DRAIN threaded for 
hose connection 


INSULATED DOOR 
has baffle and gaskets to pre 
vent discoloration of jacket 


EXTRA BAFFLE 
catches condensation 
keeps floor cool 


BLACK BASE conceals 
mop marks, quards floor 





SAF-T-HOT GAS WATER HEATERS ARE: 


BETTER LOOKING. Streamlined and designed so that 
when installed in a corner or line of kitchen applix 
ances, water pipes do not show. Very even, tough 
finish, electrostatically sprayed, infra red baked for 
long, long life and sparkle. 


BETTER OPERATING. Specially designed burner and 
spiral baffle utilize heat more economically. Extra 
fast recovery; in 30 gallon size, for example, full tank 
heats in 50 minutes. 


BACKED BY A SALES CLINCHING WARRANTY. Fine 
performance and service records enable SAF-T-HOT 
to pioneer impressive 3, 7, and 12 year protection 
plans on three series of heaters, each series a leader 
in its price range. 


Made in 20, 30, 45, and 66 gallon capacities, 


@ WRITE FOR FACTS ON SAF-T-HOT ELECTRIC 
AND SAF-T-HOT GAS AUTOMATIC WATER HEATERS. 


THE HEDGES LINE 


SAF-T-HOT * ACTANE + MERTLAND 
M. M. HEDGES MANUFACTURING CO., INC. 
CHATTANOOGA, TENNESSEE 

+ WATER HEATER SPECIALISTS + 











it IRI AA BEDI 


(Additional items will be found on pages 11, 13 and 81) 


2010—Water Heaters. An illustrated folder describing 
Bell Water Heaters and the ten-year guarantee and war- 
ranty is available from Adacar Mfg. Co., Napier Field, 
Dothan, Ala. 

2012—Domestic and Industrial Heaters. Electromode 
Corporation, 45 Crouch Street, Rochester 3, New York, 
is currently offering an Industrial and a Domestic Cata- 
log. The Industrial Catalog (EC-62R) gives complete 
descriptions, specifications and illustrations of Electro- 
mode Suspension-Type, Combination Portable and Suspen- 
sion, and Explosion-Proof Heaters, and includes data on 
control equipment, mounting and wiring diagrams, Illus- 
trations of typical installations. Also information on how 
to figure heat loss. The Domestic Catalog (EC-63R) is 
full of typical installations for walltype, portable, auto- 
matic and non-automatic Electromode Heaters, with com- 
plete specifications and ne uses; also includes 
instructions for installation of wall model heaters. 

2014—Hot Water Heaters. Informative and well-illus- 
trated data are available from M. M. Hedges Manufac- 
turing Co., Inc., Chattanooga, Tenn., on their line of Auto- 
matic electric and gas water heaters. 

2018—Electric Fans. A 28-page, profusely illustrated 
booklet describes in complete detail, this company’s line 
of fans. Booklet available from Emerson Electric Manu- 
facturing Co., 81st and Florissant Ave., St. Louis 21, Mo. 

2022—Night-Air Cooling Window Fan. A two-page cat- 
alog sheet, completely illustrated and containing descrip- 
tive information on the 1952 Viking Window Fan is now 
available from the Viking Air Conditioning Corporation, 
5601 Walworth Avenue, Cleveland 2, Ohio. Illustrations, 
installation sketches, prices, specifications, and cooling 
diagrams are included. 

2024—Electric Water Heaters. New specification sheets 
are now available for a full line of cylinder and table 
top models, featuring the Water Hotter, from the White 
Products Corp., Middleville, Mich. 

2030—Electric Fans & Drills. Signal’s complete line is 
shown in a new catalog just off the press, featuring a 
wide variety of desk, pedestal, exhaust, and vent fans. 
Literature on drills, telegraphic equipment, and motors 
is also available from the Signal Electric Mfg. Co., 
Menominee, Mich. 


| 





2034—Electric Flat Irons. Full information on Amer- 
ican Beauty Electric Flat Irons in a weight, a shape, a 
size for household, as well as every industrial and manu- 
facturing use, is available in literature from the American 
Electrical Heater Company, 6110 Case Ave., Detroit 2, 
Mich. . 


2038—Murray Ventilating Fans. A set of specification 
sheets is available describing the Murray line of fans, 
including 20 and 24 inch window fans and vertical and 
horizontal ventilating fans. H. C. Biglin Co., Inc., 177 Har- 
ris St., NW, Atlanta 3, Ga., is exclusive sales agent for the 
line which is manufactured by Murray Co. of Texas, Inc. 


2040—Electric Blowers and Exhausters, Bulletin 3014-D 
describes Types “E” and “RE” Buffalo blowers and ex- 
hausters manufactured by Buffalo Forge Co., P. O. Box 
985, Buffalo 5, N. Y. Characteristics of the Blowers, 
graphs, charts including capacities and static pressure, 
and exact dimensions are all contained in the 8-page 
folder. 

2056—Electric Heaters and Heating Units sold through 
electrical dealers for home or farm are described in a new 
folder available from E. L. Wiegand Co., 7600 Thomas 
Bivd., Pittsburgh 8, Pa. The folio contains data and price 
sheets covering the profitable Chromalox line of table 
stoves, air heaters, range and water heater units and the 
new flexible Thermwire heating cable. 

2058—Exhaust Fans. A new Emerson-Electric Exhaust 
Fan catalog, illustrating and describing in detail this line 
of fans for all types of buildings, is offered by the Emer- 
son Electric Mfg. Co., 81st and Florissant Ave., St. Louis 
21, Mo. 


2064—Electric Fans. An attractive 12-page Catalog 
of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products 
is given, with complete specifications and dimensions. 


2066—Shutters & Dampers. A 12-page catalog (No. 
46) is available from the Elgo Shutter Mfg. Co., 2738 W. 
Warren Ave., Detroit 8, Mich., describing the 17 different 
types of shutter and dampers manufactured by them, and 
as used in connection with ventilating and air-condition- 
ing installations. 
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Gentlemen: 

Please send me the bulletins and catalogs indicated. 
(Print Plainly) 
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Company 


Address 


City & State 





September, 1952 
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catalogs will be mailed promptly. 
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2070—Zephair Fans. Hunter Fan and Ventilating Co., 
Inc., 400 So. Front St., Memphis, Tenn., offers a new 8- 
page catalog containing detailed information on the Hunter 
Zephair Fans, for home and industry. 


2072—Window and Attic Fans. Two new 1952 bulletins 
on window and attic fans have been published by Reed 
Unit-Fans Inc., 1001 St. Charles Ave., New Orleans, La. 
A new line of 20”, 24” and 30” 2-speed window fans 
along with the established line of reversible window and 
attic fans are described in these bulletins. 


2078—Sales Helps. A variety of sales helps, including 
How to Sell Booklets, Consumer folders, Specification 
Sheets, Free Mats, Cuts and Glossy Photographs, Displays 
and Promotion Kits for selling and demonstrating Gen- 
eral Mills Home Appliances—the Automatic Toaster, Tru- 
Heat Iron and Steam Ironing Attachment sponsored by 
Betty Crocker. Available to dealers from General Mills, 
Inc., Home Appliance Dept., 1620 Central Ave., Minne- 
apolis 13, Minn. 


2090 Fans and Fan Parts. A new bulletin No. 4152 
describing their Knock Down Fans and Fan Parts has 
been announced as available from S. J. Stewart (Elec- 
tric), 527-31 St. Joseph St., New Orleans 12, La. 


2092—Air Circulators and Window Fans. The Complete 
Line of Kisco Floor Model Air Circulators and Portable 
Window Fans for 1952 is illustrated and described in a 
series of two-color catalog sheets and envelope stuffers 
available to the trade. A Special Sales Manual containing 
product and sales information is available for use by 
Dealers handling Kisco Products. Kisco Company, Inc., 
2400 Dekalb St., St. Louis, Mo. 


2106—Fan and Centrifugal Blowers. Catalog No. 513-B. 
Vital specifications Fresh-Air Maker Fans-Hy Duty Cen- 
trifugal Blowers. Attic, Portable, Reversible Window, 
Exhaust fans. Single and double inlet blowers. Ventilat- 
ing Division - Schwitzer -Cummins Co., 1125 Mass. Ave., 
Indianapolis, Indiana. 


2108—Household Refrigerators, Farm and Home 
Freezers, Electric Ranges. Complete information regard- 
ing Coolerator space-saver refrigerators, a completely 
new line of farm and home freezers and automatic seven 
heat Push-A-Button electric ranges. Write Coolerator, 
Duluth 1, Minnesota. 


2112—Oil Heaters. Colorful 4 page catalog, entitled 
“Nescontro] Heating” describing and illustrating the com- 
plete Nesco line of Fuel Oil Heaters and Kerosene Heaters, 
is available from the Nesco, Inc., 201 North Michigan 
Ave., Chicago 1, III. 

2114—Electric Heetaires. A new, colorful, twelve-page 
booklet from Markel Electric Products, Inc., 145 Seneca 
St., Buffalo, N. Y., unveils a complete line of wall-attach- 
able, well-recessed, and portable heaters. Heetaire models 
for every room in the house and other applications are 
described. 

2116—Replacement Heating Units—For electric water 
heaters. Information on the complete line of various 
wattages, voltages, and shapes of water heater units of 
the Immersion Type can be obtained by requesting Re- 
Eeecmseent Manual No. 5 from Tuttle & Kift, Inc., 1825 
N. Monitor Ave., Chicago 39, Illinois. 

2118—Electric Fans. Robbins & Myers, Inc., Fan Divi- 
sion, 387 So. Front St., Memphis, Tenn., offers an attractive, 
12-page illustrated catalog covering outstanding features, 
design details, and performance ratings of R & M do- 
mestic, commercial and industrial fans for 1952. 

2122—-Surface Heating Units—For electric ranges. 
Complete information on fitting the famous TK Mono- 
tube Electric Range surface heating units into all types 
of electric ranges can be obtained by reauesting Replace- 
ment Manual No. 5 from Tuttle & Kift, Inc., 1825 N. 
Monitor Ave., Chicago 39, Illinois. 


2124—Evaporative Air Coolers. Essick Manufacturing 
Company, 1950 Santa Fe Avenue, Los Angeles 21, Cali- 
fornia, offers a greatly enlarged line of Air Coolers for 
1952. The “Comfort Selector” is introduced for the first 
time, which permits complete control of coo] air delivery 
from zero to full capacity, enabling the user to vary the 
air volume and cooling to meet his personal requirements 
New this year also is a line of five “Down Discharge” 
models for easier roof installations. The complete line 
includes 25 models. ranging from 1500 CFM fan-type 
coolers to 12.500 CFM industrial sizes. including 11 win- 
dow-mounting units. Write for further information. 


ELECTRICAL SOUTH for SEPTEMBER, 1952 


2136—HANDHOT CONSUMER MAILER—“HOME IS 
A PLEASURE”—9-page catalog of appliances and fans 
giving “tips” for using in copy. (Makes an effective 
dealer mailing piece. The “kiddies” enjoy the carton 
type drawing). Chicago Elec. Mfg. Co., 6333 W. 65th 
St., Chicago 38, lll. 


2140—Ventilating Equipment Circulators & Devices 
announces the publication of their new, up-to-date 1952 
catalog illustrating their complete line of ventilating 
equipment including Pedestal, Wall and Ceiling fans, Ex- 
haust Fans, new reversible window fans, blowers, shut- 
ters, etc. Write to Circulators & Devices, 98-168-32nd 
Street, Dept. E. S., Brooklyn 32, New York, for your free 
copy. 


2142—-Gas and Electric Water Heaters. Two bulletins, 
in color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jackson 
Mfg. Co., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table- 
top and round electric heaters, as well as floor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 
heaters in the other. Warranties on both gas and elec- 
tric models are explained. 


2144—Ventilating Products. The complete line of 
Schwitzer-Cummins Ventilating Products are described 
and illustrated in a new condensed catalog. Included are 
attic, reversible window, cabinet, portable and exhaust 
fans and single and double inlet blowers. Copies are 
available from Schwitzer Cummins Co., 1125 Massachu- 
setts Ave., Indianapolis 7, Ind. 


2150—Apartment-Size Electric Range. Complete spe- 
cifications on the State Pride apartment-size electric 
range, manufactured by State Stove & Mfg. Co., 509— 
25th Ave., No., Nashville, Tenn., are contained in a new 
two-color catalog sheet. The stove is illustrated, and 
many consumer advantages are listed. 


2152—Shutters and Dampers. Air Conditioning Prod- 
ucts Co., 2340 W. Lafayette Blvd., Detroit 16, Mich., has 
made available an 11-page illustrated catalog No. 44 
describing their line of shutters and dampers. 


2154—Rancher Fan. The “Niteair” Rancher, a com- 
plete package unit designed for ranch-type homes with 
low-pitched roofs, is described in Form No. 630 catalog 
page from The Lau Blower Co., Dayton 7, Ohio. The 
eight-step installation procedure is shown, as well as di 
mensional drawings and specifications. 


2156—Combination Portable Window Fans. Three sizes 
of Lau combination portable window fans that harmonize 
in color and design are included in catalog folder Form 
No. 615 available from The Lau Blower Co., Dayton 7, 
Ohio. Model] 1252 is designed for casement windows, as 
is Model 1652, which is 2 inches larger. Mode) 2052 is 
a new window fan with side expanders. Variety of uses 
for all three fans is included in the folder 


2158—Long-Range Radio & Television. Write: Michael 
Kelly, sales manager for key dealership franchises; and 
full technical data on Hallicrafters’ world-famed precision 
radios and television. Hallicrafters now GUARANTEES 
150-MILE TELEVISION RECEPTION, and GUARAN 
TEES WORLD-WIDE RADIO RECEPTION. These exclu 
sive products may now be available for your territory, so 
write today. The Hallicrafters Company, Chicago 24, 
Illinois. 

2160—Electric Hot Water Heaters. A new catalog de 
scribing Rex Electric Water Heaters is available from 
THE CLEVELAND HEATER CO., 2310 Superior Ave- 
nue, Cleveland 14, Ohio. It illustrates both the conven- 
tional round and the “Table High” models. 


2162—Fans and Blowers. Fans and blowers for every 
requirement are described in Catalog No. 400 of Chelsea 
Fan & Blower Co., Inc., Plainfield, N. J. Illustrations of 
each unit are accompanied by a listing of features, 
specifications, and dimensions, as well as cross-sectional 
drawings on many models. 


2164—“TOWERS & MASTS FOR TELEVISION & 
RADIO. By writing to the Jontz Mfg. Co., 1101 E. Me- 
Kinley, Mishawaka, Indiana interested persons may procure 
information on a full line of Towers & Masts for TV and 
Radio installation. The Jontz Mfg. Co. also produces Guy 
Rings, Roof Mounts. and steel tubing. All materials are 
heavily zinc-plated & chromate dipped for great rust-re- 
sistance.” 
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DOMINION DISPLAYS ATTRAC- DOMINION HEADQUARTERS DOMINION IS IDEAL FOR SPECIAL 
TIVELY — sells on sight. Pays high attracts presold customers. Bring * PROMOTIONS — proven volume 
dollar return on floor space — you them in to buy with window dis- builders to use for your special at- 
can afford to keep Dominion in a plays, signs, statement stuffers, news- tractions and store promotions. 
good traffic spot. paper ads, etc. 
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BUSINESS... Jor you 


e National Advertising « Demonstrations 
e Local Newspaper Advertising ¢ Displays 


DOMINION FEATURES CREATE IM- 
PULSE SALES — makes “lookers” 
want Dominion. Helps sales people 
with sales clinching facts. 





a 





; DOMINION ELECTRIC CORPORATION e@ MANSFIELD, OHIO 
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The PROFITS are fine... 


with the INCOMPARABLE NEW 


apeluat 


People are taking to this new Capehart line. Once seen... 
once heard... this new Capehart will be the choice of your 
prospects who want the best. Only then will they realize 
Capehart’s superior qualities... its brilliant Crystal-Clear 
picture . . . power-packed Reserve Supply Video Power* 
chassis... the authentic styling of its cabinetry . . . qualities 
that have made Capehart the prestige leader in television. 
Get in the swim... with Capehart ... for bigger business 
and bigger profits. A valuable franchise may be available in 


your territory. See the Capehart distributor for your territory 


Capehant “iy, > 


or write Fort Wayne today. 


The CAPEHART Clock Radio 
(Model TC-20). The fastest selling 
clock radio on the market — the 
most wanted, the smartest styled 

as the extra radio. Real 


Plastic cabinet in choice $4995" 
booster for radio sales 3995" 
Only $ 


of colors. Only 
CAPEHART-FARNSWORTH CORPORATION 
Fort Wayne 1, Indiana 


An Associate of International Telephone and Telegraph Corporation 
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The CAPEHART 5-Way Radio 
(Model 15). Portable and table 
radio in one package. Plays on bat- 
tery or AC or DC current. Perfect 


The CAPEHART “Monticello.” Smartly-styled 
with lifelike 21-inch Crystal-Clear Picture, 


exclusive Symphonic- 
new 26-tube Extra Po 
gin chassis 


The CAPEHART 
“Charlestown.” For 
those who demand the 
finest. Brilliant 21-inch 
Crystal-Clear Picture 
Unequalled Symphon 
ic-Tone. Reserve Sup- 
ply Video Power for 
Au 


$39995" 


clearer picture. 
thentic styl- 
ing in ma- 
hogany. Only 


The CAPEHART 
“William Penn.” Un 
equalled picture qual- 
ity, tonal reproduction. 
?l-inch tube for Crys- 
tal-Clear Picture. Pow- 
er-packed chassis with 
Reserve Supply Video 
Power. Traditional ma- 
hogany 18th century 


— $4.7500"° 
ELECTRICAL SOUTH for 


Tone... 


wer Mar- $34995" 


he 


| 


Zone | price. 
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DISTRIBUTOR RECOMMENDS COMMERCIAL CREDIT PLAN Vir. K. W. I 
President and General Manager of Pittsburgh Products Co., Pittsburgh, P 
features of a new home freezer with Mr. I A. Anderson, Sales Manager 
Division. Mr 


said It gives the dealer an opportunity t 


to stock merchandise without investin 


Evans in heartily endorsing the Commerciat Crepit PLAN f 


own capital,” he says. “ Also, Commenctat. Crepit often takes care of dealer needs that loca INSURANCE PROTECTION HELPS SELL CUSTOMERS 
financing concerns are unable to handle. | 1 plian ld ind th Comm i 
very ipphance sold under he OMMERCIA 
Crepit PLAN is automatically insured 
tecting customers ag 


More appliance dealers use ata cscgg tee ag ogc 


Insurance cancels the unpaid balance 


. ° . . yurchaser’s death. These are real s¢ 
Commercial Credit financing ay 


ur customers 


than any other national plan 


DESIGNED ESPECIALLY FOR YOUR NEEDS — the compiler 


COMMERCIAL CREDIT package gives you everything you need in the 


way of financing ... from a wholesale plan that enables you to keep 


floor stock up without tying up needed working capital . . . down to 


the last detail of retail financing that helps sell customers mor 


appliances 


CALL, WRITE OR WIRE 
Creoprr office for a copy of ur 
inalyzes the appliance market 
build sales and profits with Commercial 


Or ask your distributor { : 


COMMERCIAL CREDIT 
CORPORATION 


A subsidiary of Commercial Credit Company, Baltimore 
... Capital and Surplus over $125,000,000 . . . offices 
in principal cities of the United States and Canada. 











INDUSTRY NEWS 


BRIEFS 


COVERNMENT 


REGULATIONS 





Appliance dealers 
form co-operative 


ELECTRICAL home appliance deal- 
ers in Washington, D. C., alert to 
possibilities of co-operation for 
group buying, warehousing, and 
sales promotion, have announced the 
formation of the “Big 10, Inc.” In- 
cluded in the membership are sev- 
eral Washington home appliance 
dealers. Among them are James F. 
Fulford, who is president of the 
new co-operative; Jerry Mulasky, 
vice-president, of the Capital Appli- 
ance Co.; Al Schwartz, treasurer, 
of the Electrical Center; Rudy 
Cordau, District Home and Auto 
Supply Store; Charles Oshinsky, 
Standard Tire and Battery Co.; and 
Robert Dowd, of Dowd Radio and 
Electric Co. Applications for the 
completing memberships for the 
“Big 10” are being reviewed. 

Membership requirements in the 
new co-operative include an annual 
gross of $350,000, an initiation fee 
of $2,500; and local good will and 
neighborhood respect, based on high 
standards of business operation and 
well established credit ratings. The 
prospective member must also be 
located in a non-overlapping busi- 
ness area. The “Big 10” program 
includes buying and warehouse 
supervision under an executive di- 
rector, a suitable warehouse to re- 
place the ten storage arrangements 
now contracted independently by 
“Big 10” members, and group ad- 
vertising to be headed by a new 
“Big 10” decal carrying the names 
of member stores. 

The advertising promotions will 
use newspaper space, direct mail, 
television, and radio presentations. 
The “Big 10” promotional cam- 
paigns will concentrate on the pre- 
sentation of special features of the 
merchandise, and the meeting of in- 
dividual customer needs. “We are 
together,” says President Fulford, 
“for mutual co-operation where this 
will be advantageous. But we are 
allowing ourselves plenty of scope 
for individual activity.” 

Recently 53 distributors met with 
the “Big 10” members to learn the 
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details of the corporation’s program 
and to discuss advantages for all in 
the project, as regards immediate 
and long range business building 
in the electrical appliance field in 
the Washington, D. C. area. 


Better public relations 
sought by Texas dealers 

A BLUE RIBBON plaque, with a re- 
verse of HADA emphasized as the 
insignia, will be displayed soon in 
appliance stores throughout Hous- 
ton, Texas. 

The insignia will represent mem- 
bership in the Houston Appliance 
Dealers Association, which is start- 
ing a drive to promote better rela- 
tionship between the dealers and 
the public. 

The association officers are: H. 
Wylie Sinclair, Acme Airco Co., 
president; Stanley Blount, Stan- 
iey’s Appliance Center, vice-presi- 
dent; Ben Duffie, Sr., Ben Duffie, 
Inc., vice-president; E. E. Alger, 
Sand’s Appliance Co., treasurer; 
and Wesley R. Edmonson, Wesley 
R. Edmonson Co., Inc., secretary. 

“We hope to establish confidence 
in the public mind by the assurance 
of ethical practices, fair dealing, 
and honest values with no misrep- 
resentation either in sales practices 
or advertising,” Mr. Sinclair said. 
Other purposes of the association 
are: 

To exchange ideas in connection 


with the promotion, sale, and gen- 
eral improvement of gas and elec- 
trical appliances and equipment. 

To collect and disseminate in- 
formation of benefit to its members 
regarding various phases of gas 
and electrical appliance distribu- 
tion. 

To promote acquaintance, good 
fellowship, and close business un- 
derstanding. 

To promote the welfare of its 
members in every consistent man- 
ner. 


GE establishes 
fair-trade section 

A SPECIAL Fair-Trade Section to 
enforce state Fair Trade laws on 
the sale of all its products has been 
established by the General Electric 
Company’s Small Appliance Divi- 
sion. 

W. J. Pfeif has been appointed 
manager of the new section, which 
will establish the procedures aeces- 
sary to administer the G-E Fair 
Trade program, including the hir- 
ing and supervision of outside shop- 
ping personnel. 

Mr. Pfeif, in conjunction with 
G-E district representatives, will be 
responsible for keeping the com- 
pany informed on the observance of 
Fair Trade minimum retail prices 
in all Fair Trade areas. Such re- 
sponsibility will include the conduct 
of appropriate retail store surveys 








RETAIL RADIO-HOUSEHOLD APPLIANCE DEALERS 


ESTIMATED TOTAL SALES 


Millions of follcrs 





Retail sales— 

Sales of retail radio and 
appliance dealers were 
estimated at 232 million 
dollars during June, 
1952, by the U. S. OFf- 
fice of Business Eco- 
nomics, an increase of 
15 million dollars above 
May, 1952. The June, 
1952, sales were 18 mil- 
lion dollars above the 
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sales reported for June, 
1951. 
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Record-breaking advertising this Fall 
stressing “all-tound-the-house" uses 
means more demand than ever for the 
VERSATILE 


INA 


America’s 
Biggest Seller 
for a Lifetime 

of Beautiful Floors 








MORE ADVERTISING! Powerful full-page color ad- 
vertisements — September through December — in Life, 
McCall’s, American Home, House Beautiful, Woman's 
Day, Family Circle, Sunset Magazine and Ebony — 21 
million circulation, 63 million readers! 


MORE DEALER HELPS! tverything’s new — mat ser- 
vice to help you tie in with local advertising, displays, 
eye-catching mobiles, envelope stuffers . . . and “The Story 
of a Modern Cinderella,” a truly new and fresh approach 
in a counter giveaway booklet. 


RECONDITIONING KIT (extra equipment) — Natural 
sales companion fo the Regina Twin-Brush Polisher 





ACT NOW- mait this Coupon For Your Share of MORE Regine Profits! > 


Woy 


SH 
TWwiw-Bevsh 


Polisher ano Scrubber 


MORE REASONS TO BUY! Wide variety of uses 
gives the Regina broader sales appeal . . . gives you 
more to talk about! So versatile, it scrubs and polishes all 
types of floors .. . buffs table and desk tops, kitchen 
counters, fireplace brick and tile, play-room walls . . . dry 
cleans and waxes at the same time...sands traffic spots. 


MORE PROSPECTS! No other appliance has such a 
large and ready market. Here’s your chance to feature 
Regina, America’s No. 1 polisher — in name. . . advertis- 


ing . . . performance . . . trouble-free service . . . value. 


THE REGINA CORPORATION, Rohwey !2, N. J 
Pleose send ; 


C Name ond address of distributor for my territory 
CD Regine Polisher decler helps 


STORE NAME 





ADORESS ee STATE 


SIGNED___ 





in Canede, Gelling Industries, Lid., Wellend, Ontorie 











ALSO PRODUCERS OF INDUSTRIAL TWIN-BRUSH FLOOR MACHINES 
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and a close study of retail adver- 
tising. 

C. K. Rieger, division general 
manager, stated, “General Electric 
is on record as being whole-heart- 
edly in favor of Fair Trade. The 
establishment of this Fair Trade 
Section is evidence that we intend 
active support of that position.” 

The new section has already dis- 
tributed letters asserting the com- 
pany’s support of Fair Trade to 
some 900 selected dealers, and it 
plans such additional action as may 
be needed to insure maintenance of 
prices established under the Fair 
Trade Laws. These plans include 
legal action if necessary. 


Laundry unit sales 
up from last year 

FACTORY SALES of standard-size 
household washers in July totaled 
207,593 units compared to an in- 
dustry-wide total of 139,799 sold 
in July, 1951, a gain of 48.1 per 
cent, but were off 24.4 per cent 
from sales of 274,457 units in June, 
according to figures for the organi- 
zation’s membership announced re- 
cently by the American Home 
Laundry Manufacturers’ Associa- 
tion. 

Automatic tumbler dryers sold in 
July aggregated 33,858 units, up 
6.7 per cent from 31,720 sold in 
June, and a gain of 28.9 per cent 
over 26,268 sold in the comparison 
month of last year. 

Sales of 


automatic ironers in 
July amounted to 15,025, compared 
to 17,654 in June, down 14.9 per 
cent, but were 35.4 per cent above 
11,100 units sold in July, 1951. 


Hallicrafter unveils 
13 new TV modeis 

THE HALLICRAFTERS Company, 
manufacturers of radio and tele- 
vision, introduced 7 table models 
and 6 consoles recently as new units 
to supplement their 1952 television 
lines. 

According to Michael D. Kelly, 
manager of television sales, the in- 
troduction of supplementary models 
is in keeping with the company’s 
policy announced early in 1952 of 
not introducing several lines a year 
but of dropping in models periodi- 
cally to round out the line. 

In the new models, picture tube 
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Outstandingly useful and designed with today’s market in mind is the “telecart,” 

a TV base just announced by the Hallicrafters Company. The cart, which sells 

separately at $49.95, comes either in a mahogany or blond finish and will ac- 

commodate any of the company’s television sets. The set shown here, model 

1053, is a newly introduced one which features a 2] inch screen in a modern 
mahogany cabinet, and retails for $249.95, 


sizes range from 17 to 27 inches, 
and prices from $199.95 to $625.00. 
One set, the 1057-U is presently 
equipped to receive all channels in 
either UHF or VHF. All others 
are equipped for VHF, but can be 
adapted to UHF or both bands 
through the use of an inexpensive 
internal or external converter. 

Another innovation in the line 
was the introduction of the tele- 
cart, an exclusive base made in the 
form of an attractive tea table 
mounted on out-size casters for easy 
mobility. 
in either mahogany or limed oak is 
built to accommodate any Halli- 
crafters table model and is priced 
at $49.95. 


The telecart, which comes 


In several models in the line, the 
company has for the first time 
adopted the smoky black cabinetry 
of their precision short wave radios 
to the television panels. 
These, finished in highly polished 
gold trim, also have vertical and 
horizontal control holds on the front 
control panels. 


control 


Cannon separates 
sales departments 

N. L. CANNON, president of the 
Cannon Distributing Co., of Char- 
leston, S. C., recently announced a 
reorganization of the company’s 
sales force to include separate ap- 
pliance and electronics departments 
The Cannon Company distributes 
Crosley products throughout South 
Carolina. 

J. H. Chapman, Jr., formerly as- 
sistant sales manager, has been ap- 
pointed manager of appliance sales 
He will have charge of all white 
goods, kitchen, and builder sales. 

To head the new selling depart- 
ment, Mr. Cannon announced the 
appointment of R. S. Hardman as 
manager. Mr. 
will take charge of all 
TV, radio, and room air conditioner 
activities. 


electronics sales 


Hardman 


Mr. Cannon explained that the 
company reorganized its sales de- 
partments in meet the 
large volume of sales that are an- 
100) 


order to 


Please turn to page 
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Gilassheat puts you in the heating business 
electricity! 


—wherever there Is 


If you are one of those dealers 
who are still selling electric heat- 
ers only for bathrooms, you can 
triple your market with Glassheat. 
Now with Continental glass panels 
you can sell heating not only for 
extra rooms, attics, etc., but also 


1. Complete homes, offices. 
touring courts. 


2. Existing structures — not 
just where new construction. 


3. Anywhere—yes, on private 
power company lines and REA’s 
—not just in TVA sections. 


Can we prove it? 


1. Hundreds of complete homes, offices, tourist courts— 
even churches being completely and solely heated with 


glassheat, and at reasonable cost in all parts of the country. 


2. The panels can be simply and quickly attached to the 
surface of any wall—protrudes only 13g inches—existing 
structures can be equipped throughout about as readily 


as new construction. 





Fe 


@ Clean—no soot, no dust. 


‘ind out for yourself! 








We'll show you= 


3. Operating costs in line with other fuels wherever rate 
is 2¢ or less—and entirely satisfied homeowners, tourist 


court operators, etc., on private power company lines. 


You know people who would like an all-electric home or 
court—or who have an insufficiently heated area—or are 
adding a room—are not satisfied with their present heat— 
want something clean, trouble-free, odorless, healthful and 
SAFE—don’t want pipes, ducts, tanks, boilers, basement, 
repairs and maintenance headaches—would like something 
that can be quickly installed even in a freshly redecorated 


room without any damage. muss or fuss. 





by Continental Radiant Glass Heating Corp. 
1 East 35th Street, New York, N. Y. 


@ Healthful—constant, even temperature; no “dried out” air. 


@ Attractive—fits any decorative scheme. @ Safe—no monoxide, no explosion danger. 





NOTE: For information in Alabama, North Florida, Georgia, 
Mississippi, and West Tennessee, write Dixie Radiant 
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Glassheat Co., 72—1 1th St., N.E., Atlanta, Ga. Telephone: 
Vernon 2283. Exclusive distributor for these areas. 
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by Robert Latimer 


A renter is shown a new dishwasher. Some 60 per cent of rentals lead to sales. 


A military post nearby? Try 


A reactivated air base gave a Texas store a huge appliance rental 


® RANDOLPH AIR FORCE Base, a 
mile from Schertz, Tex., currently 
is supporting a population of more 
than 20,000. Very few of the Ran- 
dolph trainees brought furniture 
with them when they reported to 
the base, but most did bring fam- 
ilies—and those families needed 
appliances, at least temporarily! 

And that’s where Ott Appliance 
Co., of Schertz, came in. Manager 
J. J. Biediger decided that abnor- 
mal times called for abnormal mer- 
chandising methods, and proceeded 
to rent a complete line of major ap- 
pliances to this transient military 
market. Sixty per cent of the 
rentals turned into sales! 

Schertz has a population of less 
than 400, but Randolph Air Force 
Base, one of the largest crew train- 
ing fortresses in the air force, gave 
the whole area an economic boost 
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when bomber crew training was re- 
activated two years ago. Hundreds 
of housing projects have sprung up 
in the countryside around Ran- 
dolph, so Ott Appliance Company 
now has a trading area of more 
than 20,000 people. 

The company has taken advan- 
tage of this new market. It has 
done so much rental volume that 
last March it had to build a new 
40 by 40 foot showroom to display 
its lines and set up a new service 
organization to handle installations 
and maintenance. 


Why Ott rented 


The rental market was carefully 
investigated by Mr. Biediger in 
mid-1951, when it was found that 
most of the military personnel be- 
ing trained at the base were re- 
called pilots, navigators, bombar- 


diers, and radar observers, all vet- 
erans of World War II. During the 
six years intervening most had be- 
come husbands and fathers, and 
they reported back for air force 
duty leaving their homes rented to 
tenants in cities all over the United 
States. 

“Very few of the trainees who 
expect to stay at the base only a 
few months or so brought furniture 
along,” Mr. Biediger said. “Most 
of them were told in advance that 
housing was difficult to obtain. 
Nevertheless, they did report com- 
plete with families, and as a result, 
we found a wide-open appliance 
market.” 

To capitalize on this market, 
made up almost entirely of young 
officers with incomes of more than 
$500 a month and well able to pay 
appliance prices, Mr. Biediger did 
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renting out appliances 


market—and a majority of rentals turned into sales 





Regular service checkups on rented refrigerators yield a double dividend, boost- 
ing customer goodwill and assuring that Ou's renters keep appliances in good, 
clean condition. 
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more research. He found that few 
military families wanted to buy 
heavy appliances because of the re- 
sulting moving problem. All were 
anxious to use new appliances in 
rented homes that didn't have them, 
however, and rental service proved 
the ideal answer. 

Since mid-1951, Ott Appliance 
Company has been renting both 
new and used appliances at an ex- 
ceedingly good profit. New refrig- 
erators are rented for $15 a month, 
used ones for from $5 to $10, ac- 
cording to age and size. Automati 
washing machines are installed and 
rented for $10 a month, conven 
tional ones for $7. Electric ranges 
are rented for $8 a month. Seven 
leading makes of television sets are 
offered at rates that vary accord 
ing to need for antenna, size of 
screen desired, etc. A family may 
rent a TV set for as little as $7.50 
a month or as much as $20 a month 


60 per cent decide to buy 

The Ott company has allowed its 
appliance renters to apply the first 
three months rent toward the pur- 
chase price of the appliance, and to 
date some 60 per cent of those who 
have rented either new or used ap- 
pliances have wound up deciding to 
buy. 

“There are a lot of reasons for 
this,” Mr. Ott said. “Many fam- 
ilies, for example, who are accus- 
tomed to getting along with an old- 
fashioned refrigerator at home, are 
extremely pleased with modern, 
self-defrosting types, and after a 
few months of experience with 
them, determine to keep them. 

“The same is true of automatic 
washing machines and electric 
ranges. And sometime along the 
route, they learn that the air force 
will ship their appliances, carefully 
crated, by highway van, and that 
the moving problem is not as bad 
as expected. As a result we can 
count on the majority of our rentals 
turning into sales.” 

Ott Appliance Company's rental 
service has been well advertised 
throughout the Schertz area in a 
weekly newspaper and in base pub- 
lications at Randolph Air Force 
3ase. But enthusiastic word-of- 
mouth comments by one Air Force 
wife to another have been what has 
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brought a steady stream of custom- 
ers into the store. Once in the store, 
the displays of 
lines, the excellent service depart- 


nationally-known 


ment, and the modern showroom 
make a good impression. 


Civilians rent too 


Rental 
means limited to military person- 
nel, Mr. Biediger added. Many ci- 


operations are by no 


vilian couples (a lot of them are em- 
ployees on the military installa- 
tion), buying homes in new residen- 


Traffic promotion . . . 





tial developments nearby, experi- 
ment with this and that rented 
appliance, and finding themselves 
satisfied, go ahead and make the 
purchase. 

Results of Ott’s program have 
been a huge turnover on all rented 
appliances and a far better over- 
all return. 

“We have no trade-ins to worry 
about, payments are no problem, 
and apparently this market is go- 
ing to continue to exist for some 


time,” Mr. Biediger summed up 


New Orleans dealer utilizes 


housewares demonstrations 


® “THE APPLIANCE dealer, eager 
to boost sales of electrical house- 
wares,” according to George Joint, 
head of the electrical housewares de- 
partment at Maison Blanche De- 
partment Store, New Orleans, La., 
“will find that the public reacts to 
demonstrations about the same way 
they do to those on major appli- 
ances.” 

The Maison Blanche housewares 
department has increased its elec- 
tric housewares turnover annually. 

How? 

By applying exactly the same 
type of selling psychology to house- 
wares as to refrigerators, home- 
freezers, television, and other ma- 
jor appliances. They feel that elec- 
tric housewares are probably the 
most competitive item in electrical 
retailing. 

“The housewife can buy house- 
wares at the corner drugstore, in 
the variety store, or even at super 
filling stations,” Mr. Joint pointed 
out. “Therefore, what we must of- 
fer the public is better service, bet- 
ter satisfaction, and a better pres- 
entation, in order to win our share 
of the electrical housewares dollar.” 

This has been accomplished at 
Maison Blanche through two en- 
tirely different types of demonstra- 
tion. 

The department has wide aisles, 
display units against the wall, and 
“gondolas” for larger appliances. 
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It is so arranged that women enter- 
ing from any direction are imme- 
diately attracted. 

In order to trafic 
through the department which 
Mr. Joint feels is absolutely essen- 


promote 


tial for a profitable electrical house- 
wares volume—the first type of 
demonstration has been a continu- 
ous performance by one manufac- 
turer’s representative or another, 
in the center of the department. 
Manufacturers of the dozen nation- 
ally known lines carried in stock 
are glad to supply personnel 

On one day, for example, the 
demonstrator may display a waffle 
iron, turning out waffles. When the 
housewife approaches, she will be 
shown not only a handsome, na- 
tionally advertised waffle baker at 
a reasonable price, but also such 
features as the ability to make two 
waffles simultaneously, automatic 
shutoff, or warning signals. 

To climax the presentation, the 
demonstrator may serve her a waf- 
fle, complete with butter and syrup. 

On the next day, a manufactur- 
er’s representative, «1 d in 
white, may demonstrate a steam 
iron by pressing clothes of differ- 
ent fabrics — silk, wool, cotton 
while the prospect watches. 

The store has a variety of port- 
able platforms, chairs, benches, and 
tables, which can be combined to 
develop comfortable, efficient booths. 


The fact that Mr. Joint has a new 
booth developed for almost every 
type of demonstration keeps his de- 
partment constantly appealing. 

On consecutive days a_ roaster 
may be used to roast an actual 
fowl; an electric fan may be set 
up in the center of a ring of smaller 
fans, to operate the blades of all of 
them at once; or other clever dis- 
plays may be worked out with elec- 
tric mixers, sandwich grills, ete. 

“We try to see to it that every 
display is colorful, really educa- 
tional to the housewife who stops 
by, and most important, introduces 
her to features in electric house- 
wares which she may not already 
know.” 

That’s the first kind of demon- 
stration, Maison Blanche 
finds well worth the trouble. 


which 


Demonstration system No. 2 is 
based on Mr. Joint’s theory that, 
“We should never show a ‘dead’ 
appliance at any point.” 

All of the 
throughout the electric housewares 


display facilities 


wired for use 
with semi-concealed, double elec- 


section have been 
trical outlets located every few feet. 

This means that all appliances 
which may be operated safely on 
the sales floor can be put into ac- 
tion at the touch of a switch. Whirl- 
ing an electric mixer, getting a 
cooling breeze from every fan 
shown, cr heating up a steam iron 
immediately carries a lot of weight 
in selling women, Mr. Joint has 
found. 

As a typical example, the store 
has sold a surprising number of 
steam irons to women who for- 
merly believed that filling them and 
waiting for the water to heat up 
was a slow process. Showing the 
customer that only a few seconds 
are required to bring the steam 
iron up to operating efficiency al- 
Ways gets results. 

The store has been careful to set 
up all of its display materials to 
harmonize with the appliances pre- 
sented. For example, all shelves 
and tables on which irons are 
shown are covered with thick black 
felt. This keeps the bottoms of the 
irons polished. 

Deeply recessed niches are pro- 
vided for larger appliances, such 
as roasters, mixers, blenders, and 
those which require more space. 
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Not a model, though she looks like one, Mrs. Karl Michler has a home eco- 
nomics degree, six years’ homemaking experience, and is mother of a young 
child. Jett’s knew she could give other housewives practical advice. 


Our best salesman 


is a home economist 


by B. G. Newhoff 


® TO GIVE CUSTOMERS ample free 
parking space, Jett Appliance C¢ 
of Lexington, Ky., six years ago 
moved from its downtown location 
to the rapidly developing Ashland- 
Chevy Chase residential shopping 
center. 

To get a shop large enough, Jett’s 
selected a pleasant roomy house 
that looked like a home—not a busi- 
ness. By now Jett’s had changed 
its name and way of doing busi- 
ness, so 


To answer lady customers’ appli- 
ance questions owner Charles Jett, 
Jr., hired a home economist. 

Jett’s is not content merely to 
sell reliable appliances, says Mr 
Jett; it also wants to show house- 
wife customers how to get maxi- 
mum satisfaction from their appli- 
ances with a minimum of time out 
for repairs. Adding Mrs. Karl 
Michler, a graduate home econo- 
mist, to its staff is the newest of 
the company’s helps to homemakers 
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Shopping at Jett’s, now that Mrs 
Michler is there, is more like visit 
ing interested friends than carry 
ng on a business transaction. Jett’s 
looks like a home outside, complete 
with small evergreens, cedars and 
spruce, and entrance steps with at 
tractive iron handrails 

The homemaker—particulariy the 
voung and inexperienced one—ap 
proaches this residential type 
building with confidence no sé 
vere business structure could give 
her. She feels that in this Home 
of Jett’s her 
listened to patiently and_ solved, 


problems w ill be 


and that she won’t be hurried into 
making quick, perhaps unwise de 


Cisions. 


Why a home economist? 

A combination of circumstances 
last fall showed Jett’s a woman 
was needed on its entirely male 
staff. For one thing the 
cooking school held by the city’s 


annual 


two newspapers brought new cus 
tomers to Jett’s. Jett’s had suj 
plied the ranges on which the dem 
onstration meals were prepared, 
and the new customers were wome! 
who had seen what the stoves could 
do 

But no one in the store could 
answer women’s questions about 
meal preparation. Not one of the 
men at Jett’s had cooked a meal 
on the steves. Mr. Jett and assis- 
tants John Soard and Hardin Short 
could reel off comparative statistics 
about cost, controls, and even heat 
But women wanted to know, “Is 
the stove easy to clean?” “Can I use 
my old recipes on it without chang- 
ing them in any way?” 

To such questions the men could 
only guess the answers. A woman 
who had used the stoves and knew 
the answers was needed! 

Another hiring a 
home economist: Jett’s had recently 
started an increasingly popular ap 
pliance rental service—but the life 


reason for 


expectancy of a rented dishwasher, 
stove and refrigerator was only as 
good as the handling the appliance 
got. Since the rented appliances 
would make money only if they 
lasted a reasonable length of time 
without too many servicings, it was 
imperative that renters be in 
structed in their use. A home econ 
(Please turn to page 110 
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Mrs, C. W. (Sis) Williams tries out her 
selling technique on Dealer E. M. Baber. 


Salesmen must rehearse 


Here’s the sales formula of a Louisiana appliance 


dealer with 20 years of successful selling experience 


@ SALESMEN must rehearse, ad- 
vises E. M. Baber, for 20 years a 
successful appliance salesman and 
for eight years head of Baber’s in 
Monroe, La. 

Like the concert violinist who 
would not dare to face his public 
without hours of hard preparation 
and concentrated rehearsal, the 
salesman should not face the public 
either without a full dress. re- 
hearsal for his job, warns Mr. 
Baber. 

Mr. Baber emphasizes the value 
of a good start each day for any 
salesman. When a salesman messes 
up the first deal of the morning, 
his production often is ruined the 
rest of the day, Mr. Baber says. 

“That’s why I insist that my 
salesmen all be here at 8 every 
morning for a sales meeting. Our 
meeting wipes away the cobwebs. 
It puts the staff in the right frame 
of mind,” he adds. 


8 a.m. meetings 
“Our regular daily sales meet- 
ing is a full dress rehearsal, with 
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two staff members posing as sales- 
man and prospect. After the sales- 
man has given a demonstration and 
tried to close the deal, there is a 
period for criticism. 
like this the staff gets as much 
benefit from a bad demonstration 
as from a good one. 

“You have to keep your sales 
staff happy,” Mr. Baber says, “and 
for sales people to be happy they 


In a session 


must have satisfactory production 
To maintain production they have 
to be steamed up all the time.” 

To keep the sales staff steamed 
up, there is constantly some sort of 
contest for Baber’s sales force 
One month any member of the staff 
who closed $3,000 worth of busi 
ness got a $92 wrist watch. Mr 
Baber’s favorite contest prizes are 
framed $100 bills; at the end of 
the month he gives one of these 
hills to the salesman with the most 
business volume. 

Mr. Baber’s techniques pay off in 

Appliance deal- 
northern 


employee loyalty. 
ers throughout Louisi 


ana say he is one of the rare deal 


ers who maintains an_ effective 
sales staff without rapid turnover. 
His staff 


whose production ranks with that 


includes three women 


of the men. Two of the three have 
been on his staff for 12 years. One 
of his men has been working for 
him 17 years. These three were 
part of Mr. Baber’s staff when he 
was a sales manager, before he 
went in business for himself eight 
years ago. 

Mr. Baber proceeds cautiously 
when hiring an inexperienced per- 
son to break in as a salesman. He 
gets all the references available, 
studies them, and finds out where 
Before 


au new man or woman becomes a be- 


the candidate has worked. 


ginning staff member, Mr. Baber 
has a surprising amount of infor- 
mation about him. 

An applicant with no sales ex- 
perience is preferred. He can have 
been a barber or a construction 
worker—Mr. Baber will make him 
into a salesman if he has a good 
moral background and has not 


Please turn to page 111) 
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Service sells space heaters 


Washington’s W. S. Jenks & Son keeps sales high with 


a bonus to buyers of a year’s free servicing 


@ EMPHAsIs on service is helping 
to keep space heater sales consis- 
tently high for W. S. Jenks and 
Son, Inc., of Washington, D. C. 

“We constantly remind prospects 
that we provide more service pe) 
dollar to space heater buyers than 
they are likely to get elsewhere,” 
says Stewart Jenks, head of the 
75-year-old appliance dealership. 

Careful installation of all space 
heaters sold by the Jenks firm is 
followed up by a year’s free ser- 
vice, carried out speedily by a 
crew of a half dozen electrician 
specialists. 

Mild winters make Washington 
an ideal market for space heaters 
To meet all needs and problems in 
this rich market, Jenks and Son 
now stocks 15 nationally advertised 
brands of heaters. “We 
never have to plug one line,” says 


space 


Mr. Jenks, “and we're usually cer- 
tain to have in stock any brand a 
customer demands.” 


“Sell Service First’ 

“Selling the service department 
first” is a key rule in all Jenks’ ma- 
jor appliance departments. Point- 
ing out how vital this rule is to the 
space heater selling program, Mr. 
Jenks says: 

“Better installation and service 
are probably the only things we 
can offer customers which other 
retailers do not offer. We never 
leave it to the customer to make 
his own installation. Whether the 
space heater is gas-fired, oil-fired, 
or electrically operated, we send 
out a crew to place the heater in 
the best possible position, to insure 
that all safety precautions are ob- 
served and otherwise to make cer- 
tain that the buyer will get full 
satisfaction from the heater.” 

The Jenks firm’s guarantee of a 


year’s free service includes moving 

the space heater if necessary, 
installation of new units when parts 
replaced, and 


must be general 


maintenance work Jenks’ me- 


chanics are thoroughly familia: 
vith both installation and servic- 
ing and all six stress speed in an- 
swering calls and accomplishing 
necessary mechanical work. 
Sound, training is the core 0 
Jenks’ servicing program. Every 
mechanic, although his basic job 
may concern other appliances, must 
become fully acquainted with space 
heaters soon after he joins the or 
yvanization. Young men new in the 
shop assemble space heaters as they 
are received in crates. The learners 
accompany older, experienced in- 
stallation men setting up the heat 
ers. The new man is not expected 
to be 
must learn thoroughly the factors 
affecting placement of the heater, 
the venting necessary and how to 


a heating engineer but he 


handle flue and fuel supply prob- 
lems. 

A mechanic usually does not go 
out on his own hook until he has 
been with Jenks and Son at least a 
vear. By that time he is an excel- 
lent judge of such problems as how 
many BTU’s it will take to heat a 
constantly used 18 by 12-foot room 
with a northern exposure. 


Postcard promotion 
Servicing, of course, must be 
teamed with an effective promotion 
program. Jenks’ program has got- 
ten such sensational results that 
the firm has been roundly compli- 
mented by 
pliers. 


manufacturing sup- 


Jenks treats space heaters as an 
entirely separate merchandising 
problem. A_ double-fold, 
addressed postcard is sent to the 


return 
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customer immediately after hi 
space heater is installed. In the 
card is the firm's policy statement: 
“We appreciated the opportunity to 
serve you and hope you were 
well pleased. Will you kindly tell 
is how our service measured up” 
Your frank opinion will be very 
helpful. Just fill in the attached 
reply card and drop it in the mail.’ 
On the reply card is a column of 
questions which the customer may 
answer simply by making check 
marks: 
“Was you 


promised? 


job completed whe 


“Were the premises left cleat 
all debris? 

“Were you treated courteously’ 

“Was our work satisfactory?” 

The card also has the usual space 
for remarks and the firm’s tele 
phone number. 

The card is usually deposited in 
the customer’s mailbox the first day 
the space heater is in use, and 
serves to cement the Jenks name 
firmly in the customer’s mind and 
to remind him of the free service 
promised. In more than 1,000 heat 
er installations last year, the cards 
got an excellent response, and 
helped the dealership correct ser- 
vice deficiencies as fast as they 
developed. 

Just before winter, Jenks launch- 
es a broadcast mailing campaign 
Areas of the city, each with ap 
proximately 5,000 houses, are set 
aside to receive promotional post- 
ecards listing the huge number of 
Jenks’ brands. Arriving at 5,000 
homes simultaneously, the cards 
bring a long series of prospects, 
including many homeowners who 
have heard of the excellent service 
which Jenks has given to friends 
and neighbors 
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Knoxville dealers are using the Light and Power Board’s 
model kitchens for demonstraticn-type sales meetings. 


Utility home economist, Miss Alice Sharp, demonstrates 
an electric dishwasher during a sales training session. 


Demonstrations are the 


KNOXVILLE: Dealers have full access to several 


model kitchens for demonstration purposes 


@ DEMONSTRATION ROOMS open to 
all appliance dealers and electrical 
contractors are part of a sales pro- 
motional plan introduced by the 
Knoxville Utilities Board. By pro- 
viding additional aids to the deal- 
ers and contractors, the company 
has produced an idea that illus- 
trates how the three groups, work- 
ing together, can build sales. 

The Knoxville Utilities Board in- 
augurated the new system when 
they moved into their new build- 
ing, centrally located in downtown 
Knoxville. Under the new scheme, 
the appliance dealer and the elec- 
trical contractor have free access 
to their new demonstration rooms. 
four kitchens, and a complete elec- 
tric laundry. 

The arrangement works two 
ways. A dealer or a contractor can 
bring in customers for demonstra- 
tions. They see complete kitchens 
or separate electric appliances in 
operation. Customers wanting new 
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lighting installations by) 


tors can be 


contrac 
shown the variety in 
the new building. Twenty different 
lighting fixtures, schemes, 
and displays are at the disposal of 
the electrical contractors. Nothing 
is sold at the building, however: 
that is left entirely to the dealers 
and contractors. 

People visiting the utility com- 
pany’s model kitchen 
customers coming in to pay their 
bills, are confronted by the various 
promotional displays and lighting 
ideas. These displays, furnished by) 
both distributors of appliances and 
contractors, provide leads to poten- 
tial sales. The windows on Knox- 
ville’s main business street are also 
given to promotion of merchandise 
or service by dealers and contrac- 


color 


setups, or 


tors. 

The modern, new lobby contains 
displays providing additional incen- 
tive to prospective customers. Dif- 
ferent products are promoted each 


month in the main lobby. Distrib- 
utors take turns in placing exhibits 
there; for example, in early sum- 
mer there was a display of window 
fans, air conditioners, and other 
cooling equipment, some of which 
could be installed by contractors 
Names of the dealers are on the 
equipment shown, and under the 
rotation system, displays 
from two to four weeks. 


remain 


The demonstration rooms have 
become a sort of community center 
in activities on home life, especially 
those labor saving 
electrical equipment. Cooking class- 
es are 


dealing with 
conducted, and women’s 
groups go there for meetings. The 
equipment in the demonstration 
rooms is changed about every six 
months, with different makes going 
in each time. 

A complete sales instruction pro- 
gram, open to all appliance sales- 
men, was planned by the various 
dealers 
his own 


Each dealer arranges for 
salesmen’s session, and 
the sales manager and home econo 
mists give the talks and demon- 
strations. 

By combining all the appliances, 
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Actually operating appliances in a model home gave Lowry Electric, 
of Miami, an unusual opportunity to demonstrate their appliances. 


quick way to more sales 


MIAMI: Tie-in with home builder enables dealer 
to demonstrate new appliances in model home 


® HOME DEMONSTRATIONS of electri- 
cal household appliances are not a 
new idea, but the Lowry Electric 
Co., of Coral Gables, Fla., put one 
on recently with a little different 
twist. Instead of relying upon a 
manufacturer to stage such a dem- 
onstration in its area, Lowry Elec- 
tric arranged its own show in a 
brand new Coral Gables home which 
it had completely equipped with 
electrical appliances. 

The house, in the $35,000 class, 
had been built speculatively, so the 
builder was looking for a buyer 
and was glad to co-operate. The 
home was open from 9 a.m. to 5:30 
p.m. for ten days, which included 


facilities that 
utility company, the dealers, 
the contractors can _ offer, 
Knoxville Utilities Board 
brought about a lucrative demon- 
stration program for all concerned. 


services, and 


two Sundays. More than 5,000 visi 
tors were counted. 

All equipment in the kitchen and 
laundry was in operation. A show- 
card showing the price and perti- 
nent details of each item was dis 
played on it, but there was no at 
tempt to sell similar equipment to 
visitors. Questions were answered 
and literature was passed out, but 
no sales effort was made 

One of the features of the house 
that was pointed out to visitors 
was that room had been provided 
for a home freezer, as many homes 
do not have space for this item. A 
9 by 10 foot laundry room was 
equipped with a washer, dryer, and 
ironer on one side, and a home 
freezer and table top water heater 
on the other side, all 36 inches high. 

The demonstration was adver- 
tised in the two Miami daily news- 
papers, in spot radio announce- 
ments, and in a local television pro- 
gram, Candid Camera, which Lowry 
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George F. Klein, sales manager for Lowry, 
with Armer EF. 


White, home builder. 


Electric Company sponsors 

George F. Klein, sales manage! 
of the company, says that the home 
demonstration produced more trace- 
able results than a double-page 
newspaper advertisement which the 
company ran a short time before 
on the occasion of its twenty-eighth 
anniversary. 

Among the sales that were known 
to have resulted from the home 
showing were a central heating 
system and a 12 cu. ft. home 
freezer, at $1,250 each, while an 
other customer bought an entire 
electric kitchen 

The Lowry Electric Company has 
two stores in Coral Gables. One 
building houses the construction 
department; the appliance depart 
ment is at the second location. The 
appliance department is relatively 
new, having been opened only a 
year or 80 ago. 

he electrical contracting busi- 
ness of Lowry Electric Company is 
one of the Florida. 
James R. Lowry, its president and 
general manager, is the son of 
Robert E. Lowry, who founded the 


business 28 years ago. 


largest in 
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Keeping the regular customer 


@ AS A PROGRESSIVE appliance re- 
tailer you will use every availab.e 
method to attract new customers. 
But are you expending the same 
kind of effort to keep your “regu- 
lars” coming back? 

Some recent surveys made 
throughout the country on retail 
selling practices have brought 
some rude shocks. While it is true 
that retailing in general is a long 
way from the hapless discord and 
customer brush-offs of World War 
II], it is obvious that too many 
store Operators have become com- 
placent about their regular cus- 
tomers and are ignoring the im- 
portance of getting the repeat sale. 

It is human nature to expend 
maximum courtesy and service on 
the brand-new customer, who has 
entered the store for the first time 

and to pay correspondingly less 
attention to the regular whose 
wants are probably already known. 

Most retailers have, at one time 
or another, noticed suddenly that 
a regular customer, who may have 
been coming into the store for 
vears, has for some reason or an- 
other disappeared. If he takes the 
trouble to follow up, he may find 
that some small discourtesy, or 
lack of service, was all it took to 
transfer this customer’s business 
elsewhere 

Old customers are important. 
The longer they continue to buy 
from the store, the more important 
they are—for their very loyalty 
indicates that they are pleased 
with the store, its stock, and the 
management. 

Customers of this type are val- 
uable boosters. They spread their 
good will to friends and relatives, 
and are in effect “walking adver- 
tisements” for the retailer. Thus, 
anything the retailer may do to 
maintain the good will of his cus- 
tomers is plain common sense. 

Here are ten steps which the re- 
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tail store operator in any field may 
logically apply to hold old-custom- 
er good will and keep them on the 
booster list. 

(1) An occasional telephone call. 
When the retailer has a spare mo- 
ment, it is good business to tele- 
phone the regular customer, ask 
his advice on stocking a certain 
line, on how he feels the store is 
being run, ete. Most people are 
pleased with this sort of attention, 
and will open up expansively. This 
is particularly important where 
the regular customer has not been 
around for some time. If he has 
grievances, he will “unload them” 
to the retailer’s benefit. 

(2) Greeting the customer by 
name. Every old customer enjoys 
this familiarity, and often feels 
superior to new customers in be 
ing thus known. If the retailer 
makes the effort to associate a 
face and a name, he will find each 
individual customer’s purchases 
on the increase. 

(3) Special courtesy to the reg- 
ular. Such steps as inviting the 
wife of the customer to be seated 
while her husband shops, or vice 
versa, go a long way toward build- 
ing up an appreciation of the 
store. 

(4) Knowing the customer's 
buying habits, and having some- 
thing to show him. If the customer 
has been coming in for a period of 
years, the chances are that the re- 
tailer knows what merchandise he 
is likely to buy, and his habits as 
to price, method of buying, and so 
on. Keeping in mind new mer- 
chandise items which may appeal 
to this customer, and calling his 
attention to them the moment he 
comes in, will always have an ex- 
cellent effect. 

(5) Letting the customer wait 
on himself, if he desires. A lot of 
people, surprisingly, get a kick out 
of going behind the counter to 


help themselves, inasmuch as they 
know the location of stock, sizes, 
etc. This is a special privilege, and 
the old customer who knows that 
he has the store’s confidence and 
trust enjoys it. 

(6) Asking the old customer's 
advice. The retailer who invites 
his customers to suggest improve- 
ments in the store, its inventory 
or personnel, will frequently be 
surprised at how much such cus- 
tomers have to say. It’s an old 
truth that the storekeepe} is too 
close to his own business to see 
the need for better displays, bet- 
ter store layout, or more efficient 
services. The usual customer who 
familiar with the 
retailer will not pull punches, and 


is thoroughly 


his criticism is often highly con- 
structive. Almost every suggestion 
will be worth following 

(7) Free gift-wrapping service. 
The usual shopper is still bitterly 
mindful of the od days when gift 
without 


items were wrapped 


charge anywhere and _ will be 
happy if this courtesy is restored. 
The old customer who is continu- 
ous in his shopping at the same 
store, is well worth the slight ex- 
tra expense and trouble of attrac- 
tive wrapping. 

(8) Delivery 
though the retailer may not oper- 


service. Even 
ate a standard delivery service, he 
still may make it routine to drop 
by a customer’s home after closing 
hours to deliver a purchase. Or 
he may employ parcel delivers 
services to render a favor to an 
old customer who has purchased 
something too bulky to 


easily on bus or street car, or who 


carry 


doesn’t want to be bothered with 
it while continuing her shopping 
trip. Volunteering such a service 
when a customer is obviously in 
need of it will create a lot of val- 
uable good will. 

(Please turn to page 110) 
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Bid business from brides 


@ Every DAY Hugo Stehling, of 
Stehling Electric Co., Fredericks- 
burg, Tex., scans the society page 
of the local paper for engagement 
announcements. Then, if there’s a 
bride-to-be, the company’s major 
appliance salesman calls on her and 
invites her to the store to select the 
electric appliances she’ll need. This 
is the time to sell the major appli- 
ances, Mr. Stehling says. 

“In spite of our long time in 
business here we still haven’t ac- 
cepted the fact that we are estab- 
lished and tried to coast on our 
record,” says Mr. Stehling, explain- 
ing the company’s vigorous selling- 
to-brides program. The five-em- 
ployee company is currently cele- 
brating its 25th successful year of 
business in a town of 6,000 popu- 
lation. 

“Since our bride-to-be prospect 
is young and an_ inexperienced 
housekeeper,” says Mr. Stehling, 
“we can offer her a lot of acceptable 
advice about choosing the right ap- 
pliances for her needs.” 

“The average girl is thinking of 


appliances to meet her immediate 
needs. The smallest refrigerator 
will be her only desire to start with. 
But we show her the advantages 
of buying a larger box now, one 
that she will need later.” Mr. 
Stehling also tries to sell her an 
electric range, an electric washer, 
and an electric water heater. 
“Ninety per cent of the sales con- 
sist of these four items,” he says. 
Why not wait until after the 
honeymoon is over to try to sell the 
couple their 
asked. 
“When the couple has a home to 
return to they have to buy ahead 
of time a refrigerator and a stove, 


needs? the writer 


This small-town electric company di- 
rects promotion to every bride from 
the time her engagement is announed. 
In the pictures, a bride prospect is 
shown the advantage of getting a large 
enough refrigerator at the start; she 
selects a lamp for hubby's desk; light- 
ing fixtures and electrical housewares 
are among the items she will need, and 
frequently buys. 
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at least. We get there first and 
sell four items, instead of waiting 
on the chance that the bride and 
groom will come to us for their re- 
frigerator. 

“The bride may have heard that 
the cost of operating an electrical 
home is high. But we show her 
that this is not true. We point out 
that the more current used the 
cheaper it comes. Up to $5 a 
month the local rate is five cents 
per kilowatt. After that, the rate 
drops to a penny per kilowatt. We 
explain how to strike an average, 
and show the prospect how cheap 
electricity really is.” 

The average prices paid for the 
four appliances Stehling sells most 
are: refrigerator, $225; range, 
$200; washing machine, $125; 
water heater, $120. The average 
total amount spent is $670, and 40 
per cent of these sales are cash. Ex- 
plaining how the bride can afford 
all this, Mr. Stehling says: 

“Today many young girls work 
a couple of years before getting 

(Please turn to page 109) 
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Appliance front 
(Continued from page 88) 


ticipated due to the several new TV 
stations that will be on the air in 
South Carolina by the first of the 
year. 


Room conditioner sales 
FROM NASHVILLE Electric Service 
comes a news note that 3,094 room 
air conditioners were reported sold 
in Nashville by dealers during the 
period May through July, 1952. It 
is estimated by the sales promotion 
department of the Nashville Elec- 
tric Service that two or three times 
this number of room air condition- 
ers could have been sold if adequate 
stock had been made available 
throughout the hot weather. 


Toastmaster announces 
Georgia distributor 

THE APPOINTMENT of the Charles 
S. Martin Distributing Co., Inc., of 
Atlanta, Ga., as a distributor for 
Toastmaster Automatic Water 
Heaters, was recently announced by 
McGraw Electric Company, manu- 
facturers of the Toastmaster prod- 
ucts. 

The Martin Company has 
branches in Albany, Augusta, and 
Savannah, Ga. 


Norge appoints Crump 
Roanoke distributor 

THE APPOINTMENT of B. T. 
Crump Co., of Roanoke, Va., as ex- 
clusive distributor for Norge ap- 
pliances in that area was announced 
recently by H. L. Clary, vice-presi- 
dent in charge of sales of the Norge 
division, Borg-Warner Corp. 

William E. Seaton, president of 
the distributing firm at 204 Fifth 
St., SW, Roanoke, is also president 
of the B. T. Crump Co., of Rich- 
mond, a separate organization that 
has been Norge’s Richmond dis- 
tributor for a number of years. 


Arkansas distributor 
named by Zenith 

L. C. Truesdell, vice-president of 
radio and television for the Zenith 
Radio Corp., announced recently 
that 555, Inc., of 711 W. 8th St., 
Little Rock, has been appointed 
wholesale distributor for Zenitn 
radio and television products in 
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“And here’s another candid shot | got of 
you back in the fall of ‘48, Quigley - what was 
it again you wanted to see me about?” 


forty-four counties in the state of 
Arkansas. 

555, Inc., has been one of Arkan- 
sas’ most aggressive distributing 
organizations since its incorpora- 
tion in 1920. In addition to Zenith, 
the organization handles such na- 
tionally advertised lines as Kelvina- 
tor, Bendix Home Laundry, Ameri- 
ean Kitchens, and Estate ranges. 

Principals in the firm include: 
Roy E. Stueber, president; Phil 
Scheid, vice-president; Chester W. 
Blackwood, secretary - treasurer; 
and S. G. Puryear, assistant to the 
president and supervisor of the 
radio, television, and appliances de- 
partment. 


New distributor 
for Du Mont 

HERMITAGE ELECTRIC Supply Co., 
1402 Church St., Nashville, Tenn., 
has been franchised as distributor 
for Du Mont television receivers in 
that area, it was announced recent- 
ly by Joseph H. Moss, Jr., manager 
of distribution for Allen B. Du 
Mont Laboratories, Inc. The fran- 
chise is effective immediately. 

Officers of the new Du Mont dis- 
tributor include: Jack Tenzel, pres- 
ident; Leon Tenzel, vice-president: 
and Bents E. Preuit, sales manager. 

Hermitage Electric Supply Co. 
carries a full line of electrical sup- 
plies and traffic appliances, and is 


known as one of the outstanding 
organizations in the Southeast. 


Apex appoints 
Gaines and Company 

Appointment of John G. Gaines 
and Co., as distributor for the 
Apex Electrical Manufacturing Co., 
of Kansas City, Mo., was announced 
recently by A. C. Scott, vice-presi- 
dent in charge of sales for Apex. 

The Gaines organization, located 
at 1730 Grand Ave., in Kansas 
City, will carry the full line of 
Apex products including the Wash- 
A-Matic, Dish-A-Matic, Fold-A- 
Matic, automatic gas and electric 
clothes dryers, and cleaners. 

The new distributorship is head- 
ed by John G. Gaines, president. 
John G. Gaines, Jr., is secretary 
and treasurer of the company. 


Eureka names 
southern distributors 

TWo NEW distributors in major 
southern markets have been ap- 
pointed by the Eureka Division of 
Eureka Williams Corp., Blooming- 
ton, Ill., it was announced by A. L. 
McCarthy, divisional executive 
vice-president. The division manu- 
factures automatic upright and 
tank type vacuum cleaners. 

The new distributors, and their 
headquarters, are: Olympic of Ala- 
bama, Birmingham; and the Sut- 
cliffe Co., Inc., Louisville. 
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Names and faces 





Cliff Knoble has been appointed ad- 
vertising and sales promotion man- 
ager of the Eureka Division of Eureka 
Williams Corp., A. L. MeCarthy, divi- 
sional executive vice-president, re- 
cently announced. The division manu- 
factures automatic upright and tank 
type vacuum cleaners. Mr. Knoble’s 
position is a newly created one, in- 
tended to provide a specialized adver- 
tising and sales promotion depart- 
ment for Eureka cleaners 


Donald J. Burdick has been ap- 
pointed district manager, southeast- 
ern territory, representing Toast- 
master water heaters, according to 
R. V. Palmquist, sales manager of the 


D. J. Burdick 


Clark Division, MeGraw Electric Co., 
Chicago, Ill. 

Mr. Burdick joined the McGraw 
staff in 1946. He spent two years in 
service, and upon returning to the 
Clark Division in 1952, he received an 
immediate promotion to district man- 
ager. His headquarters are in Atlanta, 
Ga. 


Magic Chef, Inc., recently an- 
nounced the appointment of W. T. 
Trueblood, Jr., as director of advertis- 
ing and promotion. According to 
M. W. Pender, vice-president in charge 
of sales, this is a newly created office 
to implement expanded sales activi- 
ties, resulting from the development 
of new appliances to be marketed in 
1953, and growing sales of the com- 
pany’s regular products. 

Mr. Trueblood has been active in 
product promotion and merchandis- 
ing for approximately 10 years; he 
joined the company in 1948. 


Herbert L. Laube, president of Rem- 
ington Corp., Auburn, N. Y., was re- 
cently elected to head the industry 
trade association of room air condi- 
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Sure, there’s high mark-up on these 

two Radion profit-makers . . . 

what's more, they're designed to save 
your profit on TV set sales and service. 
Sell TV with the metropolitan— 

the indoor antenna and you save 

time and manpower, move sets in volume 
with “free installation,” 

move “second” sets and trade-ins 

at attractive low prices. 


Plus over the counter sales at $6.95 list! 


So does Radion’s NEW lightning arrester 
at $1 list for low-loss phenolic 

and deluxe model in hi-dielectric porcelain 
at $1.50 list! It’s the all-purpose 

arrester that fits all twin leads, 

mounts anywhere! Be sure— 

for profit-making, profit-keeping . . . 


specify only Radion! 


Send today for Radion Profit Plans! 


The Radion Corporation 
1130 W. Wisconsin Ave., Chicago 14, Ill. 


Represented in the South by: Floyd Fausett & Son, Atlanta, Ga. 
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Fryryte 


DELUXE 

MODEL F-5 

Capacity Up to 6 Ibs 

Shortening 

She can see how grand it looks, 
but does she know how grand it 
cooks? She can see its compact- 
ness—-it's the size of her toaster 
But does she know its speed and 
capacity—that it cooks a full 
dinner in 7 minutes? 

You've got to fe// the facts often 
to sell the item fast. So why not 
tell her and speed up sales with 
aggressive promotion and con- 
sistent advertising of Fryryte? 


lane INC. 


RIVER GROVE, ILLINOIS 


CET 
AWVERTISING 
B00S7 YOUR 





tioner manufacturers. These manu- 
facturers constitute the Room Air 
Conditioner Section of the Air Condi- 
tioning and Refrigerating Machinery 
Association. 

H. B. Donley, of General Electric 
Co., Louisville, Ky., was elected vice- 
chairman of the room air conditioner 
trade group. W. L. McGrath, of Car- 
rier Corp., Syracuse, N. Y., was reap- 
pointed to serve as chairman of the 
Room Air Conditioner Section’s Engi- 
neering Committee, 


The Magnavox Company has ap- 
pointed W. E. Medinger as district 
sales manager covering Virginia, 
North Carolina, South Carolina and 
parts of West Virginia and Tennessee, 


W. E. Medinger 


G. H. Wilkens, eastern division sales 
manager, announced. 

Immediately prior to joining The 
Magnavox Company, Mr. Medinger 
was executive vice-president of Tele- 
vision Co. of Virginia, Inc 


Don C. Hopkins has been named 
representative for Mirro aluminum 
cooking utensils by the Mirro Manu- 
facturing Co. Mr. Hopkins, who was 
with the company’s home office before 
receiving his new appointment, will 
call on the retail trade in Florida. His 
headquarters will be in Lakeland. 


J. Elton Schoner has been named as- 
sistant sales manager of Duchess-Ap- 
pliance Mfg. Co., Alliance, Ohio, ac- 
cording to Jules Alexandre, Duchess 
sales manager. 

A World War II veteran, Mr. 
Schoner was formerly assistant to the 
vice-president in charge of sales at 
Seiberling Latex Products Co. 


Vincent Anson has been appointed 
regional sales manager for Nesco’s 
Southwest District, according to an 
announcement by Paul H. Hill, vice- 
president and director of sales. 

Mr. Anson, who has been with 
Nesco for more than 25 years, will be 


located in’ St. Louis. He will be re- 
sponsible for maintaining working re- 
lationships between dealers, distrib- 
utors and the company. 


The appointment of Wayne Smart 
as Coolerator regional sales manager 
in the Birmingham, Ala., territory, 
was announced by F. C. Margolf, sales 
manager of the Coolerator Company, 
of Duluth, Minn. His territory will in- 
clude Tennessee, Alabama, and Louisi- 
ana. 

Mr. Smart replaces W. F. Van Gor- 
der who becomes regional sales man- 
ager for Coolerator in the Minneapolis 
territory. Mr. Smart was manager of 
sales training and manager of govern- 
ment contracts for the Crosley Divi- 
sion of the AVCO Mfg. Co. 


M. R. Wilson, general sales man- 
ager for Thor Corporation, of Chicago, 
Ill., recently announced the appoint- 
ment of Emil G. Best as dryer product 
manager. In his new position, Best 
will contact and work with Thor dis- 
tributors and dealers in the develop- 
ment of merchandising programs of 
Thor dryers. 


The appointment of G. W. Burns as 
general sales manager of the Easy 
Washing Machine Corp., Syracuse, 
N. Y., was announced recently by W. 
Homer Reeve, president. 

Mr. Burns has been associated with 


G. W. Barns 


Easy for 29 years, and prior to his 
promotion, served as assistant sales 
manager. 


Several appointments and changes 
have been announced by the Nash- 
Kelvinator Corp., of Detroit, Mich. The 
appointment of Thomas J. King as di- 
rector of advertising and sales promo- 
tion for Kelvinator was announced by 
C. T. Lawson, vice-president in charge 
of Kelvinator sales. F. J. Worden, as- 
sistant director of advertising and 
sales promotion, takes on the added 
duties of manager of refrigerator and 
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Thomas J. King 


home freezer advertising. 

Adrian Willis, continuing as national 
advertising manager, will also act as 
manager of electric range, water 
heater, and dehumidifier advertising. 
Four additional departments are be- 
ing brought under the direction of J. 
Truman Stone, sales promotion man- 
ager. 


The appointment of Jerome E. 
Hoag, Jr., as district sales manager 
for the St. Louis district of the West- 
inghouse Television-Radio Division, of 
the Westinghouse’ Electric Corp., of 
Pittsburgh, Pa., was announced re- 
cently by Joseph F. Walsh, sales man- 
ager. Mr. Hoag succeeds R. Don Har- 
ris, who has been made district sales 
manager of the Southwest district. 

Mr. Hoag will be in charge of the 
district which comprises Missouri, 
Kansas, Arkansas, Oklahoma, and 
western Tennessee. Mr. Harris’ terri- 
tory includes Texas, Colorado, and 
New Mexico. 


Hal Lewis has been transferred 
from the Detroit sales office to the 
Kansas City, Kansas, sales office of 
NuTone, Inc., it was announced re- 
cently. In his new position, Lewis will 


Hal Lewis 


supervise sales and service of the com- 
plete line of NuTone chimes, ventilat- 
ing fans, and other NuTone home 
equipment in several midwestern 
states. 





Your New 


EMERSON-ELECTRIC 
HEATER SALESMAN 


Ms. Chill—Here’s one of the busiest little men you ever met... and 
one of the best salesmen you ever had! He occupies that cold corner 
in everyone’s home... the one that just can’t be kept warm. Now 
national advertising puts the finger on him... . tells your customers 
that Emerson-Electric heaters get rid of him. Ask for complete 
information about him and data on Emerson-Electric Heaters for the 
coming 1952-53 heater season. 


- 

=] 

Combination Radiant and Fan-Type Wide-Angle Radiant Heater—two 
Heater—(Patented) specially de- glowing coils backed by exclusive 
signed fan forces 150 cubic feet of air chrome-plated reflector. Heat radi 
per minute between 4 Heatray Reflec- ates in arc 7 feet wide, 3 feet dee 

tors. Convenient carrying handle; 3 / ad 
vertical tilt adjustment. In metal- Automatic cut off switch assures 
escent bronze or ivory enamel... safety. In metalescent bronze or ivory 
priced to retail at $25.95. enamel . . . priced to retail at $16.95. 

















1. Low inventory investment ... meet a// quality heater Write for 

customers’ needs with only two models, each in two finishes! Folder 
No. H125 

2. 5-Year guarantee ... the same guarantee that backs 

famous Emerson-Electric fans, assures customer satisfaction! 


3. Easy to sell... backed by National Advertising, plus 
free mats, display cards and folders that drive home the pow- 
erful story on Emerson's exclusive features, clinch sales! 


THE EMERSON ELECTRIC MFG. CO., ST.LOUIS21, MO. 


pix 
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NO OTHER 
APPLIANCE - 
NOT ONE- 
DOES SO MUCH 
TO LIGHTEN 
COOKING CHORES 


Fryryte 


Electric Deep 
Fryer 


MODEL F-4 
Capacity 
4 Ibs. Shortening 


It cooks anything—/aster! It 
cooks everything—better! And 
anybody can get perfect results 
with it every time—because it’s 
automatic! 

Women who have bought a 
Fryryte know all this. Women 
who haven't bought should hear 
all this. Tell ’em—in steady, con- 
sistent advertising—and collect 
your profit. 


RIVER GROVE, ILL. 








Scleut Satesmen 





General Electrice— 
Housewares display 


A NEW ELECTRIC housewares dis- 
play, which can be adapted to present 
any one of six different sales mes- 
sages, has been made available to re- 
tailers by the General Electric Co., 
1285 Boston Ave., Bridgeport, Conn. 

A sturdy display base comes 
equipped with six full-color posters, 


veers Wee err ee 
Meng auth ang nt A eh 


adjustable to the appliance or gift 
market in which the dealer is most 
interested. Three cards are individ- 
ual product displays—toaster, mixer, 
and irons. The other three are di- 
rected at gift markets — wedding, 
Christmas, and general gifts. 

The display is now available at 
General Electric housewares distrib- 
utors for $4.95. 


Hunter— 
Attie fan display 


HUNTER FAN and Veutilating Com- 
pany has developed a display stand 
that shows the prospect exactly how 
an attic fan operates in the home. 
The prospect can start the fan, see 
the shutters open, and feel the result. 
This display also demonstrates the 
quiet, vibration-free operation of the 





Hunter attic fan. 

The dealer gets a plus value from 
the Hunter attic fan display because 
it will keep his showroom cool and 
comfortable on hot summer days. 

Hunter is making these display 
stands available to their dealers on a 
special “5¢ offer.” Regular price of 
the stand is $25, but Hunter dealers 
purchasing two or more Hunter pack- 
age attic fans get both the stand 
and a $24.95 (retail value) Hunter 
12-inch oscillating fan at this price. 

Further information is available 
from Hunter distributors, or write 
Hunter Fan and Ventilating Co., 400 
S. Front St., Memphis, Tenn., for a 
circular describing the Hunter attic 
fan display. 


Nesco— 
“Merchandising Bar™ 

RETAIL DEALERS handling Nesco 
roasters are finding the new Nesco 
“Merchandising Bar” a great aid in 
selling more roasters and accessories, 
the company announced. 

Designed specifically to give a 





unitized yet mass display effect of 
Nesco products, the bar is being 
offered on a 50-50 cost basis to all 
Nesco retailers. 

The fixture is 92 inches long, 72 
inches high, 26 inches deep and is 
available in a choice of five finishes of 
oak to match retailers’ standard fix- 
tures. Other wood finishes are avail 
at a slight extra charge. 

The Nesco display unit has a deluxe 
plastic rear lighting unit, Under 
writers listed, which is 54 inches long, 
fitted with two slimline lighting tubes, 
and supported by two chrome plated 
tubes. The lighting fixture has flanges 
for easy fitting to top of case. The 
lisplay is complete with side units 
wired for demonstration. 

[hese demonstration and display 
units are another aspect of the ac- 
celerated merchandising and advertis- 
ing program of Nesco, Inc., 201 North 
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Michigan Avenue, Chicago, Ill. Fur- 
ther details are available from the 
Nesco advertising department. 


* 
Noma— 
“Sampler” display 


AN EYE-CATCHING floor bin display, 
in full holiday colors, completely as 
sembled, is being made available to 


dealers by Noma Electric Corporation, 
55 West 13th St., New York 11, N. Y. 

Designed especially for stores where 
space is at a premium, the display is a 
complete Christmas lighting depart- 
ment in itself. The new package dis- 
play can be used as the base for a 
more elaborate display also. 

The merchandise and display are 
shipped in one handy-to-handle pack- 
age measuring 54 inches high, 19% 
inches wide, and 12 inches deep. 


General Electric— 
Pecket estimator 

THE GENERAL ELECTRIC Company, 
Louisville, Ky., has come to the aid of 
the fact-burdened salesman of elec- 
tric home appliances and farm equip- 
ment. The company’s major appliance 
division has made available to dealers 
a handy pocket-size estimator which 
provides, immediately, the answer to 
how much an appliance will cost to 
operate. 

A yellow transluscent plastic en 
velope, open at both ends carries a 
listing on one side of home electric 
appliances, their estimated usage, and 
the kilowatt-hour consumption per 
month based on such usage. On the 
other side is listed electric equipment 
used on the farm and operations in 
volving the use of electric equipment 
and the power consumption for such 
usage. 

Near the bottom of the envelope, on 
each side, is a clear “window” above 
which is listed rates of electricity per 
kilowatt hour. Inside of the envelope 


is a white card bearing on one side the 
name of the home appliance and on the 
other the farm equipment or opera- 
tion and operating costs depending on 
the prevailing power rate. To deter- 
mine the specific cost in any instance, 
the white card is pulled through the 
envelope until the listing desired is 
seen through the window. The cost 
then is found by reading the figure 
directly below the power rate carried 
on the envelope. 

Dealers can secure the operating 
cost estimators from their local Gen 
eral Electric major appliance distrib- 
itors 


“Handvhot”— 
Frost control display 


A MERCHANDISE display designed so 
that an actual Handyhot frost control 
slips into the center of the easel type 
display has been introduced by 
Chicago Electric Mfg. Co., 6333 West 
65th St., Chicago 38, II. 

The display, which sells through il 
lustration and copy by playing up 
health, economy, and simple installa 


No Morr Messy 
Defres ting 


tion of the defrost unit, takes up but 
9% inches of counter, window, or floor- 
island space. A fresh display is 
packed in every master carton 


Youngstown— 
Advertising manual 

YOUNGSTOWN Kitchens has released 
a revised edition of its advertising 
manual for dealers. It is said to be 
one of the most complete and com 
prehensive ever produced in the ap 
pliance industry. 

The new manual contains 130 pages 
of. indexed illustrations of mats, 
photos, and other materials available 
for dealer advertising purposes. It 
also contains 67 suggested radio spot 
announcements. 

In addition, it offers suggestions 
for using advertising materials and 
preparing ads, and is available from 
Mullins Mfg. Corp., Warren, Ohio 
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TITAN 
PORTABLE HEATER 


THERM-O-DIAL 


Features thermostatic con 
trol turns heater on or off auto 
matically! Just set it then forget 
it. A BIG heater, with plenty of power 


Priced unusually low $19.95 


for volume sales 
Without Therm-O-Dial control, $14.95 


NOW! MAKE ANY ELECTRIC 
HEATER FULLY AUTOMATIC! 


“an ) NEW! PLUG-IN 
vas THERM-O-DIAL 


F Just plug any electric 

heater into Therm-O 

Dial unit, set the dial 

and enjoy automatic comfort control at 
its best! Every heater customer will 


want this handy unit 
- ne $6.95 


WRITE DIRECT OR ASK YOUR JOBBER 


Titan () 


MANUFACTURING CO., INC. 
701 Seneca St. © Buffalo 10, N. Y. 
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STEEL TOWERS and MASTS 
Tubing - Roof Mounts - Guy Rings 


PRODUCTS 


for T-V and ELECTRONICS 


sas r 


Model 200 Self-Supporting 
. ‘SUPER’ Kwick-Climb Tower 
Here it is, by popular demand, 
the tower that the discriminating 
buyer has been waiting for. 
Fifty foot self-supporting, tested 
* to withstand loads to 80 m.p.h 
The twelve men shown in this 
ectual photograph represent a 
combined weight of 2018 Ibs. 
Model 200 is 50 foot above the 
ground. No lost tower footage 
from setting bottom section in 
concrete. Each tower furnished 
with foundation mountings for 
setting in a cube of concrete. 
The safety factor in this tower 
is so great that it was readily 
‘ accepted by one of the world’s 
largest liability insurance com- 
panies, when installed accord- 
ing to our specifications. 
Tower constructed of high qual- 
ity 1-116" dia. tubing with a 
15 gauge wall, in 10 ft. lengths 
Additional sections may be add- 
ed up to 150 feet, using guys 
" every 20 feet 
Why not get the best! Get the 
“SUPER” KWICK-CLIMB for more 
safety and greater economy. 


Model 100 — 
Kwick Climb Tower 


This light weight tubular steel 
tower comes in 10’ sections with 
slip joints that require no bolt- 
ing. Safe and easy to climb. Top 
section has sleeves for up to 2'4” 
mast. Base adaptable to any 
pitch roof. Additional sections 
may be added to 100 feet. 30° 
tower complete with bose weighs 
80 Ibs. Additional sections 22 


Ibs. each, 


Steel Tubing 


Available in 10 and 20 foot 
lengths. Swedged tubing is 
available in 10 foot lengths. 
All high grade tubing. 
Tubing is zine plated with 
an added chromate coating 
for extremely high weather 
resistance. 


e 
JOBBERS and DISTRIBUTORS 
WRITE FOR PRICES AND LITERATURE 


JONTZ MANUFACTURING CO. 
1101 E. McKINLEY AVE. 
MISHAWAKA, INDIANA 


Southeastern Rep.: A. H. Patton 
710 Walton Bidg., Atlanta, Ga. 
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Prudut Parade 


Dairy water heater 


NEW MODELS of the Permaglas 
portable electric dairy water heaters 
will soon be on the market, the A. O. 
Smith Corp., Kankakee, IIl., has re- 
cently announced. 

An outstanding new feature is a 
specially designed molded rubber, 
double-locked vapor seal between the 
inside tank and the jacket. The weight 
of water in the tank compresses the 
rubber and improves the seal to give 
positive assurance that water spilled 
in filling the heater cannot find its 
way inside the jacket to the thermo 
stat or heating element 

Some other features of the heater 
include a new-type “ cord, which 
assures longer cord life; a change ir 
base design from four to three legs 
to minimize leveling problems; and an 
inner tank surfaced with glass to 
prevent corrosion. 


* 
Open handle steam iron 


MANY ATTRACTIVE features have 
been incorporated into the new open 
handle steam iron manufactured by 
Westinghouse Electric Corporation, 
Mansfield, Ohio. Besides being grace- 
ful in appearance and easy to use, the 
new steam iron has the added features 
of an extra large base of 30 square 
inches and 15 vent holes that provide 
a wide path of evenly distributed 
steam. 

This new iron uses the flash type 
of steam generation in which the 


water is metered drop by drop into a 
heated chamber where it is instantly 
changed into steam. An automatic 
shut-off built into it prevents waste 
of water and steam. As the iron is 
rolled back on its heel rest, the steam 
instantly shuts off. 

‘Westinghouse’s iron holds 6% 
ounces of water, ample for about 30 
minutes of steam ironing. The fill- 
dial is on the front of the open handle 
steam iron to make it easy to fill, re- 
fill, and empty. 

The touch-click dial of the iron is 


set against a 24-karat gold escutcheon 
plate, and has eight ironing positions. 
The iron has a permanently attached 
seven foot cord. The heating element 
is 1,000 watts, 115 volt, alternating 
current. 

- 


Neseo infra-red broiler 


A FAMILY-SIZE, special deluxe, com 
bination broiler has been announced 
by Nesco, Inc., Chicago, Ill. This new 
infra-red broiler is featured with a 
two-unit cooking surface. 

A Pyro-fin heat unit, producing 
high heat, is exclusive with Nesco 


broilers, and eliminates pre-heating. 
The broiler comes equipped with a 
large, heavy cast aluminum pan which 
can also be used as a skillet on the 
cooking surface. A cool-grip, “hide- 
away” handle permits easy storage of 
the pan when it is not being used. 

This new unit boils, cooks, fries, 
broils, and has four broiling heat 
levels. 


Automatic deep fryer 


A DEEP FRYER that is automatically 
controlled for perfect cooking has 
been added to the Landers, Frary and 
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Clark line of Universal electric house- 
wares. 

A read-easy dial sets temperatures 
to the exact pre-tested degree for the 
best deep-frying, and a thermostatic 
control prevents burning or scorch- 
ing of compounds. 

The Universal deep fryer has a 
large capacity, using 3 pounds or 3 
pints of frying compound. The deep 
fryer contains a large capacity fry 
basket in bright finish, tin-dipped 
steel wire, which is lightweight and 
easy to handle. 

The drain spigot is located beneath 
the heat indicator unit for quick, con- 
venient emptying of the compound. 
The safe-sealed well with overlapping 
edges prevents leakage of compounds 
into the control and thermostat mecha- 
nism, and keeps the inner parts free 
from moisture, grease, dirt, and dust. 
The temperature range of the fryer 
250 degrees to 450 degrees. The 
fryer is rated 1350 watts and is for 
use on 110-120-volt a-c circuits only. 


is 


Twin brush floor polisher 


A TWIN BRUSH floor polisher de- 
signed to keep floors bright without 
hard work was introduced by the 


lts a Faet! 
on new ranges and for replacement 


CHROMALOX Supreme 
rd Range Units 


} 
! 
} 
' 
i 


in-]” 


Do Sell Better-Faster! 


UNIFORM OVERALL HEAT | 


aw <a 





Westinghouse Electric Appliance Di- 
vision, Mansfield, Ohio. 





OUTER COIL HEAT 





INNER HOT mori 





Called the model FP-2, this full-size 
floor polisher features two six-inch 
counter revolving brushes and a pat- 
ented handle swivel for ease of opera- 
tion at any angle. Two brushes for 
cleaning and scrubbing, two ‘brushes 
for polishing, and two felt buffing pads 
are standard equipment with the pol- 
isher. The brushes are made of natu- 
ral fibre bristles permanently set in 
waterproof backs. 

Other features of the new polisher 
include a plastic handle grip molded 
to fit the hand comfortably and a fully 
enclosed trigger switch. The top cord 
hook is reversible and provides for 
quick release of the 22 foot cord. 

The Westinghouse motor is % hp, 
115 volts, universal-type, a-c or d-c. 
The worm gear drive develops a brush 
speed of 600 rpm. The net weight of 
the polisher is 16% pounds. 

An optional reconditioning kit pro- 
vides equipment for sanding floors, 
tables and desks, and for steel-wool 
cleaning. 

* 


Moderately priced TV 


Two NEW moderately priced, 17- 
inch, 22-tube table model TV receiv- 
ers, the Arvin “Ainerican” and the 
“Campaigner,” are now in production 
and will be on the market shortly, 
Arvin Industries, Inc., of Columbus, 
Ind., has announced. 

Both the “American” (Model 6175- 
TM) and the “Campaigner” (Model 
6179TM) are designed in contempo- 
rary style and are brilliant!y finished c 
in mahogany. There is a tilted glass a 
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Outer band of heat goes evenly into large 
frying pans and utensils for economical cooking! 


EDWIN L. WIEGAND COMPANY 


B. Ro 


a ae 


The “extra” inner unit saves up to 45% of the 
electricity used in percolators and small pans! 


> 
\ 


2 


Whether you're selling new ranges or servicing old ones, Chromalox 
Supreme Range Units give you not one but many “hooks’’ on which to 
hang your sales story. In addition to the “2-Units-in-l"” design of every 
Supreme Unit, you'll find Chromalox gives you these extra selling points: 
1—Lower operating costs, 2—Longer unit life, 3—Cooler Kitchens, 4 
Easiest cleaning. And best of all for you: Chromalox Replacement Range 
Units fit all electric ranges regardless of make, model or age. 


A Handy Booklet 
to help Your 


Service Department 


Bulletin RU-149 
shows exactly the 
Chromalox Unit 
and Adaptor Rings 
to fit al] ranges 


A Profitable Booklet 
for Your Range 
Salesmen 
The Switch is On” 
is chockful of valu 
able tips on how to 


sell more electric 
ranges. 


Write Today for Your Free Copies 
7600 THOMAS BLVD., PITTSBURGH 7, PA. 


CHROMALOX 
aca nN snontged 


ors, 1000 Pe E., Atlanta 5, Ga.; 
1, w Texas; 1814 "Te xas Av "aeanian 3, Texas; 
Ww R Ph Pp Route 





Rc 1 


t. War ra ce 2 
15 ia ’ So. B Ave 
Raleigh, N C. 1 


11 erce St 
Tulsa 14, "Oule.: 
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DULANE 


loffyryte 


the first electric 
automatic drip coffee maker 


ALL THESE 
FEATURES 
AND DRIP 

COFFEE TOO! 


Real drip coffee, made auto- 
matically and electrically—and 
only Dulane COFFYRYTE can 
do it—that’s what women want 
Convenience, economy, beauty, 
capacity—they get all that in 
COFFYRYTE too. Tell them by 
strong promotion that you have 
have whatthey want—and you'll 
get what you want: Sales and 
profits. 


B All the flavor—no bitterness 

@ Exclusive “Add-a-cup” feature 
@ Metered drip-rate of water 

@ Precise control of water heat 

@ Pre-heated, stay-hot server 

@ Economy! More cups per pound 
Tell your COFFYRYTE story 
loud and often. It’s new! It's 
profitable! 


Fair-traded 
Tax included 


$39.95 


Retail price 


River Grove, Illinois 








screen and frosted-face picture tube 
to eliminate glare and reflections on 
Model 6175, while Model 6179 has a 
straight, non-removable screen and 
features a “picture frame” bezel with 
dust seal. Both new sets are readily 
adaptable to the recently: announced 
Arvin console-bases, which make it 
possible to convert the table model 
into a set of console-like appearance. 

The cabinet dimensions of the 6175 
model are 20 3/16 inches in height, 22 
inches in width, and 20% inches in 
depth. The 6179 model is 197% inches, 
by 22 inches, by 19% inches. These 
new sets include the recently devel- 
oped 22-tube “jet,” dual-power chassis 
which delivers long-range reception 
corresponding in quality to that of 
higher priced sets. Both models com- 
ply with Underwriters’ Laboratories 
requirements. 

An interesting new development 
worked out by Arvin engineers is the 
“Cascode” tuner, which is a high-gain 
tuner designed to reduce interference 
to an absolute minimum and to pro- 
duce picture quality of a high order. 
Noise is reduced to minimum and 
much of the “snow,” bothersome to 
viewers in many areas, is eliminated, 
according to the engineers 


Gibson home freezer 


NEWEST ADDITION to the 1952 line 
ot Gibson home freezers is a big 14- 
cubie foot model embodying new fea- 
tures and large usable capacity in a 
small floor space, Gibson Refrigera 
tor Co., of Greenville, Mich., has an- 
nounced. 

Described as Gibson’s “Diamond 
Jubilee Special Model 1492,” the model 
has 11 cabinet features, including a 
counter balanced lid, four-inch thick 
insulation, inner door panel, a 3.27 


cubie foot quick freeze compartment, 
and a single dial control. Other fea- 
tures include sub-zero freezing coils, 
a welded one piece cabinet, a safety 
lock, and _ well-designed trim and 
handle. 

Outside dimensions of the rede- 
signed model measure 30.75 inches 
deep, 54.87 inches wide. and 40.50 
inches high. Yet the inside dimen- 


sions, due to ingenious use of ma- 
terials and relocation of operating 
inits, total slightly over 14 cubic feet. 


“Swirl-clean™ dishwasher 


THE “SWIRL-CLEAN” feature has 
been incorporated into a new auto 
matic diswasher recently introduced 
by the Crosley Division, Aveo Manu 
facturing Corp., Cincinnati, Ohio. This 
new dishwasher is designed so that 
its revolving upper rack insures com 
plete washing for all dishes. 

The new units are front-opening 
models with upper and lower racks 
individually mounted so that they 
slide out freely on nylon bearings for 


easy loading and unloading. The re- 
volving upper rack turns slowly with 
the action of sprays of hot water in 
the wash and rinse cycles. This “‘swirl- 
clean” action makes certain that every 
dish and utensil in both the upper and 
lower racks will be thoroughly washed. 

The action of these dishwashers can 
be stopped or started at will. They 
have an easy-to-load detergent holder, 
and strong steel, vinyl covered racks. 
Another important advantage is that 
the dishwasher-sink combination is 
available with the convenient left 
loading arrangement. 

There are three models of the new 
“swirl-clean” dishwasher: the dish 
washer-sink combination, built on the 
standard 48-inch Crosley sink frame; 
the free-standing unit, which is 24 
inches wide; and a 24-inch model with 
out the top so that it can be placed 
under a vinyl 24-inch top or con 
tinuous top 


Room air conditioner 


A SPECIAL feature of the new Uni- 
versal room air conditioner, manufac- 
tured by Universal Major Elec. Appli- 
ance Co., of Lima, Ohio, is that the 
condenser and compressor are located 
outside of the room. This feature pre- 
vents the heat that is generated in the 
operation of the unit from being cir 
culated in the room. 

The new unit cools the air, dehu- 
midifies, removes dust, eliminates 
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offensive air and odors, and shuts off 
street noises. It is easily installed on 
the window sill, and it is finished in 
two-tone mahogany baked synthetic 
enamel on “bonderized” steel. This 


new air conditioner requires no water, 
and involves no plumbing or service 
problems. 

A three-way switch controls the 
cooling, ventilating, and off position; 
the fan motors are ruggedly con- 
structed to operate quietly. The 
louvres on the unit are individually 
adjustable. 


Autematic washer 


A NEW, DELUXE, fully automatic 
washing machine has been announced 
by the General Electric Company’s 
Major Appliance Division, at Louis- 
ville. Ky. The washer, designated 
AW-5B8, is a top-loading, free stand- 
ing machine with a hinged loading lid 
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instead of a removable lid. Once 
started, the machine will automati 
cally wash, rinse, and spin-dry up to 
9 pounds of assorted dry clothes, then 
shut itself off. The full load requires 
17 gallons of water, but a small-load 
selector permits washing of loads 
weighing five pounds or less in only 
10 gallons of water. 

No bolting or reinforced floors are 
necessary for the installation of this 
washer. Three heavy springs cushion 
the frame to reduce vibration to a 
minimum. The washer comes 
equipped with three lengths of sturdy 
rubber, high-pressure hose for hot 
and cold water connections and for 
use as a drain lead. 

An interior light and a white porce 
lain wash basket makes it easy to lo- 
cate small pieces that otherwise might 
be overlooked in unloading. 

For protection, a one-year war- 
ranty applies to the entire washer, 
while the sealed-in transmission is 
warranted for an additional four 
years. 


also 


Selling to brides 
(Continued from page 99 
married. The hoy may be in 
armed services and, if so, it 
accepted fact that he can’t be ex- 
pected to buy everything. What 
money the girl lacks for household 
appliances, her family usually sup- 
plies. A family in a position to help 


the 
is an 
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SELL 


HEALTH and COMFORT 


Wesix-Ionix Wiredheat means 


better profits for you this 
heating season. 


Wesix-Ionix Wiredheat destroys air- 
borne bacteria, incinerates dust and 
pollen particles...actually freshens stale 
air by absorbing the positive charges 
Wesix-lonix 


common in urban air 


brings to the home balanced “Ion 
Rectified’’air like that found in famous 
resorts, better health for the whole 


family 


Available built-in to both Wesix Wall 
Furnaces and automatic portable heat 
ers, the 


new, patented lonix feature 


costs nothing extra to operate, needs 
no Maintenance or adjustment 


‘wesix 


Write your nearest 


Wesix office for 
complete « e 
and promotional 
material. 


WESIX ELECTRIC HEATER CO. 
ROOM 91 
390 FIRST ST * SAN FRANCISCO, CALIF 


LOS ANGELES + PORTLAND 
SEATTLE « HUNTSVILLE, ALA 








does not want to see a daughter 
start off her marriage head over 
heels in debt, nor without the es- 
sentials required to make a home 
livable.” 


Gilt sales 

Major appliances are not all 
Stehling’s furnishes to brides. 
What’s a better shower or wedding 
present than electric items—a cof- 
fee percolator, a toaster, a lamp, a 
table radio? 

Stehling’s follows the common 
practice of jewelers and gift stores 
of inviting brides-to-be into their 
shops and having them select wed- 
ding gifts they would like to re- 
ceive. Then when guests invited to 
a shower come to Stehling’s to buy 
a gift, they know the bride-to-be 
will receive just what she wants. 
This is an accepted custom, and no 
one takes offense. The woman en- 
gineering the shower knows where 
to send guests to buy the right 
gifts. Many times this informa- 
tion is written on the party invita- 
tion. 

When ready to select lighting fix- 





FASTEST 


ELECTRIC CLEANING \ 
ACTION EVER BUILT! 


The New DAVIS 


- Sweep 
WITH Magic jf Broom ACTION 


Brand new electric cleaning 
principle sweeps 3,500 
strokes per minute! Faster, 
easier cleaning at new, low 
cost! 


A PRECISION CLEANER 


Picks up hair, lint, tiny par- 
ticles better than finest vac- 
uums. New wheel-less "'Float- 
ing” Action reaches every- 
where. Jiffy controls. 





ONLY 


$19.95 


RETAIL 


Built For Mass Market Sales 


Only Electro-Sweep is priced right for every 
home! Budget-minded homes can now afford 
electric cleaning. Class market homes will 
wont Electro-Sweep for fast, light pickup jobs. 
DAVIS MFG. COMPANY, PLANO 1, ILL. 
Southeast Rep Southwest Rep. 
H. K. Dewees Co. C. Hule Co 
Walton Bidg. Thomas Bidg. 
Atlanta, Ga. Dallas, Tex 
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tures, the bride, who has gotten to 
know Stehling’s during the appli- 
ance sales, drops in at the store and 
receives assistance on her lighting 
problem. Stehling’s also does wir- 
ing, and the bride’s wiring contract 
usually comes as another natural 
event in the sequence of things. 
Stehling’s has two wiremen year 
round to do wiring and repair 
work. “We service everything we 
sell,” says Mr. Stehling. “When our 
wiremen get snowed under I take 
on some of the lighter work myself. 


Our best salesman 
(Continued from page 93) 

Then last spring Jett’s opened 
its new kitchen planning center, 
and there was no longer any doubt 
that a woman was needed right 
away. Here was a beautiful modern 
kitchen, complete with venetian 
blinds and planters filled with 
greenery, with stove, refrigerator, 
home freezer and other appliances 
arranged in step-saver fashion. 

Without a woman in it, busy 
getting a meal or washing or iron- 
ing, it was just so much showcase. 
A potential customer might fall in 
love with it as with a magazine 
picture, but she couldn’t know how 
well each unit worked unless an- 
other woman who had used it told 
her. 


What kind of woman? 


Not just any woman would do. 
Mr. Jett had an idea of what he 
wanted. Trained in home econom- 
ics, yes, but no girl fresh out of 
college would do, because home- 
makers, he had found, were inter- 
ested in experience rather than 
theory. A home economist who was 
also a homemaker was really what 
he needed. Such a woman, who 
had had problems of her own to 
solve in homemaking, could show 
as well as tell other women how to 
use appliances to make work easier. 

In Mrs. Karl Michler, who had 
behind her a B.S. degree in home 
economics and six years of being a 
homemaker, he found just the 
woman he sought. With her edu- 
cation and practical experience, 
plus intensive study of all Jett’s 
major appliances, she had a thor- 
ough understanding of the best 


way to operate appliances and to 
solve homemakers’ problems. 

Mrs. Michler now not only dem- 
onstrates these appliances in the 
store under conditions that dupli- 
cate those in the average home, 
but also visits customers’ homes to 
help the housewife choose those 
appliances that will best fit her in- 
dividual space, 
need and budget. 

With a young child of her own, 
Mrs. Michler knows how important 
time and work savers are to the 
busy mother. Hers is the voice of 
of Jett’s 
When 


one inquires if a liquifier will pre- 


circumstances of 


experience for many 


younger women customers. 


pare vegetables for a baby’s diet, 
Mrs. Michler can give an unquali- 
fied yes. She has done it herself. 
When one asks if a detergent will 
work as well with an automatic 
washer as the soap the maker rec- 
ommends in his advertising, she 
knows the answer to that, too, be- 
cause she has tested both products 
at Jett’s. 

Sometimes questions asked don’t 
have much to do with operating 
the appliances. For instance: 
“What kind of chair is best for 


9% 


viewing television?” “How do you 
electric 
Mrs. 


Michler can answer from her own 


mike good coffee in an 
brewer?” But these, too, 
experience. 

Mr. Jett has long believed that 
performance is the best salesman. 
One appliance sells another—pos- 
sibly later even a whole series of 
appliances—if the first appliance 
And the first 
appliance is sure to give good ser- 


gives good service. 


vice if the buyer has been shown 
how to use it by another woman, 
interested in her problems. In the 
few months she has been demon- 
strating appliances and advising 
housewives, Mrs.Michler’s perform- 
ance has been Jett’s most impor- 
tant salesman. 
Holding your customers 
(Continued from page 98) 


(9) Adjusting your store hours. 
Although remaining open in the 
evening hours may seem objec- 
tionable to most businessmen, 
sales have skyrocketed wherever 
stores have stayed open at least 
one evening per week. Checking 
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with old customers whose word is 
most reliable, may indicate that 
staying open one or more evenings 
until 9:00 p.m. may considerably 
increase volume. 

(10) Out-of-the-way services. 
There are scores of ways in which 
the retailer can keep his old cus- 
tomers sure that he is a depend- 
able, friendly asset to the com- 
munity. Merely installing a drink- 
ing fountain on the floor, rest- 
rooms, or offering checking ser- 
vice, has a lot of appeal. 

Providing a handy lounge, 
where shoppers may relax in com- 
fort, or pick up children after a 
movie goes a long way to offset 
competition. 

It isn’t wise for any retailer to 
take any customer for granted 
even though the latter may have 
been shopping in his store for 
many years. While it is admirable, 
of course, to boost promotional ef- 
fort to attract new customers, the 
retailer must never relax his ef- 
forts to keep the goodwill of the 
regular customer. 








in convenient lengths, on smart metal spools 
for fast and profitable “footage” business 
...well known to your trade as the choice of 
leading manufacturers...also U-L approved 
Cord Sets that put an end to CORDelirium. 


For exacting uses requiring special re- 
sistance fo oll, heat and light, ovr $O 
and $JO cords are supplied with Neo- 
prene jackets... both 40% and 60% 


Salesmen must rehearse 
(Continued from page 94) 


been skipping from job to job. 

Mr. Baber will not hire sales- 
men with bad traits, warning: 
“They would constantly be clash- 
ing with prospects with the same 
traits. After 20 years of experi- 
ence in this business, I put all 
prospects into one of four classi- 
fications: 

“First, there is the impulsive 
buyer, who is fair meat for the 
first salesman who gets there. Sec- 
ond is the deliberate type, who 
takes too much time to make his 
choice. Then there is the vacillat- 
ing prospect, who absolutely can- 
not make up his mind. And final- 
ly, there is the snap judgment 
prospect, who is ready to buy all of 
a sudden and will buy this moment 
or never. 

“IT don’t want sales people with 
any of those personalities, so when 
I add a new salesman I screen him 
carefully to make sure that his 
traits will not be in conflict with 


keeps out rain, 


fan pressure. 





More Efficient 
Automatic Shutter 


You'll like the “ 
its exceptionally snug fit which 
snow and insect 
pests. You'll like it because it is 
exceptionally sensitive to air cur- 
rents, offering less resistance to 
Sizes from 12” to 
72” —also rectangular. 


* because of 


Write for circular and prices. 


Yin 


“Echo” Automatic Ceiling Shutters 


Used for attic ventilation. Installed in attic floor at the base of a 
penthouse, the louvers being operated by the suction of the fan. 


those of our prospects.” 

Once satisfied with a newcomer’s 
character, ability, and personality, 
Mr. Baber puts him through an in- 
tensive 10 days of training in the 
store. At the end of that period 
the beginner must give a good 
demonstration before he can go out 
to sell. 

“Some stores hand a beginner a 
pocket full of literature and tell him 
to go on out and sell,”” commented 
Mr. Baber. “But that procedure is 
not fair to the store or the sales- 
man. Our beginner must know his 
product thoroughly before 
represent Baber’s. 

“A woman selling 
will leave out technical terms and 


he can 


appliances 
talk in the housewife’s language,” 
Mr. Baber added. “And a woman 
can get into a home when a man 
can’t, especially when the lady of 
the house is dressed for comfort 
and not for receiving a salesman of 
Thoroughly com- 
product-wise women sales- 


the male gender. 
petent, 
men should be assets in any appli 
ance-selling organization.” 


entilating 


a (Lye nilating 





CORNISH WIRE CO., inc. 


50 Church Street, New York 7, N.Y. 


ELGO SHUTTER & MFG. CO. 
L. MORRIS LANDERS CO., 624 Spring St., N.W., Atlonta, Ga. [eye veriem 2738 W. WARREN : DETROIT 8, MICH. 
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Westinghouse Electric Corp 





You can check the Value of a 


RESIDEN 


CES F 
628 Glendal OR SALE 


This five ile Road, White Oaks 
cently “ “room bungalow re- 
arog painted. Solid ey- 
Suen Construction. Screened 

> Plastered Be 6 ( 
I Walls, dou- 


floor furnace 


R eed attic fans not only have original pur- 
chaser preference, but enhancement value as well. 
A check of the classified ads shows Reeds specified 
by name, in descriptions of homes for sale or rent, 
clear indication of their quality, preference and 
long-life. 


Reed RVU 
Attic Fans 
RVU-24 5,300 CFM 
RVU-30 6,900 CFM 
RVU-36 9,750 CFM 
RVU-42 11,700 CFM 


R eed “packaged” 
vertical discharge attic 
fans require a minimum 
of attic space, are simple 
and easy fo install. Their 
certified air delivery is 
quiet and powerful. 
Four stock sizes for any 
size attic ventilation 
requirement. 


Dealerships Open in Some Localities 


WRITE FOR INFORMATION 


REED UNIT-FANS, inc. 
1001 St. Charles Ave., 
New Orleans, La 
Gentlemen 
Please send me further information about 
Reed Attic Fons 


Name 


UNIT-FANS, INC. 
1001 St. Charles Ave. 
New Orleans, La. 


Adaress 











INCREASE 


SCRUBS FLOORS 


-- WITH BEAL SPEED POLISHER 


GRINDS AND DRILLS 


Beal Speed Polisher Inc. 


4707 S_E 


New Beal Speed Polisher completes a 
Vacuum Cleaner. Operates on air 
power generated by cleaner. Complete 
with Tampico bristle brush for scrub- 
bing and special lambs wool pad for 
polishing floors, furniture or automo- 
biles. 

Dealers throughout the country say 
that one demonstration sells a Beal 
Speed Polisher and Vacuum Cleaner. 
Beal Speed Polisher is the most natural 
promotion for increasing Vacuum 
Cleaner sales. 


Check the plus-values of the Beal 
Speed Polisher. No other waxer or 
polisher offers so many uses at so low 
a price. 


PRECISION MADE AND 
FULLY GUARANTEED 


17th + PORTLAND, OREGON 





Here’s how you can fill every 
auxiliary heating need of every 


BUILDER, CONTRACTOR and 
| HOME OWNER! 

















Series 230 HEETAIRES 
1250 to 3000 watts 


Series 200 HEETAIRES 
1000 to 2000 watts 











Series 240 HEETAIRES 
1000 te 1500 watts 


Series 250 HEETAIRES 
1500 te 3000 watts 





ity ‘ 
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Series 210 HEETAIRES 
3000 to 5000 watts 


"Wins 
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MARKEL 
ELECTRIC PRODUCTS, INC. 
139 SENECA ST. 














HEETAIRES . . . are manufactured in a 
complete range of type and sizes for every 
purpose... 


HEETAIRES . . . range in wattage from 
1,000 to 5,000 (120 and 240 volts), produce 
from 3,402 to 20,472 BTU's per hour- 
for light, intermediate and heavy duty. 


ALL HEETAIRES available with 
AUTOMATIC THERMOSTATIC 
HEAT CONTROLS 


All HEETAIRES can produce and maintain 
any desired temperature between 40° and 
80° F. (with only 2° differential at all 
times). This insures ‘correct healthful com- 
fort — uninterruptedly — quickly wherever 
wanted. 


HEETAIRES are available in wall inserts 
and wall attachables— both with either 
built-in or external thermostatic controls. 


HEETAIRES are available in three heat 
types—radiant heat, heated air, fan-forced 
radiant heat. 


FAN-FLO HEETAIRES 
duce both kinds of heat 
fan-forced heated air. 


Series 230 pro- 
infra-red rays plus 


HEETAIRES Series 200 and Series 240 pro- 
duce infra-red rays (radiant heat). 


HEETAIRES Series 250, Series 210, pro- 
duce fan-forced heated air. 


Write for the copyrighted 
“A GUIDE TO QUICK HEATING” 


FREE! 


Tested and listed under reexamination service by 
Underwriters’ Laboratories, Inc. 

Thermostatic or Manval Control... Radiant Heat, 
Heated Air and Fan-Forced Radiant Heat . .. Wall 
Inserts ond Wall Attachables. 


(4,9) 


NS 


LA SALLE 
PRODUCTS, INC. 
BUFFALO 3, N. Y. 
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MAKE YOUR STORE HEADQUARTERS FOR THE BIG 


“TELL IT TO BETTY CROCKER” CONTEST 
= ~ : HERE’S THE CONTEST designed to help 


you sell more General Mills Tru-Heat 
Tet 10 wer cRocuer 73 Irons, more Steam Ironing Attachments 
and Automatic Toasters. How? By mak- 
ing entrants come to you for entry blanks 
and helpful advice on the many outstand- 
ing features of all three General Mills 
Appliances. It’s a perfect chance for you 
to tell the selling story—a perfect chance 
to make sales. 
Dealer Listing Newspaper Ads—— Maga- 
adoitedieaieilam zine Ads and —a free display kit full of 
Te hard selling material — will bring you 


comes apart..gives you a plenty of pre yspects. a 
separate lightweight iron. / . 


SIGN UP Now! 


with your General Mills distributor for . . . 


J More TRAFFIC 


YOU'LL BE A WINNER when contest entrants come to you and w MORE APPLIANCE SALES 


THIS FALL! 


ask for a sales talk on your General Mills Appliances. Ought 
to be easy to pick off plenty of sales! 

* it , If you don’t know your nearest supplier 
Contest advertising will run of General Mills Appliances, write General 
in LIFE, October 27, The Mills, Inc., Home Appliance Department, 1620 
SATURDAY EVENING Post Central Ave., Minneapolis 13, Minnesota. 
October 25, November issues 

of PROGRESSIVE FARMER 

and SUCCESSFUL FARMING. 


..-plus big space ads in 125 leading 
newspapers — Sunday, Oct., 26th. 


FREE! Display Kit includes 
all the materials you need to 
make your store contest 
headquarters. Official entry 
blanks your customers will 
need are in this package. 
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Wow! Westinghouse 
does it AGAIN ! 


GREAT NEW LAUNDROMAT AND CLOTHES DRYER 
LAUNCHED WITH SENSATIONAL “TWINS FOR 


Fal 
i ~— i 


Provt-free + Oithwesher + WosteAwey + 


116 


TWINS” MERCHANDISING IDEA! 


Every Westinghouse Retailer Has a Winning Ticket in America’s Greatest Stork Derby! 


This big national magazine spread, combined with 
its “Twins for Twins” free offer, is far and away the 
year’s hottest appliance promotion. 

From the day it breaks in LIFE and the POST, 
every woman in America will have her eyes on 
“Blessed Event” Day, Sept. 23, and the glorious new 
Westinghouse Laundromat” and Clothes Dryer. 


* Electric Sheet + Mebilaire + Toaster + 


Already in the hands of every Westinghouse 
retailer is a bulging package of timely tie-in ma- 
terial. Every last piece of it is designed to focus the 
full force of all the advertising and publicity on the 
Westinghouse store that features this important 
“Blessed Event”. Westinghouse Electric Corporation, 
Electric Appliance Division, Mansfield, Ohio. 


2 QOQolseSoly 


Water Heete: 
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* feed Crofies + Range + Electric Griddle + Cleaner + Ochumidifier + Home freerer 
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MAGNETIC POLARITY CAP —mm> | 
FOR INDICATION OF POLARITY | 
OF D.C. SYSTEMS 
PLAINLY MARKED, EASY TO READ, 
COLORED ETCHED SCALE _VISIBLE | 
UNDER ALL LIGHT CONDITIONS eaed 
ty 
OPEN FACE"NO FOG WINDOW a ve 
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Now G.E. offers these important ways 


TO CUT YOUR 
ROUGHING-IN TIME 


THE FAMOUS G-E LEVELOCK LINE OF SWITCH 

BOXES — This line of General Electric switch 
boxes is fast becoming the standard of the trade for 
installation speed and improved performance, 

Four leveling projections make Levelock boxes a 
cinch to level. Just place them on a flat surface, and 
they can’t rock or tilt. New locking device prevents 
plates from falling off when other trades are working 
around Levelock boxes—makes eangine easy. Use 
G-E Levelock boxes on your next job. and you'll use 
them on every job. Available in 214-in., 214-in., and 
2-in. depths 





NEW, RUGGED STANDARD BRACKET BOXES— New. 

ribbed bracket and non-welded assembly of 
standard G-E bracket boxes offer you speedier instal- 
lation. prevent costly rework, 

Ribbing at top and corner of bracket maintains 
alignment during mounting. Non-welded assembly of 
bracket and box holds firm in the face of heavy con- 
struction-site abuse. 

Ask your distributor about the new G-E standard 
bracket boxes with non-welded, reinforced design. 


QUICK-FIGURING BOX GUIDE— This new circular slide rule tells you at a 
glance the maximum number of conductors permitted in various G-1 
boxes. On the job and in your office it can save you a good deal of precious 
time by putting complete box information at your fingertips in easy-to-use form 
The reverse side of this selector is a quick raceway calculator to help you 

figure allowable conduit fill for various types of conductors. 
: Get your G-E Conduit Products Selector from your General Electric Con 

: Lao oe struction Materials distributor. 

malin s iwnois 2 


Gu can foul your confldence 2 —» FOR CONDUIT INFORMATION see your local G-E 


Construction Materials distributor. Section C8- 
924, Construction Materials Division, General 


G E N E R A L B E L E C T a | C Electric Company, Bridgeport 2, Connecticut. 
118 


ELECTRICAL SOUTH for SEPTEMBER, 1952 





